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Buy your drills 
with the same care 
you used in buying 

the machine tool 
to run them, 


Regardless of size or age 

of equipment, the smart shop can strengthen 

its competitive position by standardizing on 

Cogsdill for all its drilling operations. 

Cogsdill twist drills are unsurpassed for uniform life and 
performance, with longer runs between tool changeover. 


Cogsdill . . . the name to remember for quality 
... to watch for progress. 


COGSDILL TWIST DRILL CO., INC., Greenfield, Mass. 


Stocking Warehouses: Detroit, Los Angeles, Greenfield 
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FLEXIDYNE WORKS 


The “dry fluid” in Flexidyne is tiny 
Flow heat-treated steel shot. A measured 
— amount, called the ‘flow charge,” is 
“~~ +~contained in the housing, which is 
keyed to the motor shaft. Inside the 
housing is a rotor, free to revolve 
relative to the housing, but connected 

to the load. 


When the motor is started, centrifugal 

force throws the flow charge to the 

perimeter of the housing, packing it 
between the housing and the rotor, which transmits 
power to the load. Initial slippage is momentary. Hous- 
ing and rotor become locked together and achieve full 
load speed without slip and at 100% efficiency. 


THE TRANSMISSIONEER is featured in 
Dodge advertisements, which appear in leading 
industrial publications. Prospects are directed 
to ‘call your local Dodge Distributor” for infor- 
mation and assistance on new cost-saving 
developments in power transmission machinery 


Overheated motors? 


Excessive belt maintenance? 


Breakage of materials being processed 
—like thread, wire, paper? 


Expense of oversize or high 
torque motors? 


High demand rate? 


Expense of reduced voltage starters? 


Clutch trouble? 


Breakage of transmission parts due to 
instantaneous shock loads? 


NNN SN NA 


Damage and recurring down-time 
from overloads? 


RJ 


FLEXIDYNE 


THE DRY FLUID DRIVE 


Here is the answer to a great many of industry's difficult 
starting problems. 


Flexidyne is the new way to start loads smoothly—to protect 
against shock and overload—to save power—all without any 
sacrifice of efficiency at full load! 

Flexidyne is the revolutionary development that is ushering 
in “the day of the soft start’’— which can mean thousands of 
dollars to your customers in equipment savings and in better, 
more economical operation. 

Flexidyne is available in Drives and Couplings in capa- 
cities ranging from fractional to 1,000 hp. Another great 
product for Dodge Distributors. 


DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Ind. 


DODGE 


of Mishawaka, Ind. 


- 
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A Time-Saving Guide to the Contents of This Issue 


Spark Up Your Sales Presentations 


Product-of-the-week program, under 
which each salesman brings with him a 
specific item to demonstrate on each of 
his calls, is paying off in increased vol- 


ume for Cutting Tools and Supplies, Inc., 
Pontiac, Mich. Other program benefits in- 
clude improved salesmen’s product knowl- 
edge, better relations with suppliers. 


Why Keep Tabs on Customer Purchases? 


Keeping a record of all repeat items 
purchased by each of his accounts helps 
Kansas City salesman Walter Gerhardt an- 
ticipate customer needs, program more 


realistic frequency-of-call schedules, de- 
velop more accurate potential estimates, 
provide the kind of fast, intelligent serv- 


ice that builds customer confidence. 


How to Ferret Out New Products 


Cleveland's Paquin Co. has regular rou- 
tine for salesmen to report applications for 
new products or modifications of existing 
products. Result: several suppliers have 


incorporated recommendations into stand- 
ard catalog items. Example: “Side ports” 
were suggested for filter to make changing 
of filter element easier. 


The Shifting Markets of the 60's 


The decade just opening will be a 
crucial one for the supply industry. Thanks 
to population growth and a virtual explo- 
sion of new technology, the potential for 
supply products over the next ten years is 
enormous. But the very nature of the 
“Scientific 60's” poses a host of serious 


problems. Not only are products and 
processes changing fast, but the marketing 
environment in which distributors oper- 
ate is subtly undergoing some basic altera- 
tions. This first part of a two-part fea- 
ture article on “Distribution in the 60's” 
spotlights the impact of these changes. 
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New Sources of Potential 


Distributors have this to go on: U.S 
population will top 200 million by 1970; 


government outlays will increase; indus- 


The New Technology 


Automation, high precision manufacture, 


miniaturization, spage-age industry, new 


materials and processes, and the “building 


try will spend up to $500 billion on 
modernization and research; nine key in- 
dustries expect to up production 50-120%. 


block concept’ are forcing distributors to 
meet new requirements, One trend may be: 


longer wearing and more costly tools 


The Changing Area of Operation 


Thanks to ject planes and tape 
jet | I 


transmis 
sion, industry can spread to the 


S., and p opl 


, , 
j and markets 


four cor 


New Patterns in Procurement 


Formal materials control, value analysis 


and punched card accounting are revolu 


tionizing the buying function in many 


are forcing it to. There'll be many more 


new industry centers in the 60’s—and 


many more mergers 


large plants. In some, there is no longer 
a P A And 


blanket ordering has raised dark clouds 


for the distributor to call on 





Other Features 


You Said it 
Talk of the Trade 
The Editor’s Page 


Supply Sales Trénd 


The Outlook for Business. . 120 


Price Index 


New Products 


Featured Next Month 


THE 60’S—DECADE FOR DECISIONS Can 


distributors hold their own in the coming struggle 
for the big market of the 60's? How can they 
cope with the problems of new technology, of 
wider coverage, of contract purchasing, of special- 
ization? What can supply firms do to improve 


their marketing efficiency, and modernize their 


methods? The final section of ID’s two part fea- 
ture article, ‘Distribution in the 60’s,”’ will probe 


these and other problems in detail, and suggest 


practical answers based on extensive interviews 


with both distributors and suppliers 


The facts presented in the first article, “The 
Shifting Market's of the 60's (Page 99, this 
issue), suggest strongly that the supply industry 
could be on the edge of a major breakthrough into 
new areas of potential where distributors so far 
have only established precarious beachheads. It’s 
also apparent that distributors face tough prob- 
lems in exploiting the full potential of their 
staple lines in a more complex economy. How the 
industry—both supply firms and their supplier 
manufacturers—faces up to this dual challenge will 
determine its standing for years to come. 
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The “baby split” has become as much a part of the language as 
the “‘banana split’’, and a “‘railroad’’ no longer merely describes 
a means of conveyance from one point to another. 

‘To the 23,000,000 Americans who actively bowl—and to addi- 
tional millions who watch the sport on television—they represent 
part of the terminology of the nation’s fastest-growing sport. 

And to millions of Americans the name “Brunswick’”’ is 
synonomous with enjoyment of this indoor sport which draws 
no lines of sex, age or position in life. 

As the nation’s oldest and best-known bowling equipment 
firm, the Brunswick-Balke-Collender Company supplies millions 
of enthusiastic bowlers and thousands of spic-and-span bowling 
lanes with such necessary items as bowling balls, shoes, pins, 
scoring systems and other products. 

But perhaps the most dramatic of the Brunswick products is 
its Automatic Pinsetter. A marvel of mechanization and of 
ingenuity in design, it must function steadily and accurately 


23,000,000 
BOWLERS! 


game after game, night after night, week after week. There can 
be no breakdown or delay. 

The Brunswick people have set up rigid standards for the 
material they use in their Automatic Pinsetter. This maintenance 
of quality and precision in all phases of manufacturing, this 
industry leadership, have made the name Brunswick a symbol 
of dependability. 


DURKEE-ATWOOD V-Belts are an integral part of the Brunswick 
Automatic Pinsetters. They were selected because of their proven 
ability to give long and consistent service under the most difficult 
and demanding conditions. Acceptance by 

many outstanding firms develops profit- 

V-Belt sales. Write for information on how 

you can expand your sales with Durkee- 

Atwood, industry’s most complete line of 

quality V-Belts. 


Look for the |DA| on your V-Belts 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY e 





MINNEAPOLIS 13, MINNESOTA 


A BLADE FOR EVERY PURPOSE MEANS A SALE TO EVERY CUSTOMER 


Whatever your customer’s maintenance or production metal separating jcb... there’s 
a fast-cutting Nicholson or Black Diamond blade for the application. A complete line 
assures you of more sales because you never have to turn a customer away. “ Nicholson 
or Black Diamond blades can build your sales. And they’re easy to sell. Their trade- 
marks are recognized and immediately accepted stamps of quality and top perform- 
ance. News about Nicholson and Black Diamond blades reaches your customers 
in a strong and continued advertising program. Make every customer a source 
of profit. Tell them about this full blade line. Tell them what each blade will do. 
Help them select the correct blade for their particular job. This added attention will 
bring more satisfied customers . .. customers that will buy again and again. 


— NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 


NICHOLSON 
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®* Possible Techniques for Reducing Labor Turnover. 


® Industrial Engineers Will Move To Top Posts. 


Motivation 


Forr Coins, COLORADO 

Is it possible for educational per 
sonnel to obtain reprints of articles 
of special interest from INpusTRiAI 
DIsTRIBUTION? 

I am referring especially to the 
article “Motivation, What Makes 
Salesmen Sell?” in the September 
ILD. My 


Administration are also 


1959 issue of colleagues 
in Business 
interested in this verv well written 
article, including the sub-sections on 


pages 106 on 
108 on Incentives. 


Management, and 

C. RicHarp CREEK 

Associate Professor 

Colorado State University 

@ Copies were sent to Prof. Creek. 

If any reader is interested, reprints 

are available from us at $.50 per 
copy. 


Labor Turnover 


New York, New York 
A company that is looking for a 
blueprint to follow in reducing its 
labor turnover rate is doomed to 
disappointment 
Techniques for reducing labor 
turnover that have been reported as 
successful in one company almost 
invariably will be reported as { 
ures in another company, and the 
findings of one researcher often will 
contradict the findings of another 
However, a number of devices have 
been credited with reducing turn 


] 


over in a sufficient number of cases 
to warrant attention. Among them 
are selection devices such as better 
training techniques and more effec 
tive communication, and devices 
aimed at finding out why employees 


leave the company. 

Although psychological tests for 
industrial situations generally have 
not been constructed to reduce turn- 
apparently have 
quite successful when used for this 
purpose. Reports on a number of 


over, they been 


studies have demonstrated the effec- 
tive use of intelligence tests in re- 
ducing turnover. 

l'o illustrate the effects of good 
training methods on turnover, a 
study was made of a company that 
had a particularly high turnover rate 
during employees first three months 
on the job. ‘The closer an employee 
the 


rate’, the more likely he was to quit. 


came to reaching “standard 
\n analysis of the problem revealed 
that new employees had no way of 
knowing how well they were advanc 
ing. ‘They were told only that they 
were expected to reach the standard 
rate after a certain number of weeks. 
Setting weekly goals resulted in a 
turnover drop of more than 50 pet 
cent among these employees. 
\nother case deals with a turn 
over problem in one firm resulting 
from poor downward communica- 
tion of company policy on merit 
increases. ‘The problem was solved 
with the investment of a few hun 
dred dollars in a new pamphlet de 


scribing the policy. Discussion of 


“You Said It’ 
ire welcome from all readers. Write 
on any topic you like; we'll publish 
it and, if vou do not want to be 
identified, you can rest assured that 
we know how to keep a secret 
Just send your letter to the 
You Sam Ir Eprror, Inpusrriai 
DistRiBuTION, 330 West 42nd St., 
New York 36, N. Y 
The Editors 


CONTRIBUTIONS to 
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You Said It 


the pamphlet with employees by 
members of the personnel depart- 
ment paid off in a sharply decreased 
turnover rate. If an incentive pro- 
gram is not understood, it is cer- 
tainly not working. So, full and 
complete indoctrination on such 
company policies is a good preven- 
tive measure, particularly where 
wage incentive plans are at all com- 
plicated. 


The Exit Interview 


The hard part of attacking the 
labor turnover problem is finding 
out why employees leave. The “exit 
interview”, which takes place when 
an employee leaves the company, 
can be used to obtain this kind of 
information. It can serve a two fold 
purpose: to salvage some intended 
quits, and to provide information 
for top management as a basis for 
corrective action. 

The main job of the exit inter- 
viewer is to find out the real reason 
a worker had decided to quit. This 
means sifting through the reasons 
given by an employee who may not 
want to reveal his true reasons or 
who may not really know what his 
reasons are. ‘Iwo hazards of exit 
interviewing are the human tend- 
ency of employees to give socially 
acceptable answers rather than risk 
tattling or a bad reference, and the 
lack of skill of many interviewers. 

A relatively new technique that 
has produced significant information 
about why workers quit is the “post- 
terminal interview’, in which work- 
ers who have been separated are 
asked on a questionnaire to state 


Continued on page 8) 





send your 


SOS. 


to our 


| wil) Socket Screw Products 


*“Specialists On Sockets...” 


are all Blue Devil distributors 


All Blue Devil advertising directed to socket screw users is 
designed to bring them and their problems to the distrib- 
utor. It’s long standing Blue Devil policy to give our dis- 
tributors every possible sales help . . . and that’s one big 
reason more and more are joining the team. 
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You Said It 
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again their reasons for leaving. A 
study cited in the report showed 
that in one company the reasons 
given for quitting at the time of the 
exit interview were largely due to 
external factors such as, other em- 
ployment, leaving the State, or mili- 
tary service. The post-terminal ques- 
tionnaire revealed, however, such 
factors as poor pay, bad supervision, 
and slow advancement, all of which 
are internal, or subject to manage 
ment control. 

The effect of economic conditions 
on labor turnover cannot be ignored. 
Unless we look at economic condi 
tions, or at national or regional 
changes in retes of labor turnover, 
we are likely to ascribe an improve 
ment to the technique or device we 
introduce, when the improvement 
ictually may be due to lowering of 
economic conditions. Almost any 
method introduced to reduce turn 
over at the beginning of a business 
cycle will probably show a lowering 
of turnover. 

Dr. Freperick J. Gaupet 
Stevens Institute of ‘Technology 


® From Dr. Gaudet’s report in a new 
research study, AMA Research Re- 
port No. 39, entitled ‘‘Labor turn- 
ever: Calculation and Cosit,”” pub- 
lished by the American Mangement 
Association. 


Pontiac, MICHIGAN 

Some time ago, one of your co- 
workers, Mr. Richard Sandhusen 
called on us and we had a very 
delightful and informative _inter- 
view, from which I think both he 
and I were well repaid for what we 
learned from each other. At that 
time I had mentioned that I in 
tended writing you regarding your 
article in the July issue headed, “I 
Welcome Salesmen With Ideas,” 


(Continued on page 14) 





BUNTING 


BEARING ALUMINUM BARS _ 


have you learned what Bunting Bearing Aluminum Bars can do for you? 


No other low priced bearing metal delivers all the many fine qualities 
embodied in Bunting Bearing Aluminum. Its physical properties add 

up to a remarkable and ideal material for most general bearing applications. 
Light weight is an added advantage. It machines easily 

and rapidly, saving labor cost. All bars are 

machined on all surfaces, reducing 

waste metal to the minimum. And 

it is carried in stock in 138 sizes of 13’ 

tubular and solid bars by your local 


Bunting Distributor 


* 


Dy 


a 


4 
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@ 1. Cylinder giand bearing. An example of how to savé money on large, thick-wall 
Ss replacing bearings 2. A high speed 150,000 RPM - bearing for turbo super charger. Intricate 
metals which <¢° machining, many dimensions, close tolerances 3. Solid gear bearing to replace 

2 em Me es ee ee i) 
$ 4. This thick wall floating rod bear ng affords an attractive economy in material 


r life st. and an additional value in light weight 


MACHINE SHOP SERVICE... Small lots of special design 

oY -Yolallet Mmalelmeloliclilele)(-MiceliMiiela acl Mol-Molcelalig-te) 

mmediately from fully equipped machine shops through 

all Bunting Branches. The wide range of sizes of Bunting 

fold Meet imcliolr4-MeliloM ili -1s-1¢ Ml olcelar4—Mol-leldileh Mulel <M 
Clit-tachileaMel MoM i(ol4 Mili Memo ME)+l-lalel Ml ol-lelalule I tel S mmelile. 
economical. Bunting Cast and Sintered Bronze and Bunting 

TY Yoldile MUM lols Me oleohdiel Mii -Muileli-iale] Miela@e) ol lalel MiP 4-13 
olateMol-Sile ut Mdalsmaeliiel Mol Mulelel Mice Mola Mol -lelalilel Mm Gol! al elae) 
Bunting Distributor can arrange for such work. 


Ask for catalogs . . . No. 46— Technology of Bunting Bearing Aluminum 


No. 158— Complete listing of sizes of Bunting A technical treatise on the composition, machining 
Cast Bronze and Sintered Bronze Bearings and and use of this new bearing metal. Ask your local 
Bars, and Bunting Bearing Aluminum Bars. Pocket Bunting Distributor. 

size edition 


No. 258— Complete listing of Cast Bronze Electric The BUNTING Brass and Bronze Company « Toledo 1, Ohio 
Motor Bearings for all makes and sizes of electric Branches in Principal Cities 
motors. 


BEARINGS, BUSHINGS, BARS AND SPECIAL PARTS OF CAST BRONZE, SINTERED METALS OR ALUMINUM ALLOYS 


THIS ADVERTISEMENT APPEARS IN MILL & FACTORY © AMERICAN MACHINIST © PURCHASING e@ 
MACHINE & TOOL BLUE BOOK © SOUTHERN POWER & INDUSTRY 
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pages lie flat, allow unhampered 
reading near the center fold 

are easier to tear out (without 
ragged edges) for filing and reference. 


The secret of perfect binding is in a new 
kind of powerful glue that eliminates the 
wire staples which hold together most pub- 
liecations. Actually, this method is already 
being used for various large catalogs and 
periodicals. But only recently has a practical, 
permanent type of perfect binding been devel- 
oped for publications such as INDUSTRIAL 
DISTRIBUTION. 


Starting with this issue, all future copies of 


ID will feature this superior binding (equip- 


ment at our printer permitting). It’s another 
service—at no extra cost to you—to keep ID 
the most useful publication serving industrial 
distributors. 


SINCE 1911 . . . THE ONLY NATIONAL MAGAZINE 
EDITED EXCLUSIVELY FOR INDUSTRIAL DISTRIBUTORS. 
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THIS is No Ordinary Power Hack Saw Blade 


This is the unbreakable MARVEL High- 


Speed-Edge Hack Saw Blade—the first 
bi-metal blade—invented, developed and 
introduced by MARVEL. This blade is a 
combination of two materials best suited to 
the requirements of an efficient hack saw 
blade . . . a narrow high speed steel cutting 
edge permanently welded to a tough, non- 
brittle alloy steel body. Each blade is triple 
tempered to assure long life and maximum 
toughness to the cutting edge. Develop- 
ment of this high-speed-edge blade made it 
possible to cut any kind of material from 
the free machining steels to the toughest of 
alloys, fast, accurately and economically. 
Just one type biade to handle any job — no 
switching blades to cut different materials. 
Like all good things, attempted copies of 
this blade have been numerous, but its per- 


Write for latest cutting tool Bulletin and 


formance has been unequalled by any of 
the imitators. 


The MARVEL high-speed-edge hack 
saw blade can be tensioned from 200°. to 
300‘. tauter than any ordinary hack saw 
blade, a definite advantage which permits 
heavier feed pressures to be used without 
deflection or fear of breakage. 


An extremely rugged cutting tool, this 
one type blade, the MARVEL High-Speed- 
Edge Hack Saw Blade, will cut any ma- 
chineable metal with outstanding economy, 
accuracy, long life and complete safety —it 
is unbreakable. 


Ask for MARVEL Blades by name and 
you can be sure you're getting the best on 
the market. Leading Industrial Distrib- 


utors have them in stock. is 


the name of your nearest MARVEL Distributor 


ARMSTRONG-BLUM MFG. CO. 5700 W. Bloomingdale Ave., CHICAGO 39, U.S.A. 
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IT’S HERE! CATALOG 60... 


eB newest edition of the most complete 
valve reference work ever published... 


& another key element in a continuing program 
of distributor selling support... 


e another big reason why 


THE GREATEST NAMES 
AMONG INDUSTRIAL DISTRIBUTORS SELL... 
THE ONE GREAT NAME IN VALVES etait 


a 





ee a 
——— 
a 


oUPON TO ORDER YOUR SUP 


| xe 
oF NEW CATALOG 60 Company 
| 1 Lunkenboekman Streets 


PLY 
ee 


‘Zs —, > 
iS ac, aaa 
Pe ae . 14 aa. we 
HEIMER -:“ 
IRON 


NAME IN VALVES 


PVC 
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One Sale Triggers Another with 
Versatile OTC Pulling Tools 


@ THIS HIGH-PROFIT OTC LINE 
IS AVAILABLE TO AGGRESSIVE 
TOP-NOTCH DISTRIBUTORS 


@ SELL YOUR PRESENT 
CUSTOMERS FAST-MOVING 
OTC MAINTENANCE TOOLS 


The complete line of interchange- 
able OTC hydraulic maintenance 
and production units will keep your 
customers coming back. Once they 
have used a versatile, dependable 
OTC tool, it’s a natural to buy an- 
other — customers find new acces- 
sories added to basic units handle 
hundreds of tough, complicated jobs. 


Mechanical 
Pullers 


Hydraulic 
Pullers 


Hydraulic 
Rams 


Hydraulic 
Pumps 


Hydraulic 
Shop 
Presses 


Write for free 
OTC Industrial 
Maintenance 
Equipment Cat- 
alog, No. P-9. 


OWATONNA TOOL COMPANY 


373 CEDAR ST., OWATONNA, MINNESOTA 


Designers ahd manufacturers of the por senate Bee. 
paseo 


ay re 2 
ae ij i! y) f if ao 


PULLERS AND PULLER SETS - HYDRAULIC RAMS AND PUMPS - “WeVDRAMLIC SHOP PRESSES + HAND TOOLS 
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which I believe to be one of the best 
articles I have had the pleasure of 
reading in a long time. 

I might add that one entire sales 
meeting was devoted to the article 
and its many teachings, so I as well 
as the rest of our organization, wish 
to compliment you on such a worthy 
article and trust that you may write 
many more such articles. 


‘L. Crare Urey 
President and Treasuret 
Cutting ‘Tool & Supplies, Inc. 


CoLiece Srarion, TEexas 

We certainly appreciate the very 
wonderful presentation made by Mr. 
Van Ness Philip in the October 1s 
sue of INpusTRIAL DisrrRIBUTION on 
Russell Duke (“ID Graduate Goes 
lo Work. ..”). 

It is very cleverly presented, and 
the illustrations portray the develop 
ment of Duke’s training program. 
I was told only last week that he is 
coming along very nicely and prom 
ises to be one of their outstanding 
sales people. 

Curis H. GRONEMAN 
Head, Industrial Education 
‘Texas A&M College 


WarrREN, Onto 

“What Makes Jack A Dull Boy?” 

was a very thought-provoking edi 

torial. Congratulations and thanks 
for the stimulation. 


FRANK J. SHANABERG 
Manager of Sales 
American Welding & Mfg. Co. 


Our New Executives 


Cuicaco, ILLinots 

A large proportion of company 
presidents and other top manage 
ment executives appointed in the 


(Continued on page 1) 





FULL LINE OF 46 ITEMS 


The only complete line of aerosols— giving 
the distributor all the advantages of a 
single source and a single advertised 
brand for virtually every self-spraying 
product used in industry, from wire rope 
lubricant to blue layout fluid. 


NO QUALITY WORRIES 


Laboratory checks are made on every pro- 
duction run—stability and performance 
tests, shelf-life and accelerated aging tests. 

announci ng Every Sprayon container conforms with 
all I.C.C. and postal regulations. Every 
container is warranted against defects. 


the first complete line NATIONAL ADVERTISING 


Sprayon promotion includes dominant 

advertising in purchasing and industrial 
of push-button products magazines, widespread product publicity, 
trade show exhibits, catalogs, stuffers and 
mailing pieces. 














for maintenance 


STRONG “SALES APPEAL” 


Sprayon aerosols offer not only conven- 
. ience but a better, faster and cheaper 
and produ ction way of doing a hundred maintenance and 
production jobs. And people today do 
like push-buttons...industrial buyers as 
well as the general public. 


WIDE USE; HIGH REPEATS 


Every customer and prospect on the dis- 


tributor’s books can use a number of 
items from the Sprayon catalog. And every 
item carries automatic repeats. Markets 
include utilities, transportation and de- 
fense establishments as well as general 
industry. Research estimates show a sur- 
prising potential. 


LEADING MAKER 


Oldest and leading custom-loader of aer- 
V4 -Yet-40) LS osol specialties, Sprayon for many years 
has concentrated on the original equip- 


fF 8) te IN D U ST RY ment market, supplying many of the na- 


tion’s largest manufacturers with private- 
label specification finishes for product 
touch-up. Sprayon operates four plants 
equipped with the most modern produc- 
tion facilities, and maintains extensive 
research laboratories. 


PROTECTED DISTRIBUTION 


Sprayon Aerosols for Industry are dis- 
tributed on a selective basis through 
industrial distributors only. Write today 
for complete information. 


Industrial Supply Division 


Sprayon Products, Inc. 
2075 E. 65 ST., CLEVELAND 3, OHIO 


RED INSULATING VARNISH- ENAMEL 
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SOMETHING TO SELL 


BRONZE VALVES 


a ti--A 


CORROSION-RESISTANT VALVES 


Rey Fy 


INDUSTRIAL DISTRIBUTION © JANUARY, 1960 





WHEREVER YOU CALL 


your CRANE LINE covers VALVES 
FOR EVERY PLANT’S NEEDS 


GATE © GLOBE © ANGLE © AND CHECK PATTERNS 


There’s no limit on your chance for increased valve sales with Crane. It’s as big 
as the Crane line itself—the world’s largest! 

You not only have a product to sell wherever valves are used, but you have the 
strongest sales story—premium quality at popular price in every item. No one 
questions the fact that Crane is the leading volume producer of quality valves. 

Shown here are a few patterns in the complete Crane line in bronze, iron, steel 
and corrosion-resistant alloys... the line that covers valves for virtually every 
application in industrial, commercial, residential and farm piping systems. 

The Crane standard size range, depending on type, is % to 48 in. The working 
pressure range is 25 to 2500 psi. Screwed, flanged or welding end valves—Crane 
makes them all! 

On delivery to your customers, Crane backs up your own inventory with large 
factory stocks available on fast direct-order, direct-shipping. 


EFFECTIVE SALES LITERATURE 


Crane valve literature helps you sell. Like Crane 
national advertising, it works for you between calls. 
These Crane product bulletins not only explain all 
design and construction features, but give all basic 
information for specifying and ordering. 

Use this literature with all qualified buyers and 
specifiers. Also use it to keep yourself informed on 
the better value that’s built into each Crane valve. 


There's no selling | 
like profit-selling— with Crane! 


RANE. VALVES & FITTINGS 
PIPE © PLUMBING ¢ HEATING « AIR CONDITIONING 
Crane Co.—Wholesaler Sales Headquarters: 836 S. Michigan Ave., Chicago 5, Illinois 
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HI-SPEED 
Cable 
Rewind 
Crank 


15 
MODELS 

29 
CAPACITIES 


prices 
start at 


$29.50 


Superior to anything on the market. Simplified design 

with fewer parts. Detachable high-speed cable wind-up 

handle. Highest quality flexible aircraft cable. Safety handles 

design tested for overload to protect operator. Guaranteed one 

year against defective parts. Also especially corrosion-proofed 
models for use in chemical plants, mines, etc. 


The Most Asked For Cable-Ratchet Hoist 
Lightweight * Versatile * Compact 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNSYLVANIA 
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next ten to twenty years will come 
from the ranks of industrial engi- 
neers. 

Cost reduction and higher produc- 
tivity are the best ways to avoid a 
leveling off or reduction of our liv- 
ing standards, and the industriz] en- 
gineer is our most qualified special- 
ist in these areas. His skills are also 
needed to combat the trend toward 
declining profit margins in business. 

The industrial engineer’s skills are 
needed in the economic race with 
communism. While our productiv- 
ity increases have steadied at 2.3 
per cent annually since 1956, the 
Soviet Union claims an annual in 
crease of six to eight per cent. In 
dustrial engineers must find ways to 
increase our own rate of growth in 
industrial efficiency. 

Sharp increases in productivity are 
needed to cope with foreign com 
petition, and the shortage of labor 
in the early 1960’s due to the low 
birth rate in the 1930 depression 
years. 

As a result of the increasing im- 
portance of the industrial engineer's 
work, his role in industry will change. 
Management, and the general pub- 
lic, too, must quit thinking of the 
industrial engineer as the guy who 
comes around with a stop watch to 
time men and machines. ‘The indus 
trial engineer must apply his skills 
to wider aspects of production and 
company management. He must 
also become a_ teacher, writer, 
speaker and salesman to sell the long 
term benefits of increased productiy 
ity to employees, and the million 
dollar price tags of industrial im 
provement to management. 

Wirarp F.. Rockwe 1, JR. 
President 

Rockwell Mfg. Co. 

® From a speech by Willard F. Rock- 
well Jr. at the Industrial Manage- 
ment Society's 23rd Annual Indus- 


trial Engineering and Management 
Clinic. 





Hh 


AND ITS DISTRIBUTORS 


WITH A 
COMPLETE 
LINE 
eo} 





DRILLS 


CATALOG No. 59 


YOUR IMPRINT ON THE 
COVER OF THIS 74 

PAGE CATALOG AND 
HANDBOOK WILL OPEN 
DOORS AND ORDERBOOKS 


Get the Threadwell Story Now. 


THREADWELL TAP & DIE CO., GREENFIELD, MASS. 


Stocking Warehouses: 
New York — Cleveland — Detroit — Los Angeles — Greenfield, Mass. 
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PUMPS 
ARE EASY 
TO SELL- 
BECAUSE... 


a 
9 


Motor Driven Self-Primer Plunger Sludge Pump 


Vertical Self-Primer 
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MORE MARLOW ACCEPTANCE! Customer acceptance for the broad Marlow line 
makes it easy to sell. Your customers know that Marlows perform at high 
efficiencies with low operating and maintenance costs. The Marlow line includes 
self-priming centrifugal, end-suction centrifugal, diaphragm and plunger pumps 
for a wide range of service applications. 


MORE MARLOW SALES HELP! To serve and assist their vast dealer organization, 
Marlow maintains a complete field force of factory trained engineers, located 
strategically throughout the country. This exclusive Marlow service means fast, 
local help on difficult pump applications and service problems. 


MORE MARLOW ADVERTISING! Marlow alvertising and merchandising efforts 
are aggressive and effective. This pre-sells your market, makes your sales job 
easier than ever before. For complete information on the Marlow Dealer Agree- 
ment, write to Marlow Pumps, Midland Park, New Jersey. 


“Gem” Self-Primer Lightweight Portable ‘’Utility”’ Belt Driven Self-Primer 


Lightweight Portable ‘“Mud-Hog” Lightweight Portable Fire Pump Engine Driven Self-Primer 


DIVISION OF 


ih) BELL & GOSSETT Co. 


@ Midland Park, New Jersey Longview, Texas e Morton Grove, Illinois 


Marlow specializes in pumps for: Contractors * Dry Cleaning * Fire Fighting 
Industry * Irrigation +» Oil Country * Petroleum Marketing * Sewage * Swimming Pools 
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L. to R.: General Rubber Sales Engineer R. W. Vonder Lieth, 
Pres. John Clark, Joe Lemaire, and Secretary Art Becker.) 
‘“*How’s your Monarch Hose for sulphuric acid?”’ Mr. Clark asks. 
Joe says, “It'll take up to a 50% solution. You can go to 96% 
with our Maltese Cross Hypalon. We make that from a synthetic 
polymer that will even handle hydrofluoric acid.” 


(At American Cyanamid, L. to R.: Art Becker, Cyanamid Buyer 
W. Butler, and Joe.) Subject is Maltese Cross belt used to carry 
aluminum sulphate lumps. Mr. Butler says, “‘This belt’s lasted 
almost three years, while the last make we used gave out in six 
months.” Joe: ““That’s because we use a rubber shock pad that 
gives on impact to prevent carcass rupture.” 


‘Some business,” Joe says to warehouse foreman Jim Beveridge 
center). “Every time we sell you a 50-foot hose length, you cut 
it up into 24” pipe connectors and sell it twenty-five times!” (He’s 
showing how to couple Hewitt wire-braided air hose.) Art Becker: 
“The idea is to make them so expansion and contraction don’t 
affect the assembly.” Joe: ““You won’t get any leaks with this.” 


“Pretty hefty lump,” says Joe Lemaire, holding piece of alumi- 
num sulphate being carried from storage to precrusher by H-R! 
conveyor belt. Art Becker says, ‘““They use it for paper process- 
ing and water purification. Cyanamid likes the way it’s held up ‘ 
—you can imagine the production snag if it broke down like 
their last one.”’ 
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JOE LEMAIRE 
IS A SALESMAN 
FOR GENERAL 


General Rubber clicker press operator Michael Dunne shows the 
right way to cut sheet packing into gaskets. Other steps per- 
formed at this machine are the die-eutting of shapes and seals. 
Says Art Becker: ‘‘Changing customer requirements are bring- 
ing in more of this kind of business. Having the right H-R sheet 
packing on hand means bigger profits from smaller inventory.” 


. 


At M.J. Crose Manufacturing, Joe shows how to fit a sling with 
belt irons to handle pipe . . . asks, ‘““You’re the only pipe-line 
supply company in the East, aren’t you?”’ Crose Office Manager 
Billy Milam (center) says, ““Yep. Twenty-four hour service, 
Canada to Florida.” Art: “It’s a three-company assembly line. 
Joe’s outfit makes the slings, we stock ’em, you deliver ’em.” 


JOE LEMAIRE 
IS A CONSULTANT 
FOR AMERICAN 


CYANAMID 


“Our main business is rubber fabrication,”’ says John 
Clark, President of General Rubber of Tenafly, N. J. 
“We produce several items ourselves, distribute others, 
and offer a field vulcanizing service, too. 

“For instance, we came up with a shock pad con- 
veyor belt for American Cyanamid two and a half 
years ago to carry highly abrasive aluminum sulphate 
lumps. That’s just the kind of call where we want Joe. 
Troughing angle, tensile strength, ply construction— 
he’s a walking directory.” 

‘Joe doubles in brass as a sort of product professor, 
too,” adds Art Becker, General Rubber Secretary- 
Treasurer. “‘He’ll show you how to couple wire-braided 
hose, rig a sling for pipes, or figure conveyor belting 
specs.” 

As Mr. Clark putsit, “It’s as though Hewitt-Robins 
threw Joe in free with every shipment. We get a sales- 
man, our customers get a consultant—not a bad divi- 
dend on a rubber order, eh?” 

Not bad—and not rare, either. Whatever part of 
the country you’re in, Hewitt-Robins has a Joe Le- 
maire only a phone call away. We’re in the book. 


Your listing under H-R product classi- 
fications in your local teie phone dire clory 
helps to generate extra business at no 
cost to you. Hewitt-Robins, Stamford, 
Connecticut. 


@HEW!TT-ROBINS 
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FIG. 1236 


FAIRBANKS PATENTED RENEWABLE 
SEAT RING BRONZE GATE VALVES 


One of the finest, surest-sell valves 
ever introduced, this patented Re- 
newable Seat Ring Bronze Gate 
Valve is sold only by the Fairbanks 
distributor. How your customers go 
for this unique product that makes 
it possible for them to replace the 
nickel alloy seat rings and wedge in 
7 to 10 minutes—without ever re- 
moving the valve body from the line! 
And no special tools or skills are 
needed. This patented Renewable 
Seat Ring Bronze Gate Valve is just 
one of Fairbanks’ full line of bronze 
and iron body valves. Valves that 
are being specified and installed in 
an ever increasing number of the 
nation’s newest, most modern build- 
ings! 


A PROVEN SUCCESS—FOR YOU 


FAIRBANKS 
SALES -LEADER - OF - THE- MONT 
PROGRAM 


BUILDING 


Ui 


BUSINESS 
AND 
PROFITS 
YEAR 
AFTER YEAR 


FIG. 9215-S 





FAIRBANKS TWO-WHEEL AND 
PLATFORM HAND TRUCKS 


Sell Fairbanks trucks, and you sell 
the highly acceptable product that’s 
70-years proven to give faster and 
safer handling, longer and more de- 
pendabie service. Fairbanks na- 
tional advertising program promot- 
ing the theme “Trucks Are As Tools 
—Job Fitted” is doing a pre-selling 
job on trucks for you. Whatever 
your customer’s material handling 
problems, there’s a Fairbanks Two- 
Wheel or Platform Hand Truck that 
will do the job for them and give 
them surprisingly large time and 
cost savings. Sure it pays you to fea- 
ture Fairbanks Trucks—with the 
extra sales features that make them 
easier to sell. 


BRANCH OFFICES 


iia 
'Tellaetelal ‘i 
COMPANY 
EXECUTIVE OFFICE 
393 Lafayette St.. New York 3 
Valves e Dart Unions aster ruck FACTORIES [ 


iT PAYS YOU" TO SELL FAIRBANKS PRODUCTS, NEEDED IN EVERY INDUSTRIAL PLANT AND’ COMMERCIAL ENTERPRISE IN YOUR TERRITORY 
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HOWARD “HACK SAW" PRUNER, 


You can count on increased production with LENOX 
power blades featuring long-wearing teeth and 
straight cutting performance. LENOX power blades 
are heat treated and toughened under modern 
electronic controls to guarantee strong, uniform 
hardness. For a better blade .. . better made 

... you can always depend on LENOX. 


OPERATIONAL STUDY? An experienced, technically- 
trained Lenox factory engineer is available 

to analyze your power hack saw operation . . . and 
possibly show you how to save time and money. 

Write or call today for immediate service. 

No obligation, of course. 


40 years in saw sales and service, 





MO-SPEED TYPE High speed steel, all-hard. 


HACKMASTER TYPE High speed welded edge, 
shatterproof. 


AMERICAN SAW & MFG. COMPANY 
SPRINGFIELD, MASSACHUSETTS @¢ U.S.A. 
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Q. Why has the Dayton Franchise 
proved so profitable to you? 


A.“Dayton Planned Sales Training.. 
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Mr. Howard Kostbade, President of Power 
Transmission Equipment Co., Chicago, has sub- 
stantial proof that his customers want to buy from 
a salesman who is a qualified expert in his field. 

“Our V-belt sales have increased 27 per cent 
since we began representing the Dayton Indus- 
trial Products Company, and the key to at least 
half of this increase, I am convinced, is the planned 
sales training program Dayton presented to our 
sales staff. The effectiveness of this program is 
important to us because our customers depend on 


.... key to profitable volume sales!”’ 


the ability of our salesmen to solve their power 
transmission problems.” 

“Because of Dayton’s thorough and compre- 
hensive training course our men are now respected 
in this area as competent authorities on V-belt 
drive systems.” 

“‘A salesman’s time is valuable, so Dayton 
makes sure that each minute spent in training 
gets results. Our men are really sold on this pro- 
gram . . . which is simple to understand .. . it 
helps them sell.” 


Factory supervised training. 
“Dayton representatives use the most 
modern and effective training methods 
available to give our sales staff a thor- 
ough knowledge of Dayton’s line and 
its sales potentials.” 


They learn at home. ‘A comprehen- 
sive six months correspondence course 
gives men valuable technical informa- 
tion and saves ‘classroom’ time.... 
a real confidence builder.” 


Every man adrive engineer. “Train- 
ing is carried out of the classroom to 
actually work on specific applications. 
Here our men get the on-the-job train- 
ing that is so valuable in solving 
problems for our customers.” 


Find out how Dayton can ‘‘activate’’ your salesmen with a planned sales training program. Write today to— 


NAME____ 


INDUSTRIAL DEPARTMENT 


Dayton Industrial 


FIRM NAME_ 


Products Co. — 


2001 Janice Avenue, Melrose Park, Illinois 


ADDRESS 


A Division of The Dayton Rubber Co. CITY 


® 
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All types and capacities of 
casters and wheels 























“Power-Suited” all-duty trailers, 
1,000 to 10,000 Ibs. 





























// 











Safety one-man drum truck 














Three-sided panel truck 





WRITE FOR: 
Thomas catalog... The man from Thomas... 
' gives the complete _ will give you the personal 
Replaceable flush top ; specifications forcas- attention of an expert in 
skid platforms : { ters, wheels, hand materials handling. Exper- 
trucks and super-_ ience and the backing of 
structures. The easy the largest line of basic 
method of ordering materials handling trucks 
a truck to fit your’ will enable him to solve 
job is also outlined. any problem. 





Rock-push-roll barrel drain racks 





Non-Tilt trucks with 10 capacities Endless variations for shelf trucks Puts parts at machine height 
. ;, 
20 models 
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MILLION 


(of combinations) 


i 


“ " 


1 
M 
U] A) 


ul 
a 


7 
“ 


i 


(of dollars) 


A wide choice of casters and wheels, hundreds of 
chassis, and innumerable superstructures that can 
be used with each other, makes the possible com- 
binations of materials handling units produced by 
Thomas literally run into the millions. This wide 
selection permits buyers to match the specific 
truck to the specific job to be done. Many com- 
panies, from the smallest to the largest, have 
found that the Thomas method of combining 
standard units has saved them thousands of dollars. 


Equally important, is the ease with which the 
proper selection can be made. Thomas has de- 
veloped a system of cataloging which outlines a 
one, two, THREE step procedure that is easily fol- 
lowed for ordering. Because each truck has been 
specifically ordered to do a particular job, Thomas 
Trucks are all ‘‘Job-Suited.”’ 


There isn’t a load . . . up to 50 tons, at least... 
or a product that Thomas doesn’t build a truck to 
handle. Trucks that will do the job better, safer 
and more economically than you ever figured 
possible. 


Job-Suited and Power- Suited 


These trucks are all job-proven. They maneuver 
easily and carry loads safely. Thomas equipment 
teams up with modern power equipment to speed 
loading and unloading . . . reduce time and man- 
power required to move, spot or store. They quickly 
pay for themselves. 


For standard or special equipment to meet any 
materials handling problem, see the Thomas line 
. . the largest line of trucks in the world. 


THOMAS TRUCK & CASTER Co. 


1043 MISSISSIPPI! RIVER 


ail 


Platform for use with both Jack 
and lift trucks 


Economical multiple-storage 
stacking boxes 


KEOKUK, 


Easy handling and balance— 


haul a variety of loads Big locd pry trucks 
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“HOW YOOR 
REPUBLIC BOLT AND 
NUT DISTRIBUTOR 








w-how of fastener-industry experts 


w effective your present fastening a century. This 
be, there is always the chance that Your local 


ma 
you can sexe job more efficiently and more — industrial 
economically, without sacrificins quality or in any Way he can. His skill a* 
engin. A commen with your socal Republic and diversified fastener inventories, it 
Bolt and Nut Distributor, and his staff of fastener and sizes, . reduces your own 
specialists, ay point the way- and production costs- 
Keeping abreast of developments and trends in Whether you need specialized information, 
the fastener industry is @ vital aspect of your local quick deliveries of fasteners in any 
distributor § business. In doing 5°, he is ed of the many other services he offers you, i 
ow of the experts at Republic pay you to get in with your locel Republic 
Bolt and Nut Distributor. Telephone him now 


up by the know-b 
| company whose fastener background spans 


tor for quick deliveries of... 


Call your local distribu 
d Nuts 


REPUBLIC Bolts an 


e 
FASTENERS — m 
ore thar 20,000 
of ’ typesa 
; standard bolts and nuts are s 4 yw 
ough, non-spilling packages ng ie tad 


now pe, kom 
REPUBLIC PIPE OISTRIBUTOR 


a 


CAN HELP YOU... 


THE REPUBLIC 
DISTRIBUTOR STORY 


Charge less against the job 


Emphasis: 


the quality of your products and services 
; j _... REPUBLIC Steel Pipe @ 


: STEEL PIPE for plumbing 
Market by market, month by month, Republic ; 


nditioning. Als 


‘ , plastic pipe witt 
advertisements like these are seen by your key customers 
and prospects. Whether the product be bolts and nuts, 


: . What cise does your 
steel or plastic pipe, sheets, or bars, ae Sage oer ae were 





it is your story... honestly told. 
Emphasis: the quality of your products and services. 


Result: increased sales and profits for you, an EINE 
ln aa eae ela ly Ha = 


the Republic distributor. 


e% 


x 


Reprints of Republic's distributor-support advertisements 
are available at no cost, imprinted with your company 
name. Call your nearest Republic office for details on the 
advantages of stocking Republic Steel products. 

Mail coupon for product information. 


STEEL SHEETS for a 
tions are available 
Electro Paint . 
nd G | 


REPUBLIC STEEL 
Worleli Widlesl Range of 
Sliudard, Slels aud Sk Ppoduitlg 


REPUBLIC STEEL CORPORATION 

DEPT. ID-8725 

1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 

I would like more information on: 

OC) Fasteners DC Steel Pipe O) Plastic Pipe 
() Cold Finished Bars O Steel Sheets 





; REPUBLIC is. Sa EE ————) 
Ooi 


Company 








COLD FINISHE® BARS— supplied in round Address 


City Zone State. 








Reap Excellent, NEW Sales and Profits 
by Selling 


The Only Complete, Comprehensive STOCK LINE 
Of MULTI-USE, SOFT RUBBER BONDED ABRASIVES! 


Convincing case histories can be cited to prove 
that Brightboy business is mushroom:ng for 
dealers and their salesmen. For men who at first 
would not believe that any new and different 
abrasives could be developed, Brightboy pro- 
vides exceptional, new work-scope and versatility 
from the point where other abrasives and cutting 
tools finish their functions. Newly-conceived 
abrasives, replacing older, costlier methods; sav- 


ing customers’ time; improving product quality. 


Brightboy’s abrasive-and-rub- 
ber formulations, originated and 
developed by Weldon Roberts, 
rubber compounding specialists 
with almost 75 years’ experience, 
achieve a revelation in metal fin- 
ishing: 


BURRING - FINISHING 
CLEANING + POLISHING 


frequently in one operation 


Brightboy’s unique rubber-and-abrasive working 
action bridges the gap between the grind and the WRITE FOR INVITING DETAILS NOW: 
buff; provides a finish which often serves as the 
final polish. Stock numbers, wheels, sticks, rods 
and blocks, in a wide range of grains and tex- 23 . : 
tures, are JOB-MATCHED to your customers’ Catalog listing grains, textures, machine speeds 
machine and manual operations. Sample Brightboy hand tablet 

—a sure-fire “door-opener”. 
SELL FROM YOUR STOCK, OR DRAV’ ON OUR PROFIT-PLUS SALES PROPOSITION 
COMPLETE FACTORY STOCK. FAST DELIVERIES! 


Case Histories from Brightboy Service Engineers 


Methods and applications data 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street « Newark 7, N. J. 





America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
NATIONALLY DEMANDED @ NATIONALLY ADVERTISED 
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To meet the challenge of the 60s 
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YOU GET JW FRKIN LEADERSHIP IN 


RESEARCH ... that pays off in finer tools... DESIGNS ... that create a greater demand... 





Lufkin leadership in precision i Armed with intimate know!l- 
tools has been obtained and ° edge of the needs and frustra- 
maintained through research 7 tions of craftsmen, Lufkin’s 
and engineering skills devoted tool-design experts have cre- 
exclusively to measuring in- . ated tools that are handier to 
struments and tools. This re- / 4 use . . . easier to read set 
search has reached beyond new standards in accuracy! 
analysis of metals and mate- \ ona \nd these precision tools have 
rials. It has looked over the ‘ won the respect and enthusi- 
shoulders of master machin- ' asm of perfectionists every- 
ists and has determined more 3 where. On the drawing boards 
precisely the best solutions at Lufkin today are the pre- 


to their measuring problems cision tools of tomorrou 


the Fabuloug BO eg ror ScineN DECADE 


Look to Lufkin for leadership in micrometer 





design. Lufkin Chrome Clad® Non-Glare Fin- 
ish Micrometers have 5 to 7 fewer parts... black- 
filled graduations and figures on large barrels for 
easiest reading . . . one-piece frame and hub for 
rigidity. Simplified wear adjustment 


pent 


2h2¢35°-*" 





RESEARCH, DESIGN AND CRAFTSMANSH/P 


CRAFTSMANSHIP... thar se//s the complete line 


Years of experience and skill 
in fine toolmaking go into 
every Lufkin tool. Constant 
inspection is maintained with 
the most modern equipment 
and methods, starting with 
the raw material through every 
phase of manufacture to the 
finished tool. Only highest 
quality materials are used, and 
every tool is built to an exact- 
ing precision standard be- 


fore the Lufkin name goes on it 


More than ever, the craftsman will come into his 
own in the fabulous "60s just ahead . . . an era 
that will see more technological advances than 
the world has ever seen before. The skilled crafts- 


Look to Lufkin for the complete line of Uni- 
versal Dial Indicators of simplified advanced 
design. Precision built for longer life. Full- 
jeweled or plain bearings. Shock-cushion models 
available. No die castings for any moving 
parts. Pivots, gears, rack and pinions are 


stainless steel for wear resistance 


and a WARRANTY second to none 


Quality control is so rigidly WENN ZI) 


maintained that Lufkin makes s ae 
without reservation, this state- R 

ment All Lufkin products | 
are guaranteed against defects yy 

in workmanship and materials > 


If any product is found un- e 


satisfactory, it may be returned ip 
to the factory for inspection 
and disposition. Any item 
found to be defective in work- 
manship or material will be re- 
placed.’’ What could be fairer? 

rz 


man will be in greater demand . . . and his need 
for better, more accurate precision tools will be 
greater. Stock up now with Lufkin, world’s new 
leader in precision tools for the perfectionist! 








YOU GET FOF RIN LEADERSHIP IN 


RESEARCH ... that pays Off in finer tools... DESIGNS ... that create a greater demand. 





Lufkin leadership in precision Armed with intimate knowl- 
tools has been obtained and edge of the needs and frustra- 


maintained through research tions of craftsmen, Lufkin’s 


and engineering skills devoted tool-design experts have cre- 
exclusively to measuring in- ated tools that are handier to 


struments and tools. This re- use easier to read set 


search has reached beyond new standards in accuracy! 


analysis of metals and mate- And these precision tools have 


rials. It has looked over the won the respect and enthusi- 
shoulders of master machin- asm of perfectionists every- 


ists and has determined more where. On the drawing boards 


precisely the best solutions at Lufkin today are the pre- 


to their measuring problems cision tools of tomorrou 


the Fabuloug BO rau SctREN DECADE 


COMBINATION SQUARES—RULES 


Look to Lufkin for machine-divided steel rules 
and squares . most complete line on the 
market . . . with “‘V’’-shaped graduations cut 
with diamonds. Every type of scale, including 
the new decimal graduation adopted by the 
electronics and aircraft industries 








RESEARCH, DESIGN AND CRAFTSMANSH/P 


CRAFTSMANSHIP... thar sel/s the complete line 


Years of experience and skill 
in fine toolmaking go into 
every Lufkin tool. Constant 
inspection is maintained with 
the most modern equipment 
and methods, starting with 
the raw material through every 
phase of manufacture to the 
finished tool. Only highest 
quality materials are used, and 
every tool is built to an exact- 
ing precision standard be- 


fore the Lufkin name goes on it 


More than ever, the craftsman will come into his 
own in the fabulous ‘60s just ahead . . . an era 
that will see more technological advances than 
the world has ever seen before. The skilled crafts- 


VERNIERS and GAGES 


Look to Lufkin for leadership in exclusive 
features that sell. The No. 701 Vernier Caliper, 
for instance, has a vernier plate adjustment for 
continued accuracy despite wear, or resurfac- 
ing of the jaws. The No. C800 Height Gage 
has graduations that read twice as easy and 
direct all the way down to zero. 


and a WARRANTY second to none. 


Quality control is so rigidly 
maintained that Lufkin makes 
without reservation, this state- 
ment: “All Lufkin products 
are guaranteed against defects 
in workmanship and materials 
If any product is found un- 
satisfactory, it may be returned 
to the factory for inspection 
and disposition. Any item 
found to be defective in work- 
manship or material will be re- 


placed.’’ What could be fairer? 


man will be in greater demand . . . and his need 
for better, more accurate precision tools will be 
greater. Stock up now with Lufkin, world’s new 
leader in precision tools fer the perfectionist! 


Look to Lufkin for leadership in making pre- 
cision work easier. Miti- Mites® do just that. 
Permanent base magnets cling to work surfaces. 
Insulated. No keepers uecessary. 





YOU GET JU F RIN LEADERSHIP IN 


RESEARCH ... that pays Off in finer tools... 


Lufkin leadership in precision 
tools has been obtained and 
maintained through research 
and engineering skills devoted 
exclusively to measuring in- 
struments and tools. This re- 
search has reached beyond 
analysis of metals and mate- 
rials. It has looked over the 
shoulders of master machin- 
ists and has determined more 
precisely the best solutions 


to their measuring problems 


Look to Lufkin for leadership in quality tapes 
and rules that can be read at a glance. The 
Chrome Clad® Mezurall®, for example, has 
jet-black markings that stand out sharply 
against soft, nonglare chrome. And the Chrome 
Clad blade can’t rust, chip or peel. 


al ® Woes 
Lrrctalfletrtrheote® & 


DESIGNS ... that create a greater demand 





Armed with intimate knowl- 
edge of the needs and frustra- 
tions of craftsmen, Lufkin’s 
tool-design experts have cre- 
ated tools that are handier to 
use easier to read set 
new standards in accuracy! 
Ana these precision tools have 
won the respect and enthusi- 


asm of pertfectionists every- 





where. On the drawing boards 
at Lufkin today are the pre- 


cision tools of tomorro 


the Fabuloug '6O¢ Fer'escmoersees 


FOR PRECISION-TOOL SALES... 


Look to Lufkin for leadership in gage design 
and craftsmanship, whether it’s a small-hole 
gage, telescoping gage, screw pitch, radius or 
thickness gage. Lufkin makes all kinds, and 
pioneered many of their outstanding features. 





RESEARCH, DESIGN AND CRAFTSMANSHI/P 


CRAFTSMANSHIP... thar se//s the complete line 


Years of experience and skill 
in fine toolmaking go into 
every Lufkin tool. Constant 
inspection Is maintained with 
the most modern equipment 
and methods, starting with 
the raw material through every 
phase of manufacture to the 
finished tool. Only highest 
quality materials are used, and 
every tool is built to an exact- 
ing precision standard be- 


fore the Lufkin name goes on it 


More than ever, the cra*tsman will come into his 
own in the fabulous "60s just ahead .. . an era 
that will see more technological advances than 
the world has ever seen before. The skilled crafts- 


_and a WARRANTY second to none.. 


Quality control is so rigidly 
maintained that Lufkin makes 
without reservation, this state- 
ment All Lufkin products 
are guaranteed against defects 
in workmanship and materials 
If any product is found un- 
satisfactory, it may be returned 
to the factory for inspection 
and disposition. Any item 
found to be defective in work- 
manship or material will be re- 


placed.’’ What could be fairer? 


man will be in greater demand .. . and his need 
for better, more accurate precision tools will be 
greater. Stock up now with Lufkin, world’s new 
leader in precision tools for the perfectionist! 


...and here are still more examples... 


Lufkin’s leadership in design and craftsmanship is also reflect 


ed in these fine 


tools. Each is designed for the perfectionist. Lufkin leads the industry with 


new and improved designs for precision tools. Your best customers know it. 
They prefer Lufkin . . . because they want the tools that help them most. 
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& F Ki IN leadership in 


merchandising aids pays 


Off in greater sales! 


Here are but a few of many outstand- 
‘**tools’’ and customer- 
aids available to Lufkin distrib- 
help them obtain sales 
Get the Lufkin 


ing merchandising 


to 
in their areas 
Story firsthand. Call your 
The 


Le idersnip 


Lufkin representative or write 


Lufkin Rule Co., Saginaw, Michigan 
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Highly adhesive properties of Keystone 29 X Light open gear grease prevent wasted lubricant and messy work areas, even 


at high speeds. Machine guards are clean and grease sticks to working surfaces . 


HERE'S PROOF FOR YOUR CUSTOMERS... 


. . does not crawl onto pinion overhang. 


Keystone Grease eliminates throw-off, lasts 500% longer 





Super-tenacious Keystone 29 X Light open 
gear grease cleans up a messy situation 
in a large eastern metalworking plant. 


The problem was to keep lubricant on 10-ft. diam- 
eter bul! gears of large break-down rolling mills. 
At a normal pinion gear speed of 800 rpm, all 
previous lubricants flew off. And the gears had to 
be relubricated once a week. 


The switch to No. 29 X Light brought a dramatic 
improvement. Throw-off was immediately elimi- 
nated and lubrication frequency was reduced from 
an average of once a week to once every six weeks. 
The photographs above, taken three weeks after 
application of No. 29 X Light, show that the gears 
are still covered with an excellent protective film 
of grease. Only a few specks can be seen on the 
guard. And the grease hasn’t thinned out to a point 
where capillary attraction would pull it onto the 
pinion overhang. The problems of wasted lubricant, 


messy work areas and excessive gear wear were 
solved. 


This high-tenacity grease clings to gear surfaces 
like magic! It will not thin out, throw-off or squeeze 
away under high speeds, pressure or heat. By pro- 
viding a superior lubricating film, 29 X Light 
reduces wear, dampens noise, increases gear life, 
lowers power consumption, saves grease and reduces 
maintenance man-hours. It resists acids and alka- 
lies. With an operating temperature range of 40° 
to plus 400° F, it is unaffected by cold or boil- 
ing water. 


If your customers are not getting results like this 
from the grease they are now using, you should 
tell them about the time and 
money-saving possibilities of 
Keystone 29 X Light. And don’t 
forget to mention that No. 29 X 
Light is supplied in cartridged form 
for easy application. 


SPECIALIZED 
LUBRICANTS 


KEYSTONE LUBRICATING COMPANY «© 2st and Lippincott Streets * Philadelphia 32, Pa. * Established 
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HARD 


WORKING 


COVER 


Catalog Com pil un g Department 


R.R. Donnelley & Sons Company 


THE LAKESIDE PRESS 
350 East Twenty-second Street 
Chicago 16, Illinois 


CAlumet 5-2121 


MATERIAL HANDLING 
PIPE -VALVES-FTGS. 


ALBANY, NEW YORK 


Not merely ornamental, not merely a means of identifica- 
tion, the cover of this Sager-Spuck catalog is a practical, 


working part of a hard-working sales tool. 


The indexing arrows point your customer’s finger directly 
to the thumb index for the section of the catalog he wants. 
But this is no ordinary thumb index. It’s what we call a 
“lift cut’”’—just the opposite of the usual dictionary cut. 
When you place your finger at the point indicated, all 


you do is lift—and there’s the beginning of the section. 


This item-locating aid is one of many practical cataloging 
ideas that are on tap for your consideration when you 


plan a Donnelley-Built catalog. 
Why not call us today for a quick run-through of the 
Donnelley system of catalog compiling —see how we build 


more sales into a catalog. No obligation to you, of course. 
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They’re New! 
STAR Moly’ High Speed Hole Saws 


... One of many new, sales-minded products 
now being added to the big STAR line 


ie 


Completely safe, shatterproof line of hole 
saws. They feature extra-tough bodies—high 
speed steel cutting edges — cut clean round 
holes from ‘¢6” to 6” diameter, in metals, 
plastics, wood—up to 14%” thick. New STAR 
Moly High Speed Hole Saws—suited for use 
with portable power tools or machine tools 


Write today for full details 


STAR HACK SAW and B 


Manufactured by CLEMSON BROS., Inc. 


Middletown, N. Y., U.S.A. 


such as lathes, drill presses, radial drills. 
Because STAR Hole Saws are the fastest 
cutting, most durable hole saws you've ever 
tried, you can be sure they'll sell fast. Profit 
potentials are mighty attractive. If you'd like 
to hitch your wagon to fast moving STAR, 
write soon. We’ll send full details promptly. 


@ 2060 


AND BLADES 


Warehouses in Brooklyn * Chicago * Denver * Houston * Los Angeles * Newark * New York City * Portland, Ore. 


Hack Sow E Frames, Metal and } Band Sow Blades and Cle Lawn Mo 
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WRIGHT 
Type “C” Pull-A-Way 


Makes easy work of hun- 
dreds of quick hook-up 
jobs. WRIGHT type 
““C’’ Pull-A-Ways 
come in four sizes 
—%4, 1%, 3 and 6 
ton. All are port- 
able, safe and 
rugged. Corro- 
sion-resistant modern 
aluminum alloy castings 
are used for gear case, 
handle and covers of all 
models. Hooks, chain, 
gear and chain sheave 
are alloy steel. Pesitive 
dependable load brake 
securely holds load at 
any point. 


WRIGHT 
Safeway 
Hand Hoist 


Safeway hoists are available in 
12 sizes— \% to 50 tons. Load and 
idler sheaves are life-lubricated 
with anti-friction bearings. Mini- 
mum of 5 sheave pockets. Gears, 
pinions and drive spindle are 
nickel-chrome-molybdenum alloy 
steel. Proof tested alloy load 
chain is heat treated and “‘wick”’ 
lubricated. Weston load brake. 


POO 


Pr POOODPOOOO00 


PCOO0CCOK« 


ton >Orore 
fo re 


WRIGHT <@ %) WRIGHT 
Jib Cranes 


vy Timken Trolleys 


Wricut Timken Tapered 
Roller Bearing Trolleys 
shown), in plain or geared 
models, provide smooth han- 
dling of loads from 4 ton to 40 
tons. Heavy steel side plates 
and chilled tread wheels re- 
volve on Timken Bearings 


Wricurt Wall Bracket Jib Cranes are highly recom- 
mended for supplementary use to the regular travel- 
ing crane or monorail track —or for individual use in 
bays, on sides of shops, etc. 

Hinge plates are fitted with Hyatt Roller Bearings 
or Bronze Bushings. These and all other fittings are 
made of annealed electric steel. Double tie rods con- 
nected to top and bottom fittings give added strength 
without use of turnbuckle. NOTE: mast not furnished. 


(two bearings to each wheel ). 
Tapered bearing design ab- 
sorbs both thrust and radial 
loads and thus reduces the 
work required to move the 
trolley along I-Beam. WRIGHT 
Self-Aligning Roller Bearing 
Trolleys in % ton to 20 ton 
models are also available. 


Material Handling Items 
that Make Money for Wright Distributors! 


WRIGHT material handling products make 
money for the men who sell them and also for 
the men who use them. 

To distributors, the name “WRIGHT” has 
long been recognized as the complete material 
handling line to meet any overhead lifting re- 
quirement. Backed by national trade paper 
advertising, WRIGHT tells this fact to millions 


to select customers on the local level. It’s double 
barrel product promotion like this that makes 
WRIGHT the popular, fast turnover line to sell 
anywhere. 

Users of WRIGHT material handling equip- 
ment know from experience that WRIGHT prod- 
ucts are built better to last longer. Designed 
and manufactured to meet the many and varied 
demands of modern high speed production, 
WRIGHT products offer extra performance fea- 
tures at no extra cost. Result: users get more 


Geared 
Timken 
Trolley 


of potential material handling 


customers on a regular month-to- 

month, year-to-year basis. In 

addition, WRIGHT supplies its 

for Better distributors with a wide selection 
‘Values of sales promotion aids to help 
salesmen expose WRIGHT products 


dependable operation, greater handling effi- 
ciency and longer trouble-free service from 
WRIGHT products. WRIGHT...a good line to 
sell, a good line to buy! 
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Light, Rugged Wright 
Electric Chain Hoist 


4 RRR Sw 


with Extra Features at No Extra Cost! 


Here’s an inside picture of the many extra features 
you get at no extra cost with the Wricut Electric 
Chain Hoist. Shown is the simply-designed yet 
ruggedly-constructed “‘heart’”’ of the famous WRIGHT 
Electric Chain Hoist. The use of a double worm and 
gear reduction increases the efficiency of this compact 
unit, and reduces the weight at the same time. The 
result is a trouble-free hoist that is light enough to 
move from job to job and small enough for locations em NRm Kittie 
where overhead space is limited. 

Double braking for double safety is another extra 
feature of the WRIGHT Electric Chain Hoist. Spring- 
operated motor brake locks instantly when control 
cord is released. In addition, self-locking worm gear 
drive also provides positive load braking action. Both 
brakes work together automatically. 

The Wricut Electric Chain Hoist is available 
with two types of reeving — Single Chain (300 to 
2000 Ibs.), Double Chain (3000 to 4000 lbs. 


HOIST MOTOR . specially wound 
to give extra torque for intermittent 
hoist duty. 15 feet of three wire rubber 
covered conductor cable with strain 
reliever attachment. 
CONTROLLER . manually operated 
heavy duty drum type with large con- 
tact points and full-arc shields. Fast 
response enables spotting a load within 
fractional inch limitations. 
HOISTING GEARS . made of high o> FACTORY TESTED 
grade phosphor bronze, worms of heat > All WRIGHT Hoists are 
rogeaprdie nner = achagg fully enclosed tested at 50% overload 
in inu ! ° 

a at the factory 
before shipment 





CHAIN - heat treated alloy steel with 
zinc coating. Accurately blocked to fit 
‘oad sheave. Ductile, yet hard enough 
to resist wear and abrasion. 


LOAD WHEEL «drop forged, heat treat- 
ed alloy steel. Forged integral with load 
shaft to eliminate the need for connection 
keys or spline. Chain pockets are precision 
machined to fit links. Wearing surfaces are 
hardened, bearing surfaces are ground. 


CONNECTOR HOOKS ‘topand bot- 
drop forged, heat tom hooks are drop 
treated alloy steel forged alloy steel. Bot- 
couplings(connect- tom hook will open be- 
predusts shasin ie enail- ing the chain and fore fracturing. Top 
able by writing our York, hook) permit hooks hook will support hoist 
Pa., office. Please specify to swivel and rock. __ if bottom hook fails. 
literature by number 








WRITE FOR 

FULL INFORMATION 
Detailed information 

about the five WRIGHT 








Electric Chain Hoist 

DH-73B 

Type “C” Pull-A-Ways 

DH-56A 

Safeway Hand Hoists 

ee eaten Wright Hoist Division - American Chain & Cable Company, Inc. 
OH-2428 York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, New York, 
Jib Cranes + DH-300 Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn, 
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REPRINTS 
Industrial 
from Distribution 


Distribution Cost Accounting 
For Net Profits—(July 1957) 
Provides detailed analysis of 
Norton Company's product 
profitability studies made in 
three industrial supply and 
equipment firms ranging from 
$800,000 to $6,000,000 sales 
volume; Outlines procedure by 
which any distributor can de- 
termine and allocate functional 
costs to product categories for 
more exact computation of 
costs and profits. 


The Cards in Your Future—(June 
1957) Study of punched cards sys- 
tems set up by three distributors 
to process data. Includes glossary 
of terms, a general discussion of 
the principles behind integrated 
data processing, a step-by-step an- 
alysis of how equipment was in- 
stalled and a discussion of how 
the systems work and what sav 
ings are affected. $.75 each 


A Big Answer to the Small Order 
Problem—(October 1959) De- 
tails how “local order” purchas- 
ing procedure at Argus Cam- 
eras, Ann Arbor, Mich., re 
duces small order costs by elim 
inating some of the more costly 
functions associated with them; 
Discusses distributor reaction 
to procedure. 


You Can Determine Your Market 
Potential—(Nov. 1957) Outlines 
step-by-step procedure for devel 
oping and using market poten- 
tials. Shows how to organize fac 


Want to pep up your sales meetings: Put more puncn in you 
selling and advertising? Streamline order processing? Pin 


point market potential? Determine profit contribution by 


lines? Do a better all-around management job? Here’s a 


of reprints of key ID articles over the past 4 years, writ 


cu 


your re 


tual material on customers and 
prospects, how to use census ma 
terial and other outside sources to 
locate potential customers, and 
how to develop conversion factors 
relating product line potential to 
number of employees in various 
industries. $.25 each 


Angles on Advertising—(1959) Series 


discusses ways to organize and 
systematize direct mail advertis- 
ing; includes “responsibility 
chart” which shows what part ad 
managers and other executives 
play in 5 main areas of advertis 
ing; discusses how lists can be up- 
dated and “gimmicks” can get re- 
sults; analyzes functions of trade 
magazine advertising and _ the 
house organ and highlights impor 
tance of distributor-supplier com- 
munication and cooperation. $.25 
each 


More Sales Through Better ‘Train- 


ing—(Sept. 1958) Discusses three 
major sales training techniques— 
the conference method, role play 
ing, and the case method—for pro- 
ducing more sales, making learn 
ing more palatable to salesmen 
and the training job more inter 
esting for management. Explores 
use of modern sales training tools 
(movies, slides, tape recorders, 
visual aids, etc.) in sales training 
process. $.50 each 


Cost Accounting For Customer 


Profitability—(June 1959) Out- 
lines standard cost accounting pro- 
cedure developed by Gates Rub 


ten for you and designed to brighten your profit p 


p 


ture. They're yours for the ordering. Just addres 
requests to: Reprint Editor, Industrial Distribution 
330 West 42nd St., New York 36, N 
We will bill you when we 


est 


ber Co. for determining profit- 
ability of all or a segment of 
customers. Includes a sample cus- 
tomer analysis and a “short cut” 
method for calculating net profit 
contribution of customers. Dis- 
cusses role of customer P & L 
statement. $.75 each 


Simplified Operating Statement 


Method for Sales Profitability An- 
aylsis—(July 1959) Presents a sim- 
plified method for determining 
what it costs to handle any seg- 
ment of sales—from a line of bill- 
ing to an entire sales territory— 
based on the allocation of all op- 
erating expenses to a single line 
of billing. Includes step-by-step 
profitability analysis of sample 
distributor. $.25 each 


Pattison Pitches For Growth With 


“Ramac 305” (August 1959) Dis- 
cusses planning and preparation 
involved in distributor’s installa- 
tion of IBM “Ramac 305” data 
processing unit. Illustrates com- 
ponents of unit and explains how 
unit works to speed order process- 
ing and provide vital decision- 
making data. $.25 each 


Motivation: What Makes Salesmen 


Sell? (September 1959) Probes 
reasons why some salesmen don’t 
produce to the full extent of their 
potential; discusses meaning of 
motivation, defines the problems 
faced by management in motivat- 
ing salesmen and analyzes such 
selling incentives as contests and 
various compensation plans. $.50 





EXCLUSIVE ‘‘WAVY-TEETH’’ 
make roughing and smoothing a gingle operaticn! 


I 
| 
IW 
-_= 


SMOOTHER FINISHES COME FASTER when Heller NUCUT 
Files sink their double-acting, non-tracking teeth 
into the work. While coarse teeth are chewing off 
metal with less pressure and fewer strokes, fine 
teeth add the finishing touches. Wavy grooves 
formed by irregular tooth size and spacing break up 
chips, minimize loading, reduce chatter. Fewer files 
are used. Files last longer. Filing time and costs are 
lower than ever before. 


SELLING IS EASY! Challenge cost-conscious buyers to 
test Heller Nucut Files with ‘“‘Wavy-Teeth” against 
any other brand. Tell them that, size for size, and 
cut for cut, no other file cuts so fast and lasts so long 
as a Heller. Tell them that there’s a Heller File in 
every type, shape, size and cut they’ll ever need for 
faster, better filing at lowest cost. 


plas <u Hall py 


HELLER TOOL CO. am , eaweenenetewa, oese 


Subsidiary of Simonds Saw and Steel Co. 


Branch Offices and Warehouses: Newark, N. J. @ Detroit @ Chicago @ Shreveport ® Los Angeles @ Portland, Oregon 
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The distributor with a Stanscrew franchise isn’t stuck with 
slow-moving merchandise. For the Stanscrew line excludes 
those fastener frills or gimmicks which are finding limited 
application among your customers and thus serve princi- 
pally to tie-up working capital and shelf space 

Instead, Stanscrew offers standard fasteners over 5,500 
types and sizes . . . a complete selection which enables you 
to supply from one source an overwhelming majority of all 
your customer’s requirements. 

And with Stanscrew you need stock only the fastest mov- 
ing items. For, in each of three factories, Stanscrew maintains 
complete inventories of these 5,500 different fasteners. Your 
order, forwarded to any of our plants, is normally on its way 
back to you in less than 24 hours. This ability to quickly fill 
rush orders for your customers gives you a competitive‘ edge’’. 

Stanscrew’s complete line and fast delivery are only two 
of many reasons more and more leading distributors are 
switching to Stanscrew. The most liberal protection policy 
in the fastener industry . . . experienced fastener specialists 
who open up new accounts for you . . . these and other 
advantages make the Stanscrew franchise a profitable addi- 
tion to your business. 

We would like to show you a big, new folder which details 
the strong advertising and promotional support you get from 
Stanscrew. Why not write today? 


THE STANSCREW LINE 


STANSCREW MEANS 


now over 5 
items. 


A plete fastener li eee 
com 500 ne 


Fast service ...orders 
shipped within 24 hours. 


Continuing sales help... 
s selling 


lastener specialists 
with you and for you. 


Industry’s broadest protec- 
tion on all sales in your ter- 
ritory. 


A consistent promotional 


program that ps pr 
your customers. 


Superior fastener _ ee 
the exclusive “Ca Resto- 
ration” process, for example. 


Prejerred and specified 
ing manufacturers in 
industry classifications. 


Socket Screws @ Set Screws *® Cap Screws @ Hex Keys © Hex Nuts @¢ Studs 
Machine Bolts ¢ Carriage Bolts © Lag Screws * Dowel & Taper Pins ¢ Pipe Plugs 


STANSCREW FASTENERS | 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 

HIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD. CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 
STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 
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largest line of 
industrial tapes 


sold only 
through jobbers 


broad assortability, 
best stock price 


high as 70% 


all the sales 
help you need 


TAPES FOR EVERY 
PURPOSE... 


» PeRMACEL 


Permacet NEW BRUNSWICK, NEW JERSEY 


TAPES + ELECTRICAL INSULATING MATERIALS + ADHESIVES 
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Would you spend pennies a year 
to protect a $40,000 
machine tool? 


C/R Way Wipers prevent scoring, abrasion= 
save costly hours of master mechanic maintenance 


The 36-inch vertical milling machine shown above emulsions. They will not trap harmful materials, 
costs more than $40,000 but it costs only pennies will not mark or smudge ways. They are easily 
per year to protect its ways with C/R Way Wipers. installed on flat ways, side rails, 
And they pay for themselves many times over. One angles, columns and hydraulic rams, 
user, for example, has eliminated all way care and and will save many times their 
saved 1140 hours of master mechanic maintenance - original cost. 

since installing C/R Way Wipers on 6 vertical mill- 
ing machines. And, after 4560 hours of operation 
per machine, ways show no signs of scoring or galling. 
You may be able to realize similar savings in re- 
duced downtime and maintenance in your own shop. 
C/R Sirvene (synthetic rubber) Way Wipers are 
precision molded for accurate fit. They wipe ways 
clean of dirt, chips, fine abrasives, even water Your customers wil 


For complete detaiis write for our 
Bulletin WW-100. 


1 be seeing 


now on. Got the line’ 


from ‘ 
ads like this 100 and prices 


Send for bulletin ww- 


SIRVENE DIVISION,1217 ELSTON AVENUE * CHICAGO 22, ILLINOIS 
Offices in 55 principal cities. See your telephone book 
In Canada: Chicago Rowhide Mig. Co. of Canada, Ltd., Brantford, Ontario 
Expert Sales: Geon International Corp., Great Neck, New York 
c/r propucts: C/R Shaft & End Face Seals « Sirvis-Conpor mechanical leather cups, 
packings, boots « C/R Non-metallic gears ; 
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ACCO 


for Better 
Values 


oe 


Accoloy 125 Chain 





Oo 


New Shaped Master Link 





ACCO Registration Ring 





a 
a 
“ 


Registration Certificate 


Clean to Handle—Easy to Inspect... 


ACCO RegistereY’ SLING CHAINS 


Your customers now can handle and inspect 
Acco Registered Sling Chains with clean 
hands, thanks to the new bright finish and 
lacquer-type coating! 

And along with this new Acco finishing 
process, material handling equipment cus- 
tomers will still receive the same four exclu- 
sive sling features that have won the 
acclaim of material handling men every- 
where—four features which make ACCO 
Registered the best buy in sling chains 
regardless of size and cost. 

1. Accoloy #125 for extra strength. This chain 
is made from the highest quality Alloy steel 


welded under scientific control and heat 
treated to optimum strength levels. 

2. New Shaped Master Link, uniquely shaped 
to withstand deformation under loads up to 
18% greater than a round-section 
link can do. 

3. acco Registration Ring, serially 
numbered as evidence that the as- 
sembled sling has been factory proof- 
tested to twice its working load limit. 
4. Registration Certificate, signed by 
American Chain, attesting to the field- 
tested design of the complete sling. 


Today, more than ever before, your cus- 
tomers want material handling equipment 
that gives them top value for their money. 
And with acco Registered Sling Chains 
they get it—premium quality features at 


regular prices. So sell for extra profit the 


line of sling chains that more and more 
users are buying for extra value . . . ACCO 
Registered Sling Chains. 

. _ . 
As another service to you and your cus- 
tomers, ACCO now maintains repair installa- 
tions at York, Pa., Pittsburgh, Pa., and 
San Francisco, Calif., for repairing and 
reconditioning acco Registered Sling Chains 
under the supervision of factory-trained 
inspectors. 
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WHAT 
“ACCO REGISTERED" 
MEANS 
1 The best material 
Unit safety factor (on bodies 
rings, links, hooks) 


Proof test of complete sling 
to twice the working 
load limit 


Actual field service test 
of each design 

Metal identification ring 
on each sling 


Signed Registry Certificate 
with each sling 


AMERICAN CHAIN “°° 


American Chain Division * American Chain & Cable Company, Inc. 

Bridgeport, Conn. * Factories: *York and *Braddock, Pa., *San Francisco, Calif. 
Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, *Houston ' 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portland, Ore.*San Francisco (ist 
*Indicates Worehouse Stocks 





Bristol Socket Screw Division offers 


MODERNIZED DISTRIBUTOR SERVICE 


Pricing ... packaging... labeling... communications... paperwork...stock control... 
order filling...all streamlined for fast delivery. One day shipment on urgent orders. 





<a ah ee 
or E i pe ee 


Phone, wire, TWX facilities in plant, 

backed by efficient stock control and 
order filling, speed your inquiries and 
shipments. 


EZ-order-invoice form with net deci- 
mal pricing gets fast, errorless photo 
copying ...cuts paper work up to 26 
times 


New bulk shipment cartons, decimal 
packaging in spill-proof boxes (25 Ib. 
max.) and simple, clear labels ease 
customer handling and inventory. 


Helpful catalogs... product data...distributor meetings...field sales help...trade 
shows...wide publicity... national ads ...distributor sales promotion and direct mail. 


NGINCERING > 


tturing | 


IGN 


Trade show exhibits build interest 
in Bristol Cap & Set screws you sell. 
Inquiries are referred to you. 


t')}} PRODUCT DESIGN 
we | & DEVELOPMENT 


National advertising and publicity 
campaigns keep your story in front of 
prospects, refer them to you. 


Planned Sales Promotion, direct mail, 
anc complete sales literature im- 


printed for you to send out. Ask about 
the planned promotion kit. 


Distributorships are still open in a few localities. Write to: 
Socket Screw Division, The Bristol Company, Waterbury 20, Conn. 
Precision socket screw manufacturers since 1913 THE 


—| BRISTOL 


COMPANY 


Socket Screw Division 
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Get your full share of the growing tool box 


the tool box line with a market. Kennedy’s no-cost Profit Plan helps you 
° \ take advantage of all the factors which result 
Profit Plan for YOU! mespiolaci 


in maximum yearly turnover and faster sales. 


Kennedy’s Profit Plan can be tailored to opera- 
tions of every size—large and small. There is 
a Kennedy Plan to meet your specific needs, 
and to help you sell your Kennedy Tool Boxes 
faster—at lower cost per sale. 


Ask for full information on this comprehensive 
plan immediately. Discover for yourself how 
this common-sense program can help you spark 
your tool box turnover. We think you'll agree 
it’s well worth the brief time it takes to fill out 
and mail the attached coupon. 


SEND FOR THE KENNEDY PL24.N TODAY! 


Kennedy Kits ; Kane 


Kennedy Kits ” 





Van Wert, Ohio 


Please send me complete details about the Kennedy Profit Plan. 


KENNEDY MANUFACTURING CO. 
Dept. 111, VAN WERT, OHIO 


Business name 


Requested by 


Address 


se Zone___State 








VICTOR 


SAW WORKS, INC., Middletown, N. Y., U.S.A. 
Warehouses in Chicago * Portland, Ore. * Houston 


Makers of Hand & Power Hack Saw Blades, 
Frames, Metal & Wood Cutting Band Saw Blades 





NEW VICTOR 
MOLY’ HIGH SPEED 
HOLE SAWS 
...fop profit additions to 
the fastest moving line 


Safe, shatterproof hole saws now are part of the fast selling 
line of Victor metai cutting tools. Ruggedly built of the 
toughest high speed steels, these new Victor saws cut clean, 
accurate holes in any machinable metal or plastic. They can 
be used on a variety of power tools — lathes, drill presses, 
radial drills and portable power tools—to cut holes from 
%,” to 6” diameter, up to 14” thick. 

Any customer to whom you sell or have sold power hack 
saw or band saw blades is a red-hot prospect for new Victor 
hole saws. And you'll find the profit figures on each sale 
mightily attractive, too. 

If you'd like to be one of the distributors who will cash 
in on the broad and growing Victor line, we would like to 
hear from you. Just drop us a note and we'll send full details 
promptly. @P2004 
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There is only one ANGLgear... 
only by Airborne 


and it is made 


Feature for feature, ANGLgear matches any similar drive on the market and then L — 4 
gives you these added selling points: greater hp range ('4 to 5); permanent lubrication; 
Conifiex® design gears—more even load distribution, less wear, quieter operation. 


ANGLgear is availabie in 4 basic sizes, 16 different 
models, with 1:1 or 2:1 gearing and 2 or 3-way shafting. 


ANGLgear, which was introduced in 1951, is ANGLgear is marketed nationally and is ad- 


the original standardized right-angle drive. It is vertised regularly to power transmission engineers. 


also the No. | product in its field — in sales, It is sold only through established distributors — 


availability, quality, performance. Witness the under a,liberal pricing structure. Stocking dis- 


thousands of satisfied customers who have bought tributom 100% protection for all the business 


ANGLgear to date — for applications ranging they can and all direct inquiries are 


from simple manual control of valves to classified turned over to n. 


installations aboard nuclear submarines. It’s easier to self the leader than to compete 


In design and construction, ANGLgear has 
been refined to the point of being virtually fool- 
proof, provided it is not grossly overloaded. Take 
a unit off the shelf, install it, run it — for years. 


Attention is seldom required. 


against it, so accept no substitutes for ANGLgear. 
If you are not now handling the line, but are 
interested, write for further information. There 
may still be a territory near you that is open. 


*Trademark of The Gleason Works 


Engineered Equipment for Aircraft and Industry 


AIRBORNE ACCESSORIES CORPORATION 


HILLSIDE 5, 


NEW JERSEY 
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AMERICAN PULLEY 


is standing on its head... 


. to give distributors everything they need, not just to increase sales, but to dominate the 
market. The new AMERICAN “Bill of Rights’’ for distributors outlines an entirely 
new, progressive policy. This policy gives AMERICAN Distributors the things 
they have asked for . . . a working arrangement that will be close 
to ideal. If you are now an AMERICAN Distributor, you know 
how it helps. If you are not, we’ll be glad to send you 
our 100% Cooperation policy as it appeared 
in INDUSTRIAL DISTRIBUTION 
in August and September. 


4 MATERIALS \f POWER 
HANDLING # TRANSMISSION ° 
ww EQUIPMENT ff EQUIPMENT 


THE AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE « PHILADELPHIA 29, PA 








featuring... 


many additional 


‘standards’ in new 


gradings and sizes 
for the greatest 


flexibility ever! 





6 REASONS WHY 
National Standards by NATIONAL STANDARDS 


CARBORUNDUM can put your : j 
abrasives purchases on a Wherever you see a sound abrasives program in operation, 
paying basis. you'll probably find “Job-Engineered” National Standards 
by CARBORUNDUM at work solving production problems, 
Mass-produced to rigid specifications simplifying stock control, and reducing costs. Thousands of 
satisfied users of Standards already attest to the important 
savings made possible by this new concept of abrasives 
Performance-proved over the most buying. Send for a copy of this new catalog and start solv- 
difficult grinding jobs. ing your own grinding problems in a practical way. 

Available from stock for immediate WRITE FOR YOUR CATALOG of NATIONAL STANDARDS, Form 


delivery. A-1489. Send your request to The Carborundum Company, Dept. ID-8101, 
Niagara Falls, N.Y. 


Uniform quality from wheel to wheel. 


Easy to order from simplified cata- 


log guide. specify ““Job-Engineered"” NATIONAL STANDARDS by 


re ath ie CARBORUNDUM 
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OUTSTANDING DIAMOND DRILLS... 


Longyear introduces its new line 
for a booming market 


Once in a great while a new product 
appears that presents a faster, cheaper 
way of handling a difficult and wide- 
spread problem. Soon many manufac- 
turers are offering their variations, some 
good, some bad. But one firm takes 
leadership because it has the specialized 
experience and the ability to design and 
produce a better product. 


The industrial diamond drill is that 
kind of product. Holes in reinforced 
concrete, brick, stone, tile, cast iron, 


asphalt, and other hard materials, which 
once took hours to cut, now are com- 
pleted in minutes. 


The E. J. Longyear Company has 
been recognized for 70 years as an out- 
standing manufacturer of diamond core 
drills and diamond bits for mineral ex- 
ploration. Several years ago Longyear 
realized the tremendous potential in the 
application of diamond drilling equip- 
ment for drilling holes required by me- 
chanical contractors, builders and main- 
tenance men. Since then it has spent 
thousands of dollars in designing, build- 
ing and testing industrial drilling equip- 
ment to be used with diamond bits. 


What does Longyear now offer? 
The Longyear Company manufactures 
a complete line of quality diamond drill- 
ing equipment. Two new drills of unique 
design have wider application and 
superior performance. Both are engi- 
neered to use air as well as electric drives, 
opening up new markets. Diamond bits 
produced by Longyear, backed up by 
70 years of experience, are available in 
a complete range of sizes. 


Where is the market? 


The tremendous market for diamond 
drills includes mechanical contractors— 
plumbing, electrical, heating, air condi- 
tioning, flooring, etc., who often drill 
hundreds or thousands of holes in a single 
project. In manufacturing plants, chemi- 
cal plants, refineries, mills, breweries, 
and bakeries, maintenance crews drill 
many holes for new piping, new machin- 
ery, and routine alterations. Gas and 
electric companies offer great potential. 
So do municipal street, water and sew- 
age departments. As new applications 
are developed, the market will grow 
even larger. 


How did it start, and where is 
it going? 

Until recently few persons outside of the 
mining industry knew about diamond 
drilling. Cautiously, some contractors 
who had holes to drill through reinforced 
concrete or masonry turned to diamond 
bits as the only practical solution. As 
the word about fast, cost-saving drilling 
jobs spread, more and more users turned 
to diamond drilling. 

It is estimated that this market is 
growing four to five times as fast as the 
market for most new industrial products. 
Forecasts for the future indicate fast, 
steady growth for many years to come. 
Most important of all, new applications 
of diamond drills will bring about im- 
portant changes in building methods. 


Users report outstanding results 
A workman given two days to drill 120 
% -inch holes through 2% inches of ter- 
razzo completed the job in four hours 
with a Longyear diamond drill. The 
diamond bit, which was in good condi- 


tion at the end, paid for itself twice on 
this first job. 

A firm taking 6-inch diameter test 
cores from a new reinforced concrete 
highway drilled at a rate of 3 inches per 
minute, and each diamond bit cut 150 
to 215 cores 10 inches long. 

A contractor who drilled 94 holes in 
reinforced concrete 4 inches thick saved 
$300 by using Longyear diamond drilling 
equipment. Another contractor in Am- 
sterdam, Holland, drilled 12,000 holes 
2 inches in diameter and 8 inches deep 
in stone at a cost of only $1.60 each. 

A highway department crew, using dia- 
mond drilling equipment drilled many 
holes from 18 to 41 inches deep and 2 
inches in diameter through reinforced 
concrete at .ow cost. Drillers estimated 
that 10° of the material cut was rein- 
forcing steel. 

These are only a few of the hundreds 
of reported results showing substantial 
savings in time and money. 


Distributor opportunities 


Distributors who are now handling 
Longyear diamond drilling equipment 
are developing profitable, rapid turnover 
business. In many areas there are still 
excellent opportunities for distributors 
with well developed sales organizations 
who are willing to make the small in- 
vestment required. Their staffs are given 
training by Longyear field representa- 
tives who demonstrate the equipment 
and applications and assist in introduc- 
ing the advantages of diamond drilling 
equipment. Longyear prices and dis- 
counts have been established to provide 
distributors fair margins. Selling efforts 
will be given solid support through ad- 
vertising and sales promotion aids. 


Why Longyear? 
The principal business of the Longyear 
Company has been diamond drilling 
equipment and bits. 

Longyear has the manufacturing 
facilities, the technical know-how and 
the creative engineering necessary to 
stay ahead in the tough race for new and 
better products. 

[f you are interested in adding products 
for a profitable, rapidly expanding field, 
then please contact us. 


E. J. Longyear Company 


76 South Eighth Street, Minneapolis 2, Minnesota 
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National Oil Seals are “quality checked” at every 


stage of manufacture for better bearing protection 





On-the-job inspections and laboratory tests of all 
components supplement dimensional checking 


Two major requirements in any oil seal are accurate dimensions 
so they fit eas:ly, and the sealing qualities which protect the 
bearing even under exacting conditions. National Oil Seals have 
both, because of careful inspection in every phase of production. 
National Oil Seals Micro-Tore leather or Syntech rubber have 
proved their ability to keep lubricants in place longer wherever 
they are used. And National stocks are so complete, quick 
availability is assured to satisfy your customers’ needs.There is 
no limitation in the National line for everything that rolls— 
either from stock or specials. 


These reasons spell out briefly why Bearing Specialists profit 
most with National. Your nearest Federal-Mogul Service branch 
will give you all the facts. 


nAcacNAL OIL SEALS 


FEDERAL-MOGUL SERVICE fo} | 3 7-4 8-5 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. « DETROIT 13, MICHIGAN 
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Machine — ; 
Slotted, Phillips > Steel, Brass, 


Stainless Steel 
Tapping i 
(Sheet Metal) — J Pipe Plugs 
Slotted, Phillips “ Studs 
Stove Bolts = Tinner’s Rivets 
‘ Aluminum Products 





FULL LINE FOR PROFIT. One-source buying permits “one-order” buying 
—reduces the costly detail work and order follow-up that eats into your profits. 
Four modern plants in strategic locations provide you with a multi-plant source of 
supply. This most complete fastener line is available in Zinc Plated or Plain Finish. 


LAMSON € SESSIONS 


5000 TIEDEMAN ROAD - CLEVELAND 9, OHIO 


Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 











DETROIT 


roe 


UTD — bo 





NEW YORK 





LOS ANGELES 


UTD 


ATLANTA 


™ Fort eS ane (Tha) 


UTD 


/ 


ie. .. network covers your area 











yi. .. contact helps you build sales 








In Union's nation-wide network, the factory, branch sales offices, and fully stocked 
warehouses at key locations are all Interconnected with TWX teletype. Contact the 
one nearest you for UNION cutting tools — drills, reamers, end mills, milling cutters, 
gear cutters, inserted blade cutters, hobs and carbide tools — as fast as you need them. 

In many additional locations Union Sales Engineers are ready with technical service 
to help you please old customers and get new ones... This coast-to-coast, one-contact 


combination of supply and service backs every Union Distributor. 
@g>)) 


UNION 


UNION TWIST DRILL COMPANY, Athol, Massachusetts 
S. W. Card Division, Mansfield, Mass. Butterfield Division, Derby Line, Vt. 
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The Mart of § ction I, 


The Gates Rubber Company Sales Divisig: 


SOUTH BROADWAY DENVER 17, COLORADO 


November 6, 1959 


harles S. Mill 
Publisher 

PURCHASING WEEK 

330 West 42nd Street 
New York 36, New York 


Mr. 


Dear Mr. Mill 


Working with our distributors, Gates sales engineers cell on 
the Purchasing Agent first, because he is the key to the sale. 
ie find that product quality and price are important to the P. A., 
but he is equally concerned with brand acceptance, the strength 
and reliability of the manufacturer, and local availability. 


To supplement the efforts of the Gates sales engineers and the 
distributor salesmen with whom they work, we use Pt SING WEEK 
to pre-sell the stomer and to make “plus lls”. 


Gates national advertising, promotion, and policies always em- 
asize the importance of the distributor, for he is an integral 
part of our marketing organization, providing both local availability 
and quality service. 


Our strength in the Industrial Market depends on the strong 
distributor organization we have, and our research facilities sare 
constantly at work to assist these distributors in their selling 
effort. 


Very truly yours, 


Charles R. Spencer 
Manager, Industrial 
Distributor Sales 








“Gates national advertising, promotion, and pol- 
icies always emphasize the importance. of the 
distributor, for he is an integral part of our 
marketing organization, providing both local 
availability and quality service.” This is the way 
Charles R. Spencer, Manager, Industrial Dis- 
tributor Sales, Gates Rubber Company, sums up 
the efforts of Gates Rubber to help their distrib- 
utors create increased sales. 


Some of the many catalogs, bulletins and mailing 
pieces which Gates makes available to industrial 
distributors are illustrated here. Also illustrated 
are a number of advertisements which Gates 
Rubber is placing in PURCHASING WEEK, 
McGraw-Hill’s National Newspaper of Purchas- 
ing, and other business publications. 


Mr. Spencer has this to say about the Gates 
advertising program in PURCHASING WEEK... 
“Working with our distributors, Gates sales en- 
gineers call on the purchasing agent first, be- 
cause he is the key to the sale. . . To supplement 
the efforts of the Gates sales engineers and the 
distributor salesmen with whom they work, we 
use PURCHASING WEEK to pre-sell the customer 
and to make ‘plus calls’.” 


Suppliers to industry are finding it to their ad- 
vantage to make more frequent and more effec- 
tive contact with purchasing agents. To reach 
this key buying influence, more and more of them 
are advertising in PURCHASING WEEK. Here are 
some of the reasons why: 


= <=" 1. To make contact with 25,000 key Purchas- 
oe = $3 ing Executives throughout industry and 
business. 


2. To give sound reasons why their products, 
materials or services should be bought— 
through you. 


3. To support your local selling efforts. 


4. To help you reduce sales costs and increase 
profits. 


These are the very same reasons why it will 
benefit you to encourage your suppliers to ad- 
vertise regularly in PURCHASING WEEK. 


Purchasing Week 


Me GRAM MILES MATION AL MEWSPAPER OF PURCHASING 


















HOW to keep it simple? Don’t let the 
wide selection of stainless steel alloys 
“throw you”! 
Most of the 
alloy specs 
were developed 
to meet certain 
highly special- 
ized and rather 
uncommon 
needs. Only 1 
out of 100 
valve users can 
make practical 
use of many of 
the alloys. Ac- 
tually, just two 
or three of the 
different avail- 
able alloys will give a big majority of 
valve users all they want and need. 


You can judge DESIGN differences be- 
tween the various “makes” exactly as 
you do it with Bronze and Iron valves. 
Look them over and compare. Basic- 
ally, of course, a Stainless 
Steel valve is designed 
and constructed very 
much like other valves. 


What is left to worry 


about in addi- 
tion to Material 
and Design? The 


& 


JENKINS DISTRIBUTORS WILL FIND GOOD SELLING AMMUNITION IN THIS CURRENT AD TO VALVE U 





For 99 out of 100%. . 
Selection of 
Stainless Steel 


Valves can be 


as sumple as selection 


same factors you consider in buy- 

ing ANY valves for long, dependable 

performance: Are the valves made 

merely good enough, or to a standard 

that demands an extra-measure of 

quality? How good are the castings? 

How precise and 

perfect is the ma- 

chining? How 

rigid is the in- 

spection and 

testing during 

manufacture? 

These are the 

factors which 

specs can’t cover. 

Some of them 

you can’t see when you look at the 

valve. But you KNOW how to make 

sure they measure-up to peak stand- 

ards. You know that the name 
JENKINS VALVES 
and the famous 
Jenkins DIAMOND 
trademark have 
been the highest as- 
surance of quality 
for nearly acentury. 


‘of Bronze and Iron valves 


Specify “Jenkins” as well as the metal 
alloy to assure fullest satisfaction. 
Your Jenkins Distributor has patterns 
and alloys to satisfy most industrial 
needs. Of course, they meet valve in- 
dustry specifications and the high 
standards established by leading users 
of stainless steel valves. Jenkins Bros., 
100 Park Ave., New York 


Jenkins Bros. 
100 Park Ave., New York 17. 


Send Jenkins Stainiess Steel Vaive Catalog to — 
Name & Title............. 

Company 

Address............. 


JENKINS VALVES @& 


Qn as 





‘MADE IN U.S.A.” 


Indisputable quality! ... Never in doubt! 


The confidence of users in the words ‘‘Made in U.S.A.” coupled with 
the word ‘‘Billings’’ make an unbeatable combination. It’s an American 


tradition of thorough craftsmanship and honest fair trading—resulting in a 
satisfied and progressive minded public. 


Rendering a complete, competent service, quickly and at a fair price. Every 
hour of every working day Billings selected Industrial Distributors are 

doing just that. Industry appreciates the value of this fundamental practice in 
today’s merchandising. Billings Distributors are looked upon as an adjunct 

to tool cribs and shop stores—just ‘‘call out and sign up’”’ and you have it. 


Is it any wonder the industry of America likes to do business with 
Billings Industrial Distributors ... ARE YOU ONE? 


WRENCHES - SHOP TOOLS 


SINCE 1869 TOOLS & FORGINGS OF QUALITY 
THE BILLINGS & SPENCER CO., HARTFORD 1, CONN. 


INDUSTRIAL DISTRIBUTION ¢ JANUARY, 1960 67 











hacksaw blades 


Full line of high capacity hand and power blades now 
ready after 3 years of development and testing... 
The biggest improvement in hacksaw blade performance in 50 years is 
now ready for the industrial trade! Atkins /Borg-Warner, has produced 
. a revolutionary new blade that has actually out-cut and outlasted 
competitive blades 2 to /. During tests extending over a three-year 


period, Silver Streak cut twice as much metal during the use ful life of 
the blade . . . reducing cutting costs 50%. Think of what this will mean 


to your customers! 
Companion to ATKINS famous Silver Steel line 


The new Silver Streak line of hand and power hack blades is a fitting 
companion to ATKINS Silver Stee/ line of tungsten blades. Both names 


represent the industry’s highest achievement in hack blade metallurgy 
COS for the types of cutting each is designed to perform. Both are needed 





by properly equipped shops and production lines. 


S lver S Creade_ \0VERTISING STARTS THE FIRST OF 


as much as THE YEAR IN LEADING INDUSTRIAL MAGAZINES. ORDER NOW! 


Industrial and Mill Supply Distributors are urged to place stock orders 
promptly .. . as first Silver Streak announcements will appear soon in maga- 
zine ads, publicity stories and direct mail throughout the country. See your 
ATKINS representative, or... Contact Your Atkins Warehouse. 
San Francisco, 317 Corey Way « JU 39-3132 Chicago, 111 N. Des Plaines « AN 3-6667 


Portiand, Ore., 337 N.E. 10th Ave. « BE 4-7306 Chattanooga, 2400 Rossville Blvd. « AM 7-8772 
Philadelphia, 5600 Tulip St. « CU 9-8350 Los Angeles, 2202 S. Hill St. « Ri 7-5381 


ATKINS SAW DIVISION - BORG-WARNER CORP. 


INDIANAPOLIS 25, INDIANA 


*Trademark: of Borg-Warner Corp. 
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NEW 
ER POWERED 
ELECTRIC 
DRILLS 


‘ 


No. 1474 Ya" 
No. 1477 %" 


The No. 1474 %” and No. 1477 %” PORTABLE GRINDERS 


Heavy Duty SIOUX Electric Drills are 
new in power, torque and entirely new in 
mechanical design. Brushes located at the A Dependable, Heavy Duty Tool for 
fan position in front of the drill Grinding, Buffing, Wire Brushing. 
permit inspection and replace- 5” and 6" Wheel Diometers. 
' , , Carefully Balanced for Easy 
ment without even partial dis- ' Handling 
assembly of the drill. It results Sioux Quality Throughout 
also in a cooler running, 


longer lasting drill. 


HIGH SPEED 
HOLE SAWS WIRE WHEEL 


BRUSHES 


SIOUX high-speed, 

steel-teeth hole saws will 

cut holes from 5%” to 6” in 

diameter, to a depth of 1%” 

in free machining material. Steel 

(round or plate), brass, aluminum, bronze, , 
wood, or plastic may be cut with these saws. 


Alloy or stainless steel must be cut at very slow speed. 
Y Y P SIOUX wire wheel brushes are 


durably built of special brush- 
ing wire, with wide face, even 
trim and perfect balance. Knot type provides 
high brush flexibility for cleaning heavy scale, 





rubber deposits, welding preparation. Torque 
or saucer shape brushes are for body repair, 
removing paint, scale or corrosion, cleaning 
welded joints, etc. 





i os 


Use sioux Att THE Way THROU. 
H 


AIR IMPACT WRENCHES + AIR SCREWDRIVERS 
* ELECTRIC IMPACT WRENCHES + ELECTRIC SCREW- 
ALBERTSON d co INC DRIVERS + GRINDERS + SANDERS + POLISHERS 
an oF bad * FLEXIBLE SHAFTS * PORTABLE SAWS + VALVE 

SIOUX CITY, IOWA, U.S.A. GRINDING MACHINES + ABRASIVE DISCS 


SOLD ONLY THROUGH i 
AUTHORIZED DISTRIBUTORS 
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Depend on Cleveland for complete selection, 


fast service on socket screws with Nylok* 


SELF-LOCKING MINIATURE CAP AND SET SCREWS AVAIL- 
ABLE IN ALL STANDARD DIAMETERS FROM SIZE #0 


Whenever you have an order for socket screws with Nylok, Cleveland 
can help you fill it quickly. We back you up with extensive stocks of 
both regular and microsizes in all standard lengths, diameters and 
materials. This saves you paperwork, helps you give better service. 

Cleveland Nylok socket screws are self-locking—won’t work loose. 
The locking device is a tough, resilient nylon pellet that forces the 
mating threads firmly together. All auxiliary locking devices are 
eliminated. Seated or unseated, these screws lock wherever wrenching 
stops. Because of “plastic memory,” the pellets tend to recover their 
original shape, and screws can be used repeatedly. 

These self-locking screws will not gall or damage threads or seating 
surfaces even when used with soft or die cast materials. The set screws 
can be used with hardened shafts, since they lock against the threads 
of the tapped holes. Cleveland Nylok screws are not affected by aging 
or by temperatures from —70° to +250°F. 

Save on production time by using Cleveland Nylok self-locking socket 
screws. By eliminating auxiliary locking devices, you simplify design 
and reduce the size and weight of components, as well as your fastener 
inventory. Write today for literature and prices. 

*T.M. Reg. U.S. Pat. Off., The Nylok Corporation 


Only Cleveland can supply both hexagon head cap screws and socket screw 
products with the Nylok self-locking feature—from stock 


WAREHOUSES: Chicago « 


Philadeiphia -« 


New York « 


INDUSTRIAL DISTRIBUTION ¢ JANUARY, 1960 


CLEVELAND SELF-LOCKING SOCKET SCREW PRODUCTS 


UNIFIED THREADS — CLASS 3A FIT 





Standard Sizes 




















Type (diam.) Material 
Alloy steel, heat treated 
Socket head #0 to Lin. or 
cap screws (larger sizes avail.) Nonmagnetic 18-8 
stainless 
Set screws Alloy steel, heat treated 
(cup, half dog, #tolin. or 
at, cone or (#0-#3, cup point Nonmagnetic 18-8 
oval points) only) stainless (to % in., 
cup point only) 
Flat head 
socket cap #4 to % in. Alloy steel, heat treated 
screws 
Button head 
socket cap #4 to % In: same 
screws 
Shoulder screws 
(stripper bolts) % to % in. — 
N.P.T.F. 
( Dryseal) 1/16 to 1% in. same 


pressure plugs 











One alloy steel socket screw key is supplied in each standard package of 
Cleveland self-locking screws; also in bulk and as sets in key folds. 





Los Angeles « 






THE CLEVELAND CAP SCREW COMPANY 4444-15 Lee Road, Cleveland 28, Ohio 


San Francisco 


9°85 HOSE LINE 


85% OF HOSE NEEDS 
ARE HANDLED BY 5 HOSE 


P-290 
Rainbow Aijr 
rer 58) 
Rainbow Water 


NO. BIG INVENTORY — P-409 


Matchless Steam 


j ALL FAST-MOVING STOCK 


P-5120 
Royal Suction 
on © bn eee @F 2 doe Ol alol-la\,,and-1a— 


mia 


U.S. Rubber has produced a unique hose line for the position. Five hose get you 85% of hose demands. 
general-line distributor. These five hose will fill the ° ° ° 


day-to-day demands of such industries as: Keep in mind that hose is an expendable item, and 
- Mining « Metalworking + Construction - Petroleum replacements are required by every industry. Your 
- Transportation + Chemical + Utilities - Food nearest U.S. Rubber branch will give you complete 

- Textiles - Plant Maintenance facts and arrange to set you up with this line. Or write 
This line of hose puts you in a competitive and versatile us at headquarters, using address below. 


Mechanical Goods Division 


ts) United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y. In Canada: Dominion Rubber Company, Ltd. 
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WITH LUBRIPLATE 
YOU CAN SELL 
EVERYONE 


There is a LUBRIPLATE Lubricant that is best for every purpose 
and each is a specialty in itself. Take Anti-Friction Bearing 
LUBRIPLATE Lubricants, shown in the adjacent advertisement, as 
an example. Practically everyone uses anti-friction bearings so 
practically everyone is your prospect. 


Most of the products the Industrial Supply Salesman has to 
offer, apply only to a single industry. LUBRIPLATE Lubricants are 
different . . . everyone who turns a wheel in any industry, in- 
cluding truckers, contractors and farmers, are prospects for 
LUBRIPLATE Lubricants. With them, you can make a sale on 
every call. 


LUBRIPLATE Lubricants are unique, they have proper- 
ties that conventional lubricants can’t offer. LUBRIPLATE Lubri- 
cants prevent rust and corrosion, they arrest progressive wear 
and are far more economical to use. No wonder that once a 
user, always a user... and that is money in the pocket of the 
Industrial Supply Salesman. 


Experienced LUBRIPLATE Service Engineers are in every territory 
to help the salesman solve the lubrication problems. The litera- 
ture we provide is hand-book information that cannot be found 
elsewhere. Our extensive advertising in the principal trade 
papers such as the one on this page, is of inestimable value in 
easing the way for the Industrial Supply Salesman. Our TAG- 
PLAN provides him with red-hot leads. 


Yes, indeed, LUBRIPLATE Lubricants can broaden your sales base 
and build a permanent repeat business for you. 


LUBRIPLATE 


THE MODERN LUBRICANT 


BETTER 
LUBRICATION 


FOR BALL AND ROLLER 


BEARINGS 





BALL BEARING | __. a most ef- 
LUBRIPLATE | fective grease 











type lubricant 
that also protects ball and roller bear- 
ings against rust and corrosion. Highly 
recommended for speeds up to 5,000 
RPM and temperatures up to 300° F. 





LUBRIPLATE |. | | an unv- 
No. 205 sually light 











consistency, 
grease type lubricant made for use in 
anti-friction bearings operating at 
speeds in excess of 5,000 RPM. 








LUBRIPLATE are fluid type 
Nos. 1,2,4 and 8 | lubricants of 


various vis- 
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cosities that have given outstanding 
results in anti-friction oil type bearings. 
Nos. 1 and 2 are recommended for 
high speed applications; nos. 4 and 8 
are recommended for slow speed, heavy 
load applications. 


For nearest LUBRIPLATE distributor 
see Classified Telephone Directory. 
Write for free ‘“LUBRIPLATE DATA 
Booxk”’. . . a valuable treatise on lubri- 
cation. LUBRIPLATE DIVISION, 
Fiske Brothers Refining Company, 
Newark 5, N. J. or Toledo 5, Ohio. 


Fisk * co. 
sE BROTHERS REFINING, z 





STARRETT High Precision-Low Friction DIAL INDICATORS 


guarantee accuracy, long life, easy maintenance, low upkeep cost 


Longer life for dial indicators 
through high precision, low friction 
design that keeps them on the job 
... lowest maintenance cost through 
simple, interchangeable construction 
that sharply cuts upkeep time (same 
gear unit fits all Nos. 25, 655 and 656 
series indicators . easy-reading 
accuracy and smooth, consistent 
performance through  super-sensi- 
tive, low friction, low inertia move- 
ments that make gaging completely 
reliable . . 
buying all dial indicators and gages 
from one dependable source 


. plus the advantage of 


These are the powerful arguments 
that build profitable sales for you 
when you stock and sell Starrett 
High Precision-Low Friction Dial 
Indicators. The complete line offers 
regular, non-shock or anti-magnetic 
types English or Metric reading 

over 149 models including four 
AGD series plus long range. This 
world’s most complete line fills every 
need gives you a decided edge 
when it comes to selling dial indi- 
cators for production inspection or 
toolroom use. The L. S. Starrett 
Company, Athol, Mass., U. S. A. 


Starrett Precision Makes Good Products Better 


tarrett 


Te LS Staneers Oo 


Application at 
Raytheon Company 
Wayland Laboratory 


= y 1 a “A } 
{ / qe) — er r+} L 
Starrett 

World's Greatest Toolmakers 


DIAL INDICATORS 


PRECISION TOOLS + DIALINDICATORS + STEEL TAPES » GROUND FLAT STOCK » HACKSAWS + HOLE SAWS « BAND SAWS + BAND KNIVES 





Q. When is a catalog more than a catalog ? 
A. When it not only tells, but also sells 


_ 


T SCREW CATALOG 
4 ENGINEERING 


s 


UNBRAKO SOCKE 
an 


STANDARDS 


INDUSTRIAL FASTENER Division $ 


JENKINTOWN 13 
PENNSYLVANIA 


INDUSTRIAL DISTRIBUTION + 
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That’s the case with the 
totally new ‘““UNBRAKO Socket 
Screw Catalog and Engineer- 
ing Standards.” This 82-page 
book is a combination, in one 
compact piece of literature, 
of dimensional data, per- 
formance and application 
information, and simplified 
technology on all socket screw 
products. Under one cover is 
virtually everything your 
customers and prospects 
need to know about UNBRAKO 
fasteners. Now the answers 
to their questions are right at 
their fingertips ...and so is 
concise and convincing infor- 
mation on the extra values in- 
herent in UNBRAKO products. 

Here is a catalog that not 
only tells, but also sells. 
Arranged for maximum util- 
ity and speedy reference, it 
makes it easier than ever for 
your customers to specify 
UNBRAKO ...and more likely 
than ever that your prospects 
will, too. 





REAMED AND 
DRIFTED 


3,000# & 6,000# 
HYDRAULIC 


Standard mer- 
chant and API 
Line couplings (up 
to 2”) are avail- 


ient carfons, af ne 
extra cost, 


More than 23 types of couplings, covering your 
standard requirements, are regularly stocked 
couplings fabricated to order.. 


Capitol Couplings are made to™ 

of the Association of American Railroads, the 
American tron” and ‘Steel Institute, and the 
American Petroleum Institute. 





O24 


MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 





Supreme Distributors get powerful support! Ads like this one appear in leading magazines! 


For fastest, 
A - most dependable 


SHOP SUGGESTION 14 y : service... 


order from - 
FROM your LOCAL 


SUPREME Z Distributor 





HOW TO TEST A CHUCK 
FOR ACCURACY... 


“4 


Supreme publishes an Engi- 

neering Catalog that gives 

exact information on testing 

@ chuck for accuracy. This 

catalog defines and gvar- o| room accuyac 
antees each Supreme Chuck's 

runout limits. Write for your 

free copy. 


for production line use 


_ the test pin an inch or more _ 

7 below the chuck. If runout is _ 
indicated, remove the chuck — 

_ and repeat test on the arbor 

__ or spindle to determine the - 

’ Dirt or chips in the chuck — 
arbor hole can cause runout; 


SUPREME PRODUCTS CORPORATION 


DIV. OF A+S*R PRODUCTS CORP 2222 SOUTH CALUMET AVENUE - CHICAGO 16, ILLINOIS 
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All in a day’s work for Bethlehem slings 


This husky cylinder, weighing about 57 tons, is 12 ft long, 
and has a maximum diameter of 6 ft. The Bethlehem wire 
rope slings which grasp the cylinder—actually there are two 
types of single-part slings—are so tough and strong that 
they handle this assignment with ease. 

Bethlehem slings are ideal for virtually any lifting job, 


anywhere. They have great strength and flexibility, good 


Mill depots and distributors from coast to coast stock Bethlehem wire rope 


load-hugging characteristics. And we make a wide variety of 
styles and sizes. If you have something special in mind, 
tell us about it. Our engineers will work closely with you 


in designing slings for unusual applications. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Steel Export Corporation 


prHlene 


BETHLEHEM STEEL wim 
fe ot 





of an expert 


often makes the difference between a prospect 
and a customer——between an unproductive 
sales pitch and a sales-—closing presentation. 


Black & Decker field representatives stand 
ready to give you that expert assistance... 
holding sales meetings, organizing sales 
programs, helping crack those tough prospects. 


Expert field assistance is mandatory for any 
company calling itself a Key Line. 

I believe you'll agree Black & Decker 
fulfills that mandate with assistance of 

the highest quality. 


A. S. Boehm 


Manager — Industrial & Automotive Division 


lack’ Decker: 


—a key line to profit growth. 


@ BROAD GQ COMPLETE Q@AGGRESSIVE Q Quality EXPERT FIELD @ GOOD PROFIT @ PRODUCT 
MARKETS LINE PROMOTION PRODUCTS ASSISTANCE MARGINS SERVICE 


The Seven Keys to More Profits 
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Build 
better 
products 
with 








.. Better still with new 


ME Whiz-Locks 


One-piece free spinners 
that won't let go. So simple they'll amaze you. 


So original there’s a patent pending. 


MacLean-Fogg’s new Whiz-Lock is a one-piece, 
free-spinning lock nut that is simplicity itself. Spin 
it into place, wrench it tight and forget it. The 
scientifically designed spiral teeth take just the 
right grip on the work to prevent accidental 
loosening. Yet it removes readily on application 
of at least 25% more torque than was used to 
apply it. 

MF Whiz-Locks have been as thoroughly tested 
as any new fastening device ever offered. Test 
them yourself soon. Samples are available free. 
Ask for hex nuts or bolts— with or without flange 
—in sizes from No. 6 to ¥%”". State size desired. 


SEND FOR SAMPLES 


- ‘ “ : - 
‘Maclean-Fogg Lock Nut Company _ 
5s $535.N. WOLCOTT AVENUE — 


i 
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Lock Nut Demand 
UP! Going Higher! 
Buyers seek local 
source of supply 





A revolution in fastening is taking 
place. Engineers everywhere are 
switching from conventional fas- 
teners to lock nuts — to make their 
products better . . . to simplify 
assembly. 


Distributors prepared to meet this 
demand for lock nuts are already 
reaping handsome profits. Business 
is good. Prospect for future growth 
is tremendous. 

Whether you are a full line 
house or a short line “fastener 
distributor” it will pay you to 
take on Maclean-Fogg. It’s a 
complete line of first quality 
lock nuts, screws, and bolts. It is 
being aggressively promoted. 
It Sells. 


MF Lock Nuts are simple to handle. 
A few sizes and styles cover inven- 
tory needs. MacLean-Fogg furnishes 
the sales help and imprinted liter- 
ature that gets the orders. 


Write at once for complete infor- 


mation. 


MAC LEAN-FOGG 
LOCK NUT COMPANY 


Telephone: EDgewater 4-8420 


5535 North Wolcott Ave. 
Chicago 40, Illinois 


¢----------- 


This advertisement is appearing in 
leading magazines read by design 
engineers and purchasing agents. 








More than meets the eye 


The extra values built into 
ARMSTRONG TOOLS are known 
to most tool users. 


TOOL SENSE— convenience in use — the 
most efficient “tool approach” built into 
ARMSTRONG Tool Holders; the balance 
and “feel” of an ARMSTRONG Wrench; 
the rigidity of ARMSTRONG “C” Clamps; 
the extra toughness of ARMSTRONG Lathe 
Dogs and Eye Bolts; the universal adaptability 
of ARMSTRONG Set-up and Hold-down 
Tools — the evidence of “tool sense”, the 
understanding of each tool’s requirements. 


STRENGTH — built into each individual 
ARMSTRONG TOOL is a safety factor of 
extra strength — strength beyond any need, 
the inherent strength of specially selected 
materials enhanced by proper heat treatment 
and hardening. 





UNIFORM QUALITY — the uniform 
quality made possible by modern manufac- 
turing methods, in a specially-built plant 
equipped with every needed quality control. 
The name ARMSTRONG with the Arm-and- 
Hammer Trade Mark is universally recog: 
nized as a guarantee of finest quality. 


These “extra values’ plus years of 
ARMSTRONG advertising mean 
extra sales for Armstrong Distributors. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 WEST ARMSTRONG AVE. + CHICAGO 46, ILLINOIS 
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Y FOR IMMEDIATE 
DELIVERY... 


A Precision Tapping Performance 


Bay State Announces New 
Sales and Service Facilities 


8 New Stockrooms — strategically located and fully 
stocked — provide your distributor with immediate 
delivery of precision performance Bay State taps. 
“Rapid Wire” electronic system assures up-to-the- 
minute communication between all stockrooms 

and factory. 

Expanded staff of Bay State application engineers — 
tapping specialists provide undivided attention to your 
tapping problems. 

Specifying Bay State taps results in /mmediate 
Delivery Of Precision Performance Tapping from the 
nearby shelves of your Bay State Distributor. 


BAY STATE TAP AND DIE COMPANY 
1242 East 49th Street - Cleveland 14, Ohio 


BAY STATE TAP AND DIE COMPANY 

9 North Jefferson Street * Chicago 6, Illinois 

BAY STATE TAP AND DIE COMPANY 

20 Thomas Street * New York 7, New York 

BAY STATE TAP AND DIE COMPANY 

1853 Cheshire Bridge Road, N.E. - Ationta 9, Georgia 
BAY STATE TAP AND DIE COMPANY 

2929 East Grand Boulevard + Detroit 2, Michigan 
BAY STATE TAP AND DIE COMPANY 

1902 North Field Street + Dallas 2, Texas 

BAY STATE TAP AND DIE COMPANY 

650 Howard Street - San Francisco 5, California 


BAY STATE TAP AND DIE COMPANY 
2301 East 38th Street * Los Angeles 58, California 


BAY STATE TAPS 
Bay State Tap & Die Company °* Mansfield, Massachusetts 
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And what a stock! What you see above represents 
less than ten per cent of the standard fasteners— 
bolts and nuts, rivets, track accessories, and 


construction materials— which we keep in stock 
and ready to go. How do you get a shipment under- 
way? Just call the nearest Bethlehem sales office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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Your Customers Know... 
You don‘t-have_to 
see the Red End? to 

know | 


SIMONDS 


HACKSAW BLADE 


Just put it to work 
... that’s all! 


Performance speaks for itself. Your customers 
know this. Just have them: 


TEST 1 BOX OF 10 SIMONDS “RED END” BLADES 
AGAINST ANY 10 OTHERS 








Then they'll know they’re getting more for their 
hacksaw dollar than ever before. And, why so many 


other hacksaw users “‘Say Simonds and Save!” 
Be sure to have a complete stock on hand. 


Simonds “‘Red End”’ Power Blades come in All-Hard 
and Shatterproof types in all standard lengths, 
thicknesses and tooth spacings .. . a ‘‘right’’ blade 
for every job! Three types of Hand Blades are also 
furnished in all standard specifications for 

best results at lowest cost 


SIMONDS 


SAW AND STEEL CO. | 


FITCHBURG, MASS 


a ’ “- APO SA, 


Factory Branches in Boston, Chicago, Shreveport, Lo., San Francisco 
and Portland, Oregon 
Canedion Factory in Montreal, Que., Simonds Divisions: Simonds Steel Mill, 
Lockport, N. Y., Heller Tool Co., Newcomerstown, Ohio 
Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada 


7s 





For Fast Service 
trom Zak 
Complete Stocks < 
Call your y 


SIMMONDS = 
industrial Supply q 
DISTRIBUTOR 
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New, Wood's Ultra-V Drives offer tremendous savings to your customers 

. up to 50% in space . . . 27% in weight . . . 30% in costs—and tremen- 
dous potential for you. New, improved belt materials and construction 
have radically increased belt capacity. Cross sectional areas are reduced 
50%. Three Ultra-V Belt cross sections replace 5 of the conventional type, 
simplifying inventory problems. These compact new belts are oil, heat and 
exposure resistant and static conducting. 


New, high performance Ultra-V Sheaves have smaller diameters and 
widths—amazing strength. Center distances are reduced. Add to these 
many advantages the unique features of Wood’s Sure-Grip, QD-type, inter- 
changeable bushings. These tapered, “easy on—easy off” bushings are the 
most universally used type. Fewer sizes cover a wider bore range. Reverse 
as well as standard mounting offers maximum flexibility. 

This is all part of Wood’s aggressive new product development program 
designed to give you a real competitive edge. Equally as important are 
other facets of Wood’s new plans to assist you . . . fast-acting, expanded, 
regional sales-engineering-management teams . . . comprehensive market 
data... new, liberal sales policy ... stepped up advertising and sales 
promotional activities .. . 


MORE OF EVERYTHING TO HELP YOU SELL MORE EASILY AND MORE PROFITABL 


— Complete information about 


4 Wood’s Ultra-V Drives is contained in 


Bulletin 9102. Write for your copy 


T. B. WOOD’S SONS COMPANY + CHAMBERSBURG, PENNSYLVANIA 


ATLANTA * CAMBRIDGE *« CHICAGO «+ CLEVELAND «+ DALLAS 
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When the job calls for DIAMONDS:..sell SIMONDS 


SIMONDS DIAMOND WHEELS 


made with extra care 
for extra value 


man-made or natural diamonds 


ae $ 
(eS Za te: 
' / 


4 [(g 


Your customers get extra use from these superior quality 
wheels for carbide tool grinding. Because more of the 
diamonds are productively used for actual grinding.That’s 
due to the extra care that goes into their manufacture .. . 
extra-demanding quality control that results in better 
balance and truer running, and consequently, fewer dress- 
ings. Special core material in resinoid bonded wheels also 
needs little or no dressing back as the diamond depth is 
consumed. Made with true and exact concentrations, and 
available in all shapes, sizes and bonds. Job-proved grain 
and grade specifications. Send for catalog ESA-290. 


SIMONDS 


| ABRASIVE CO. 


———e 


PHILADELPHIA 37, PENNA. 


: YOUR SIMONDS DISTRIBUTOR 
i\ COUNT ON /rasr SERVICE ® LOCAL STOCKS 


WEST COAST PLANT: EL MONTE, CALIF.— BRANCHES: CHICAGO « DETROIT * LOS ANGELES « PHILADELPHIA « PORTLAND, ORE. « SAN FRANCISCO 
SHREVEPORT —IN CANADA; GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO., LTD., BROCKVILLE, ONTARIO » ABRASIVE PLANT, ARVIDA, QUEBEC 
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The unusual features of this box are 
surpassed only by the extraordinary 
performance of the product it contains 


Only Capewell sells its Distributors to the consumer at the point 
of use, on the package itself. And only Capewell Distributors 
sell Speed-Band, the one band saw that is keeping pace with modern 


metals technology. You figure the benefit to Capewell Distributors. 


“APEWELL 


THE CAPEWELL MFG. CO., HARTFORD 2, CONN. 
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Talk of the Trade 


RAILBIRD—With an uncle and father engaged in 
breeding thoroughbred racehorses, it was inevitable 
tor Paul Mena, U.S. Expansion Bolt Co. sales man- 
ager, to go in for “improving the breed.” As a boy, 
Paul rode many of his uncle’s and father’s mounts 
and now has a stable of his own. Recently his entry 
ran 7th in the second race at Laurel, Md., the day 
that the 8th running of the Washington D. C. Inter 
national took place. Odd names Paul gives his steeds 
—Big Business, Fence-Em In, Tip Sheet. By the 
way, Paul’s colors are grey and pink 


IN THE VANGUARD-President of Kenosha ‘Tax- 
payers, Inc., is Forest Nelson of Macwhyte Co. The 
group is one of 60 organizations in Wisconsin “de 
voted to the study of government and to the objective 
of increasing governmental efficiency at all levels.” 
Nelson, by the way, makes a hobby of foreign sports 
cars. 


IN THE ARMY NOW -—James Fretag, Texas A & M 
trainee, said “hasta la vista” to Briggs-Weaver Ma- 
chinery Co., Dallas, after impressing all and sundry. 
Jim left to get his military tour of duty over and done 
with, B-W hopes. The boys gave him, as a farewell 
gift, an electric blanket. How about storage batteries 
for field work? 


ONCE A PILOT —Before entering the roller chain 
manufacturing field, Joseph L. Reeves of Atlas Chain 
& Mfg. Co., was a bomber pilot in World War II. 
But he hasn’t given up piloting planes as he holds 
a Commercial Pilot’s rating with more than 1,000 
hours of flying time. His other hobbies are photog- 
raphy and home workshop. 


JUST PLAIN VERSATILITY—Enrique Castillo, 
who gave up civil engineering to become an indus- 
trial distributor in San Juan, P. R., 25 years ago, doesn’t 
confine all his efforts to V-belts and bearings. Senor 
Castillo, who visited with us recently, is also the 
Swedish consul in San Juan. He can speak Swedish 


” 


besides “ingles y espanol 


ALL TOGETHER, NOW!—W. D. Corlett, Chicago 
Screw Co. president, and R. J. Rubino, union local 
president, reported that 90% of the company’s per- 
sonnel participated in the 8th annual “Extra Workday 
For The Community Chest” for which donations hit 
an all-time high. With vacationing employees to be 
heard from, the donations went over the $13,000 mark, 
topping the previous high by more than $2,000. 


EDUCATIONAL-—If you're interested in hiring a 
college graduate during the 1960 recruiting season 
and aren’t too sure as to how to go about it, here’s 
a tip. The Chamber of Commerce of the United 
States, 1615 H St. N.W., Washington 6, D. C., is 
circulating revised copies of a 6-page leaflet, “The 
Principles and Practices of College Recruiting.” ‘The 
leaflet contains specific suggestions for interviewers as 
well as job-seekers and placement officers. 


COMPETITION—W inner of the “Best-of-Show” ex- 
hibit prize at the triennial “Products in Industry” 
show of the Milwaukee Association of Purchasing 
\gents was Rickert Industrial Supply Co., Alton 
Rickert, president. Judging was on the basis of such 
factors as availability of product information, good 
taste, lighting, etc. JAW. 
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RUST-OLEUM CORPORATION - 2559 Oakton Street * Evanston, Illinois 


REPUBLIC CONVEYOR BELTS 


LAST 
and 


LAST 
and 


LAST 


e You know the advantages of long service 
life in your conveyor belt. You save on the cost of new 
belts. You save on the cost of installing. You save on down 
time . . . you keep your production rolling . . . and you 
save a lot of morale. We are one of the few manufacturers 
who specialize in the building of conveyor belts. Any 
Republic-made belt will last and last and last. We know. 
We keep track of belts all around the country and know 
how they last and perform. 

Write for your free copy of Republic’s Belt Conveyor 
Catalog and Technical Bulletin or get it from your local 
Republic Distributor ... he’s in the Yellow Pages under 
Rubber Products. 


@,. REPUBLIC RUBBER DIVISION 


4 s 
mm) INDUSTRIAL RUBBER PRODUCTS 








SUPER EXCELO * RECORD MAKER 
BUTYL HOT MATERIAL * CHARIOT 
SUPER GRIP 
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“Welcome To The ‘Shifty 60s” 


N January of each year we make New Year’s resolutions. But the January that starts a decade 
l imposes an added measure of solemnity and seriousness to the occasion. With many of the 
affairs of Man, the cycle of events cannot be worked out in a year but even slowly moving trends 
usually make observable changes over a ten year period. ‘This is certainly true in the annals of 
business generally and with distributors particularly. 

Most of the things that will happen to distributors in the next decade have already started. We 
may not recognize, isolate and identify the forces but the changes are already with us even though 
the present manifestations are slight. Few things in human history are the result of sudden breaks 
with the past. No one has been able to say here is a day or even a year when Man left the Middle 
Ages and entered the Renaissance. One possible exception may be October 4, 1957, when the 
Russians first successfully launched an Earth satellite. Even with this, we may have to wait a 
couple of centuries to really tell. In the meantime, back to the 60's. 

We've all heard a host of adjectives applied to the upcoming decade by the slogan builders. 
These slogans usually reflect the authors’ thinking about the nature and magnitude of the changes 
we may be facing and, within the limits of alliteration, to suggest what they may portend. We 
get the “Soaring 60's”, the “Surging 60's”, the “Scintillating 60's”, the “Sensational 60's”, etc. (Some- 
one even came up with the “Sexy 60's” but I doubt that the area of this author’s interest will 
produce any marked innovations. ) 

I prefer the “Shifty 60's.” ‘The words “soaring” and “surging” suggest an overpowering upsweep 
in business volume wherein even the “slow” can do pretty well. “Shifty” introduces a somewhat 
ominous undertone suggesting change. I certainly think the 60's will be years of extremely high 
business volume by any previous standard, but I also feel distributors are in for some substantial 


changes in the marketing and technological environment within which they must conduct their 
businesses. 


The decade following the war was one in which the nation caught up. Everyone was spending 
it “fast and easy” to get in first. But, we’ve caught up. The decade of the 60’s will be one of 
intense competition. Distributors’ custoraers are going to be a lot more critical of the quality of 


service provided by distributors and they are going to subject the price-tag put on these services 
to much keener cost analysis. 


In this issue and in the February issue, we are presenting a two-part special feature section in 
which we (1) analyze the forces which will be shaping the market of the 60’s and (2) suggest 
the things both distributors and manufacturers can do to successfully adjust distribution to the 
changes. We may not have all the answers but these sections will start some thinking and, we 
hope, action that will give us a happy, prosperous distribution industry as we turn the page to 


January 1, 1970, ten vears hence. 
Halts A. ae 
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SCHEDULE of items to be carried and demonstrated by salesmen on calls is developed but Cutting Tools and Supplies presi- 


dent Clare Utley, left, and sales manager H. V. Phipps 


All of company’s suppliers are represented on schedule. 


Here’s a program to improve product knowledge, increase sales volume, and 


Spark-Up Sales Presentations 


M* H. V. Pures, vice president and sales manager 

at Cutting Tools and Supplies, Inc., Pontiac, de- 
scribes a recent phone conversation he had with a 
purchasing agent: 

“I called to thank him for some business he had 
given us—this was a new account—and was surprised 
and delighted when he told me that our salesman was 
among those he really enjoyed seeing come into his 
ofhce. Then he went on to explain that this salesman 
was, one of the few who didn’t start off his talk with 
a discussion of how the Tigers were doing or by asking 
how his wife and kids were, but invariably started his 


presentation by whipping out’ something interesting 
and pertinent. 





PRODUCTS SALESMEN 


HVP Ensworth Bouford M. Utley 





File 12/22 12/1 12/8 12/15 
Pliers 12/15 12/8 12/1 12/22 
Diamond Wheel / 12/15 12/22 12/1 


Clamps 12/22 12/15 12/8 


Vise 1/5 1/21/26 
Cutting oi 1/12 1/5 1/19 
Goggle 1/26 1/19 «1/12 


Chuck 1/19 1/26 1/5 











SCHEDULE of product demonstrations is worked out 


months in advance, represents all Cutting Tools suppliers 
Sample schedule is shown 
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Obviously, this p.a.’s statement says a lot for the 
ability and intelligence of the Cutting Tools sales- 
man. And just as obviously, it says plenty for the 
program developed by Mr. Phipps and Cutting Tools 
president Clare Utley to help all their salesmen keep 
the “spark” —and the “sell” —in their presentations. 


“Open Door’ Program 


Here is how this program is set up: 

Each week, each salesman is assigned a specific item 
to bring with him and demonstrate on each of his 
calls. In selecting these items, Mr. Phipps tries to 
choose “door opener” types that are new on the mar- 
ket, of general interest to buyers, and small enough 
for them to “get their hands on”. Schedules are made 
out at least 6 months in advance, and Mr. Phipps 
sees to it that all Cutting Tool suppliers are repre- 
sented—even if only by a model of an otherwise cum- 
bersome machine tool. 

Thus, for example, during the first week of a month, 
salesman “A” might demonstrate a new type of hack 
saw blade, salesman “B” an improved safety goggle, 
salesman “C” a redesigned file and salesman “D” a 
modified lathe chuck. Then, during subsequent weeks, 
these items are rotated among the four salesmen until 
at the end of the month each has had the opportunity 
tc demonstrate each of the items. 

Initially, the program was set up to have all four 
salesmen demonstrate just one item each week, but 
the resultant surge of orders for this particular item 
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“| always feel more at ease with a new 
customer than with an old customer. The reason 
| feel that way is mainly because | have more 
things to talk to him about. | dislike repeating 
myself in conversation, which | sometimes do 
with an old customer. But when talking prod- 
ucts with a new customer, | have a lot to talk 
about for months to come.” 

This statement, made by a midwest dis- 
tributor salesman in answer to the query “How 
does your approach differ on a sales call on 
a new customer?”, throws some light on what 
might almost be described as an occupational 
hazard of the industrial selling profession: the 
problem of the “stale” salesman. 





Why Do Saiesmen Go Stale? 


And why shouldn’t a salesman go stale? 
After calling on purchasing agent Jones for 50 
consecutive weeks, isn’t it at least likely that 
some of the “spark” will have departed from 
his talk by the time the 51st call rolls around? 
That he will find himself in a sort of conver- 
sational rut in which he also finds himself re- 
peating things he has said before, perhaps 
analyzing the state of the weather and, gen- 
erally, wasting both his and the purchasing 
agent's time? 

At any rate, that’s part of the thinking which 
prompted management at Cutting Tools and 
Supplies, Inc., to initiate their “products rota- 
tion” program. 





unbalanced inventory and brought on too many back 
orders, so the present plan was substituted 


How Plan Pays Off 


Aside from the obvious advantage of making each 
salesman’s presentation more interesting and pertinent 
to the buyer—whether on the first or the one hun- 
dredth call—Mr. Phipps lists these other program 
benefits: 

© Overall sales volume has increased appreciably 
since the inception of the program. 

© Salesmen get a better idea of what types of prod- 
ucts are purchased by each account, and what the 
overall potential is for these products. For example, 
after demonstrating 20 different items for a particular 
customer over a period of time, salesman “A” is cer- 
tainly going to know, if only from the customer's com- 
ments, which of them are most applicable to his 
operation and in what quantities. 

© Salesmen are provided a useful plant entree. “Say, 
why don’t you take that item down and show it to our 
plant engineer” is the type of comment which Cut 
ting Tools salesmen commonly elicit from P.A.’s as a 
result of these demonstrations 

P Since the salesmen must know something about 
the items they bring with them and demonstrate, the 
program serves to improve product knowledge. 

> Suppliers are naturally pleased with the program, 
since they know that, sooner or later, one or another 
of their products will be “pushed” for a solid month 
by Cutting Tools Salesmen. 


“Our salesmen like the program, our suppliers like 
it, and we like it”, says Mr. Utley, speaking for man- 
agement. 





“But most important, our customers like “DOOR OPENER” type items that are new on market and 


of general interest to buyers are usually selected for demon- 
stration. Here Mr. Phipps demonstrates a new type of saw. 


it—that’s the final proof.” 
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Customer purchase records maintained by this Kansas City salesman 
provide a useful plant entry, help anticipate customer needs, help develop more 
realistic call frequency schedules, and build customer confidence. In short . . . 


It Pays to Record Customer 


By Richard L. 


UPPOSE, as you are about to leave 
S to call on a particular account 
with a manufacturer's salesman, he 
asks you: 

“How much of product X does 
this customer purchase—and how 
often?” 

Could you give an approximate 
answer? And would you consider 
it important to be able to give such 
an answer? 

Walter Gerhardt, sales manager 
at Ellfeldt Machinery and Supply 
Co., Kansas City, could and does. 
Mr. Gerhardt, and the rest of the 
Ellfeldt sales staff, maintain records 


HELPFUL INFORMATION for the production manager 


sales manager Gerhardt, right, update plant personnel on new product developments 
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Sandhusen, 


on all repeat items—such as band 
saw blades, grinding wheels, sanding 
belts and carbide tools—purchased 
by each account. Included on these 
records is such information as item 
type, size, quantity and date of pur 
chase, which is taken directly from 
customer orders routed to salesmen 
after they have been processed. 

Is it worth the time and effort? 
In answer, Mr. Gerhardt states that 
“this information helps me do a 
more effective selling and servicing 
job for customers, and sometimes 
helps me to get a big jump on the 
competition. 


purchase records help 
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Anticipate Customer Needs 


More specifically, Mr. Gerhardt 
lists these advantages of the cus- 
tomer purchase records: 

> The records help to anticipate 
customer needs. Mr. Gerhardt need 
only consult the purchase record for 
a clear picture of a particular cus- 
tomer’s purchasing pattern. From 
this, he can anticipate when this 
customer will run low and should 
reorder—at which point he makes 
tracks to his plant. 

P'I’he records assist in the devel- 
opment of more realistic frequency- 
of-call schedules. Since the records 
provide a fairly accurate idea of the 
overall potential of a particular cus- 
tomer, Mr. Gerhardt plans to call 
on this customer as often as this 
potential warrants. 

>The records provide an entry 
into the customer’s plant. Few cus- 
tomers want salesmen just “drifting” 
about the plant for no particular 
reason except the possibility that 
there “might” be some business. 
On the other hand, most customers 
appreciate the salesman who has a 
clear-cut, constructive reason for 
visiting plant personnel, because this 
salesman is providing a valuable 
consultive service. 

Customer purchase records help 
to give Mr. Gerhardt that reason. 

Since he knows, from these rec- 
ords, what products and equipment 
the customer purchases, and for 
what purposes, he can up-date plant 
personnel on new developments 
which will improve productivity 
and/or cut costs—helpful informa 
tion for the busy production man- 
ager. Also, he can alert plant per- 
sonnel when it is time to reorder. 





P The records provide a more 
accurate picture of customer poten 
tial by industry. Thus, by relating 
his figures on customer purchasing, 
and the figures developed by other 
salesmen on the staff, to specific 
industries, Mr. Gerhardt can de 
velop “bridges” relating number of 
employees to equipment used by 
each of these industries. 
ple, say each year 1000 grinding 
wheels are sold by Elifeldt to 10 
machine tool shops with 100 em 
ployees total. From this, ‘t can be 
roughly assumed that 


For exam 


in machine 
tool shops, 10 grinding wheels are 
required for each employee per year 
This is extremely useful information 
both for salesmen calling on new 
plants in this industry and for man 
agement in preparing sales forecasts, 
developing budgets and allocating 
promotional effort, etc. The infor 
mation also helps to cut down on 
the number of back orders by insut 
ing more realistic inventory level 


Builds Customer Confidence 


Perhaps the major benefit deri\ 
ing from Mr. Gerhardt’s customer 
purchase records is that they permit 
him to provide the sort of service 
that builds confidence among cus 
tomers. As evidence of this, a cus 
tomer will occasionally call the 
Elifeldt offices and ask how much 
“Walt” thinks they should pur 
chase of a particular item. And shop 
people usually welcome him as an 
other member of their staff. 

Is it worth the time and effort to 
keep tabs on customer purchases? 
As far as Walter Gerhardt is con- 
cerned, it’s as much a part of his 
job as making sales. 


Purchases 22) 


PURCHASING PATTERNS, provided by customer purchase records, help Mr. 
Gerhardt anticipate 


customer needs, alert customer on when to reorder. 








Maintain Your Own Customer Purchase Records 


Mr. Gerharc't sets aside about one hour each week to update his 
customer purcivase records, which are maintained on a large pad of 
cross-hatched pages. At this time, he first organizes copies of 
(routed to all Ellfeldt salesmen) alphabetically 
by customer, since this is how the purchase records are indexed 
in the pad. Then, referring to the orders, he simply leafs through 
the pad, entering under pertinent customer names product type, 
size and date of purchase (see below). 

Depending primarily upon the number of customers and products 
handled by the salesman, a smaller looseleaf notebook could be used 
for maintaining the records. 


customer orders 


Customer: Acme Company 
Product: Saw Blades 


Type Purchase Date 





V2—6 hook tooth 
12—14 wavy set 
1-in.—10 wavy set 


3/7/58 
4/6/58 
4/9/58 
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NEED for a new product or modification starts when salesman D. V. Johnson visits customer. Here he discusses problem with 
John A. Minor, Jr. (right) production manager and M. B. Paquin (left) superintendent of Paragon Mfg. Co. 


How A Distributor Ferrets Out 


By Don McGill, Associate Editor 


Ww PART can an industrial distributor play in 
product development? The Paquin Co., Cleve 
land, a distributor specializing in fluid power equip 
ment, has an established procedure to spot new 
product applications and advise its suppliers of product 
modifications to fit these new applications. The re 
sult is improved sales for the firm and its salesmen, 
customer satisfaction, and a constructive marketing 
help to suppliers. 

This search for new product applications leading to 
the development of new products or modifications on 
existing products has been an organized effort with 
Paquin for several years. It is aided by several manu 
facturers who also have a policy of enlisting distrib 
utors’ help in this direction. 


Salesmen Turn In Product Reports 


“Careful searching and evaluation of customers’ 
new problems,” says Norman Paquin, president, “will 
provide future business and positive growth for out 
total organization. I believe each industrial salesman 
should turn in at least two new product reports a 
month.” 

It is Norman Paquin’s further belief that such effort 
is inseparable from the normal merchandising activi 
ties of a specializing distributor. Only by keeping 
technologically in step can such a distributor do full 


JOHNSON is shown filter on test pancl, is told it is difficult justice both to his customers and to his suppliers. 
to remove from line to change filter element. After con 


ferring with customer, Johnson suggests “side port.” Moreover, the multiplication of competing distrib- 
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JOHNSON and Don Woodruff, Paquin assistant sales man 


ager, check components modified at salesmen iggestion 


New Products 


utors makes new product development essential to 
the growth of a specializing firm. ‘Thus, the future is 
sure to see a growing trend among these distributors 
towards “engineered selling.” 

Key man in Paquin’s product development program 
is the outside salesman. ‘Through his contacts with 
customers and working with them on the design and 
servicing of hydraulic circuits, he is expected to be 
fully familiar with the application of manufacturers’ 
products 


Salesmen Must Visualize, Evaluate 


Indeed, here are two criteria which Norman Paquin 
believes are imperative in the selection of outside 
salesmen: 

“Positive ability to visualize and discuss new designs 
of hydraulic or pneumatic or electrical parts as applied 
to machinery.” 

“Capacity to evaluate engineering trends in fluid 
power apparatus and sift out projects having business 
potential.” 

Paquin’s training program for salesmen (1p, Oct. 58) 
enlarges on these criteria, enabling the salesmen to 
take full advantage of the routine the firm has set up 
to process reports on the need for new products or 
modified products. Some of these reports are made 
on forms furnished by Paquin suppliers; others are 
made on Paquin’s own report form. 

The reports are discussed by the salesman with 





JOHNSON passes suggestion on to Woodruff, who fills out 
report on change. Report is forwarded to supplier, who 
later incorporated change in standard models 


either Fred Wyss, sales manager, or with Don Wood- 
ruff, Wyss’s assistant. As a result of this discussion, 
the salesman’s recommendation can either be dropped 
pending further investigation, or revised and forwarded 
to the manufacturer in question. 

“This procedure is something we must do as a spe- 
cialist,” states Wyss. “It is a direct by-product of the 
engineering service we render to customers.” 

Quite a number of the products handled by Paquin 
have been modified by manufacturers as a result of 
this procedure, and the modified products now appear 
as standard items in the manufacturers’ catalogs. For 
example: 

Steel pipe coupling was found to have more use- 
fulness if the seats were burnished to a high finish to 
assure leakproof joints. Previously the fitting had 
received ordinary precision machining at this point, 
but Paquin salesmen found customers demanding a 


New Problems, New Products> 





Product Evaluation Pays Off > 





THE PAQUIN COMPANY 


NEW PRODUCTS REPORT 


DATE 2 7¢/o-F- 
7 a 
SALESMAN  Bhree o ? 











Phone Division 


PRODUCT NAME: 


Application and Purpose: —- 
Ma Ae. 


Least Sali When: 
Price Range: 


Name Fluid: 


Viscosity 100°F. SSU 


Temp. Norm. Oper 








Py 


SALESMEN report applications for new product or productmodification on this form 


forms. Paquin believes “‘c 


better finish. Result: the manufacturer incorporated 
this change into his specifications for the product. 

© A filter used in high pressure lines to arrest the 
passage of foreign matter which might damage valves, 
cvlinders, or fluid motors was modified to facilitate 
replacement of the filter unit. Paquin suggested a 
“side port” in the unit, thus enabling the filter element 
to be changed without having to remove the whole 
unit from the line. 

> A pressure switch used to signal breaks in cen- 
tralized lubricating circuits was modified to sense two 
different pressures. When it senses an abnormally 
high pressure, it actuates a signal warning that the line 
is plugged; when it senses a lower pressure, it actuates 
another signal indicating a line break. Paquin’s sug 
gestion to the manufacturer resulted in a more ver- 
satile standard-model switch. 

> A check valve was made by one supplier in two 
parts which had to be screwed together when being 
installed. A Paquin salesman found that this feature 
not only posed installation problems, but also weak- 
ened the device which operated under high pressures. 
A recommendation was made to the manufacturer to 
make the valve in one piece. 
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Competition 
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210°F. SSU 


Max. 
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Some suppliers furnish own report 


areful evaluation of customers’ new problems provides for positive growth.” 


> A gauge isolator was, on Paquin’s suggestion, pro- 
vided with a third connection to aid drainage of fluid 
back into the line. This device is installed in circuits 
te prevent damage to gauges caused by pressure surges. 
It isolates the gauge by by-passing the fluid. When 
the gauge is to be read, a spring-loaded plunger is 
pushed, allowing the fluid to register in the gauge. 

> Paquin discovered a customer needing a pressure 
control valve which would split the flow from a single 
pump into two flows, one having a different pressure 
than the other. Such a valve obviates the need for 
two pumps. 


In Step with Customer Technology 


As Norman Paquin stated recently in a talk to one 
of his supplier’s distributor sales meetings: “A dis- 
tributor should look at himself as a merchant . . . as 
a man who buys equipment outright, sells it outright 
and, most important of all, trades his time and invest- 
ment for a profit.” The word “time” is significant— 
particularly when projected against the background 
of Paquin’s organized effort to keep in step with cus- 
tomers’ technology and need. 


INDUSTRIAL DISTRIBUTION ¢ JANUARY, 1960 








RISING POPULATION, 1960-1970, is key 
to new U.S. economy. (M = million) 
Are distributors prepared for coming 
changes in its climate and technology? 









































rHE 6o’s 
By Van Ness Philip, Associate Editor 


N the surging postway economy, industrial distribu 
l tors have steadily enhanced their role as a vital arm 
of marketing. They have increased their numbers 
and their total sales and realized more of their poten 
tial. They have rapidly resumed their sales growth 
at the end of each recession. 

Profits, however, have not kept pace with market 
progress. Net earnings have varied widely from com 
pany to company in both good times and bad, and a 
substantial number of distributors have seen their 
net profits decline in the past three years to less than 
5% of their investment. 

A new decade is opening up that promises to bring 
far more changes to the U.S. economic scene than the 
ten-vear period just ended. These changes of the 
1960's will alter every segment of our economic life, 
from consumer markets to production lines. 

> What are the coming changes, and how will they 

affect supply firms? 

> What can industrial distributors do to cope with 

them? 

> Can supply firms take advantage of the altered 

economic climate of the 60's to re-invigorate their 
earnmg power? 

To put these questions in perspective, and suggest 
practical answers, ID is presenting this two-part fea- 
ture entitled, “Distribution in the 60's.” 

Part I, beginning on the following page, defines 


“The Shifting Markets of the 60's.” It projects the 


‘conomic climate for the next ten years; the stimulus 
of expanding population and expanding needs; the 
new and revolutionary technology; the changes in the 
buying patterns of industrial consumers. 

Part II, “Decade for Decisions,” will be featured 
in ID’s February issue. It will analyze in more detail 
the trends and problems distributors are facing, and 
the bread-and-butter question of this industry's future 
role in the U.S. economy. 

This fall, ID interviewed a wide cross section of 
distributors and manufacturer-suppliers for their opin- 
ions on the problems of the 60’s. These are samples 
of the questions that were asked: 

What do you think of blanket ordering? 

Can distributors keep up with technological change? 

Should supply firms specialize? 

Are distributors equipped to cover bigger markets? 

The response from forward-looking distributors and 
suppliers left no room for doubt that the time is ripe 
for distributors to reconsider where they are headed. 
Many supply firms are poised at a critical juncture 
in their growth. They could be on the verge of major 
breakthroughs into unexploited markets, and far 
broader areas of the markets they already hold. 

Alert distributors believe there are practical solu- 
tions to the problems of survival and expansion, which 
virtually every distributor can apply with profit. 

The final section of “Distribution in the 60’s” will 
probe the methods of applying them. 


For a Preview of the 60’s, Turn the Page)» 





PART ONE: 


The Shifting Markets Of The GO’s 


Two powerful forces—population growth 
and rapidly expanding technology— 
propel the new economy. 


The role of distributors in the next 
ten years is dependent on how boldly 
they adapt to change. 


0” DAY LAST MONTH the owner of a prosperous sup- 
ply firm called in his staff to make a five-year sales 
projection. “The result we came up with staggered 
us,” he reported later to ID. “If our estimates are 
1ccurate—and we did them cautiously—our sales in 
1965 will top this year’s volume by 195 percent.” 

Regardless of the merits of this forecast, there is 
little doubt that total U.S. potential for industrial 
equipment and supplies will be headed strongly up 
ward through the next decade, and distributors who 
successfully exploit it will enjov substantial growth 
im dollar sales. 


But distributors will have to be prepared for 
changes. The 1960’s market will differ from the 
market of the 50’s in four important ways: 
> THE NEW POTENTIAL will be bulwarked by 

an expanding population, with a strikingly different 
age and income mix. Government spending, the 
drive to modernize industry, and the big research 
boom are altering both dimensions and ingredients 
of the markets for industrial supplies. 

THE NEW TECHNOLOGY of the 60's will con- 

stitute a major challenge to distributors. New 

products for new industries will appear in larger 
numbers. Changes in the form and usage of to 
day’s products will develop at a faster rate. 

GEOGRAPHIC CHANGES will be a major cause 

for concern as customers migrate, merge, and grow 

or languish in the competitive battle. Potential of 
some areas may alter drastically. 

NEW PATTERNS OF PROCUREMENT are 

developing—from punched card buying to the use 

of contracts—which both encourage and dismay 
distributors. 





THE NEW POTENTIAL 


— this April, U. S. Census takers will begin 
to knock at doors on some 51 million homes. 


"heir decennial head count is expected te turn up 
181,683,000 Americans, 30 million more than were 
counted in the last Census in 1950. This is the 
equivalent of adding three times the present popu- 
lation of New England in a decade, or one additional 
New Jersey every year. All of which means more cus 
tomers for your customers. 


Population: Up 32 Million 


By 1970, say the experts, if the 1955-57 fertility 
level is maintained, U. S. population will expand to 
214 million. And in 50 years, it will have more than 
doubled. 

Of greater economic significance is the population 
“mix.” Some 68 million Americans, 38% of the total 
population, are now under 20 years old, while 94 
million are in the 20-64 age group, from which the 
bulk of our working force is drawn. In the next ten 
years, the 20-64 group will increase to 106.5 million, o1 
13%, while the under-20 contingent will increase 
twice as fast, to 85 million, a jump of 25%. The 64 
and-over group will show a 27% rise, from the present 
level of 15 million, to 19 million in 1970. Also, 
>» Census predicts that ten million more households 

will be added in the next decade, a rise of 20% 


in these basic spending units. 

> The postwar baby boom is leveling off, at a 
level almost twice as high as the birth rate of the 
1930’s. More than 4,200,000 babies were born in 
1958, the first year in the past eight that failed to 
score a record high in births. This was a drop of 
only 1% below the 1952 peak. 

> The peak year in family formation will fall in the 
mid-60’s, and barring major catastrophe or basic 
turnabout in national attitudes toward marrigae 
and children, will almost certainly be followed 
by a baby boom fully as spectacular as the popu- 
lation surge of the late 1940’s. The pattern has 
already been established for this boom on top of 
a boom, By 1965 the children born of the post- 
war marriage rush will be in their late teens and 
early 20's. ‘Their marriages and offspring are due 
to push the rate of family starts and births to 
new highs. 
More and more Americans are getting married, and 
they are marrying earlier than they used to. Nearly 
94% of American women in their early 30’s have 
husbands (or have had them), and women’s median 
age for marriage dropped from 21.2 in 1920, to 20.2 
in 1956. In the same period, nien had shortened 
their bachelorhoods by almost 2% years. They 
married at 22.3 in 1956 compared to 24.6 in 1920. 
There has been a slight retrogression in this trend 
since 1956: the median marriage age in 1958, for 
women and men, respectively, was 20.2 and 22.4. 
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PERCENT OF U.S. FAMILIES 








MORE CUSTOMERS FOR YOUR CUSTOMERS. 
Spectacular change in family income groupings holds golden 
promise for makers of consumer products 


Families earning 
above $8,000 now total 22% 


_mav be 45% by 1970 


Family size is getting larger. In a recently published 
study, two Scripps Foundation _ researchers 
(“Family Planning, Sterility and Population 
Growth,” Whelpton and Campbell, McGraw- 
Hitt) have forecast that by 1970 American women 
between the ages of 45 and 49 will have produced 
2.8 children on the average. This is a major jump, 
when multiplied by millions, from an average of 2.3 
children apiece in the same age group in 1955. 
The year 1955 marked the postwar low point in 
family size for the 45-49 group. It apparently sig 
nalled the end of the long-term trend to decreased 
family size that had started in the Great Depression. 


California in the Lead? 


Furthermore, major shifts are taking place in popu- 
lation centers. The 32 million new Americans added 
in the next ten years will not be spread evenly around 
the counrty. ‘They'll be concentrated largely in the 
cities, and some cities and some regions will grow 
much more rapidly than others. U. S. urban popu- 
lation, now 67% of the total, will make up 70% by 
1970, and this percentage doesn’t count the sprawl- 
ing semi-rural developments 20 to 50 miles beyond 
the inner suburbs of metropolitan centers which are 
rapidly becoming city-oriented. Major contributors 
to the urban increase will be the already huge metro- 
politan complexes like Los Angeles-‘San Diego, New 
York-Philadelphia and Detroit-Cleveland. 
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NEW HOUSING SURGE in mid-60’s is almost certain, 
because millions of postwar “babies” will be marrying then. 
Building and equipping all these dwellings stimulates scores 
of industries from quarries to appliance plants. 


In the lineup of states, New York, now the most 
populous, will yield first place to California some time 
before 1970, if the Census Bureau’s upper-level esti- 
mates are reasonably accurate. California’s popula- 
tion will break through the 20-million level, for a 
37% gain. New England, which contained 7% of 
the U.S. population in 1920, and 5.74% in 1959, will 
have only 5.4% in 1970 (But the Commonwealth of 
Massachusetts will still add 600,000 people in the 
decade). Arizona will become 50% more populous, 
and the Pacific Northwest will gain 30-35% more 
people. 

From a broader vantage, the forecasts point to Ohio- 
Indiana-Illinois as the geographic section that will 
show the greatest growth concentration in the next 
ten vears. ‘The Mid-Atlantic seaboard will also stand 
out in population growth, while the Plains States will 
lag, along with New England. 


Spending Power: Surging in the Middle 


Changes in the economic mix of the U.S. popula- 
tion will be equally spectacular. In 1929, about 54% 
of U.S. households existed on incomes of under $3,000. 
3y 1956, the number in the $3,000-and-under group 
had dropped to 23.4%, and by 1970, according to the 
latest National Planning Association forecast, it will 
include less than 14% of U.S. households. At the 
upper end of the scale, families in the $10,000-and- 
over bracket comprised 5% of the total in 1929, rose 
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GOVERNMENT AND 
OTHER INVESTMENTS 


BUSINESS 
CAPITAL SPENDING 


CONSUMER SPENDING 


gt 


GROSS NATIONAL PRODUCT is expected to increase 
by 47% in next ten years, spurred by big climb in consumer 
spending. Business will have to raise capital spending ante 
by more than 40% to keep plant and equipment up to date. 


- 


to 13%@ in 1958 and will probably exceed 23% by 
1970. All these percentages are based on constant 
dollars, with inflation effects eliminated. Obviously, 
then, an unprecedented boom in spending power is 
occuring at the middle income levels. ‘This has al- 
ready pushed the median family income to $4,900 
a year, and forecasters confidently predict that median 
income will climb to $5,500 by 1965 and well past 
$6,000 by 1970, in terms of cucvent prices. 


In Summary: A changed U. S. 


What do these statistics mean in broader context? 
Primarily, that the U.S. of 1970 will be changed in a 
way few Americans envisaged a few short years ago. 
The trends dynamically refute what many learned 
experts were saying as recently as the late 1940's: that 
“stagnation” was imminent, and the “mature” US. 


could not expect a population of more than 165 
million. 

Our population isn’t getting older; it is getting 
younger. And while medical science increases life 
expectancy, the over-6+ group in the U‘S. is vastly 
outnumbered by millions of babies, school children 
and marriage-eager teenagers. Furthermore, the 
growth of the senior citizens’ contingent is outpaced 
by the rapid expansion of the population under 20. 

The sensational growth of the middle-income 
groups is a powerful force, both economically and so- 
cially. It is altering the barriers of class, causing major 
shifts in habits, tastes and ways of living. It is pro- 
ducing consumers by the millions who are eager to 
upgrade their standards, and at last have got the afflu- 
ence, or at least installment credit, to take action. 


The Big New Market for Suppliers 


It doesn’t require much analysis to plot the eco- 
nomic import of all this. The handwriting is already 
on the wall: 

More basic consumer goods of every type must be 
provided by your customers to meet the elemental 
needs of an expanding population. 

A huge potential for consumer goods in the “dis- 
cretionary spending” range is clearly indicated by 
the swelling of the middle-income ranks, 

Homes and home equipment must be provided 
for 10 million or more new families. 

Service industries must expand to cater to the 
higher living standards. 

Demand curves for utilities and transportation 
are bound to rise sharply. 

New plant and equipment must be installed to 
enable all these industries to expand and modernize 
their operations. 

Huge public works—in addition to the already 
huge defense machine—will have to be provided in 
the form of schools, highways, urban and suburban 
services. 

Finally, producers’ goods, including industrial 

equipment and supplies, will be needed in growing 

quantities to keep this vast complex of industry and 
construction operating. 

All these growth forecasts involve the basic needs 
of consumers. This determines the basic activity of 
distributors’ customers, who provide the goods and 
services consumers will demand. It’s true, of course, 
that rapid transformation of lower-income families 
into middle or high-income spending units also means 
that “discretionary” goods—the things that people can 
take or leave—are accounting for an ever-increasing 
slice of spendable income. Most economists agree 
that such purchases now represent from a third to a 
half of total consumer expenditures, depending on 
their definition of necessities. 

Obviously, the new consumers of the 60’s won't 
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AUTOMATION will increasingly involve a larger share of capital spending outlays in the drive to modernize industry. This 


futuristic installation is at Hughes Aircraft, Los 


lave to buv second cars, or dishwashers, or to send 
their sons to colleges; but all present trends indicate 
that many millions of them will 
really apparent that many goods and services, in the 


Furthermore, it’s 


public’s eye, have dropped well below the line that 
separates necessities from luxuries. ‘The second tele 
vision set may never become a staple; but to the com- 
muter without a railroad, the second car most cet 
tainly has become one, and the college education is 
rapidly losing its exclusiveness as property of a select 
few people 


Government Spending: Going Local 


A rapid drop in defense spending could, of course, 
pull the props from under several important segments 
of the economy (and at the same time release vast 
amounts of untaxed capital and research know-how to 


Angeles, where machines are controlled by computer 


invest in other, more constructive enterprise). It 
would seem pointless, however, to speculate on sudden 
national de-militarization—though this happened once 
before, after World War II, without producing a 
major depression, and a fairly widespread wave of con 


tract cancellations in the manned aircraft industry 


much more recently failed to cripple the economy of 
either Los Angeles or Long Island. Rather, the prob 
ibility is strong that defense expenditures will con 
tinue in the $40-$45 billion range in the 60's, and 
could very possibly break through the $50 billion level 
by 1970 unless the Soviet “peace offensive” is actually 
a horse of that color. 

More important to industrial distributors than the 
size of the defense budget, is the way the use of the 
funds affects their customers—how rapidly space-age 
technology produces new products that cause some 
defense-connected industries to boom while others 
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KEY INDUSTRY GROWTH in 60's will be paced by aluminums and chemicals (instruments-controls and electrical machinery, 
not shown, are also front runners). Even ‘‘slow-growth” segments will increase substantially. 


languish; how skilfully distributors and their manu- 


facturer-suppliers can adapt to the ever-deepening com- 
plexities of missilry and weapons systems. 

Gross National Product, the sum of all the nation’s 
goods and services, is now estimated at about $475 


billion. However, all government expenditures, in- 
cluding funds for public works and the salaries and 
wages to support 8,099,000 government employees, 
amount to a staggering $99 billion. 


Your Stake in Public Works 


Take defense out of government expenditures, then, 
what we have left is $50 to $60 billion slice of public 
funds devoted to public works and services—includ- 
ing highways, schools and city sewer systems. These 
public works expenditures can’t go anywhere but up, 
and proof of this is all too evident anywhere we look. 
> Children—Six million more of them will need ele- 

mentary school.ng in the coming decade, and nearly 

three million more college students will be crowd- 
ing the already crowded campuses. 

>» Highways—Most fall far short of being adequate 
for modern trafic. Even the mammoth Federal pro- 

gram won't catch up. Many major centers, by 1970, 

will only have constructed road systems suited to to- 

day’s needs, not tomorrow's. By the late 60’s, up to 

40% more vehicles will be struggling for road space. 
City services—There aren’t enough water lines, 

hospitals or smog control devices to take care of to- 
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day’s requirements in countless communities, and 

our “urbanized” population is constantly demand- 

ing more and better services—and consistently if re- 
luctantly voting for the bond issues that provide 
them. 

The 20th Century Fund, a private research organi- 
zation, has estimated that there exists an annual $9-$1] 
billion gap between the basic needs of U.S. communi- 
ties and publicly financed projects put in place. Dis- 
tributors and other businessmen who profit from pub- 
lic works will greet this news with mixed emotions. 
Into one pocket will go the earnings from new orders; 
out of another will come the higher taxes. 


Capital Spending: Pressure to Modernize 


Project the size of the U.S. work force a few years 
into the future, and a startling fact emerges about 
industry’s capacity to support our economy in the 
manner to which it has become accustomed. This is 
the fact that U.S. industry cannot sustain a 1970 pop- 
ulation of 214 million at our present per capita level of 
goods and services, unless productivity is substantially 
increased. 

Why? Because not only is the size of the U.S. 
work force shrinking in proportion to population, as 
non-working younger and older groups grow larger, 
but the work week itself is also shrinking. Working 
time per week has been shortened by three hours in 
each of the past three decades, and there is no reason 
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to believe the trend will be halted. ‘To maintain to- 
day’s level of output for each of us ten years from now, 
and also provide it for 32 million new citizens, we 
must raise total output more than 15%. 

If Americans are to better their lot by a moderate 
increase in per capita output, the Gross National Prod 
uct by 1970 will have to be increased 47%, to the 
$700 billion level. 

To achieve this output go.", productivity per man 
hour will have to be increased from its present level of 
$3.63 to $4.60, or 2.5% per year. 

If longer hours are ruled out, there’s only one way 
productivity can be given such a boost—by tooling up 
industry with methods and machines that save labor 
and plants. In short, by modernizing. 

The annual rate of capital investment in new plant 
and equipment is already large. It has shown steady 
growth from a $20-$25 billion level in the late 40's to 
its present range of $30-$35 billion, and the drop-off 
during the 1958 recession was not spectacular. ‘This 
year, U.S. business expects to invest $37 billion in new 
or modernized facilities, and McGraw-Hitit econom 
ists predict that capital spending will reach the $50 
billion level by 1969. 

Bolstering this forecast are results of a recent Mc 
Graw-Hux survey that showed it would cost $35 bil 
lion to replace all the facilities that manufacturing 
alone considers obsolete (and nearly $100 billion to 
modernize all businesses). 

Less than a third of U.S. business’ plant and equip 
ment, the survey showed, has been installed since 
1950. A 1958 survey by American Machinist, Mc 
Graw-H11 publication, revealed that 60% of the ma 
chine tools in 5,800 metalworking plants were ten 
vears old or older, and 20% were at least 20 years old. 

\ intage manutacturing equipment can t long comm- 
pete in the highly competitive 60’s. Thus, it’s not sur 
prising that the lion’s share of the capital outlay by 
U.S. businesses isn’t earmarked for plant expansion. 
\t least 60% is for—modernization—replacing worn 
out or obsolete machines, installing new automated 
processes, revamping for manufacture of new and dif 
ferent products. 


Broader Market for Supply Firms? 


These billions now being invested, or due to be in- 
vested, in modernization have a double-edged effect 
on the market for industrial supplies. In the first 
place, a wide range of distributor products are, o1 
could be, saleable for initial installations along with 
the capital equipment itself. Secondly, increased pro 
duction in modernized plants makes these plants 
superior potential customers for supplies. The fact 
that a new production method may have dried up a 
source of sales for one distributor product, and sub 
stituted new potential for a completely different prod 
uct, is quite beside the point. 


ELECTRONIC “BRAIN” for machines symbolizes age of 
science. Computer circuitry at Hughes plant sets feeds, 
speeds for machines on diversified production runs 


Industrial writers have coined an array of pithy 
headlines for the next decade: 

“The Space Age.” 

“The Second Industrial Revolution.” 

“The Age of Organized Research.” 

“The Scientific 60's.” 

(hrough all these catchwords runs a solid theme: 
the next ten years are almost certain to produce a 
greater outpouring of new ideas, new applications and 
new products than any previous decade in modern 
history. It may not surpass other decades in disco 
ery (There’s mounting criticism from scientists that 
pure research has been neglected). But the promise 
of the 60’s is that most of the inventions on which 
the new technology will be based are already in the 
development stage, or nearly so. An army of applied 
researchers is adapting new ideas to practical use. 

The ideas-in-process range from nuclear energy to 
supersonic cleaning, from new applications of eco- 
nometrics to new ways to machine beryllium. 

Nuclear power plants may not be feasible until the 
1970's, but a thousand newly developed marvels will 
be put to work by the electronics industry. 

Moon exploration may still be in its early stages, 
but vertical take off airplanes and gas turbine pow- 
ered automobiles will probably be commonplace. 

Metallurgists may still be searching for the ideal 
lightweight alloy, but high-polymer chemistry will 
have produced a hundred newer, stronger plastics. 

There will also be prefab plastic houses and appli- 
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ances with no moving parts. Solar heating and bulb- 
less, tubeless lighting will be widely used, and de- 
salted sea water will be economic to produce. Fork 
lifts will be powered by fuel cells, and sonic drilling 
in the oil fields may have passed beyond the develop- 
ment stage. “Hydrogen process” iron ore refining 
will spread, and portable computers will be available 
for small offices. And the U.S. will finally build a 


rocket with 1,500,000 pounds of thrust. 


Research: The Gusher of Products 


U.S. industry now spends $9-$10 billion a year on 
research and development (compared to less than $3 
billion a vear in 1947-1949). These are record levels 
for research spending, so it’s safe to predict that a 
record flood of new products will hit the consumer 
market in the mid-60’s, coinciding with the marriage 
boom when the postwar “babies” come of age. 

Defense, competition, and increasing demands by 
consumers—including industrial consumers—for per- 
fection and newness are the major stimulants behind 
this immense research program. The program also 
feeds on itself and has in fact become an industry. 
Research is the sole reason for existence for a host of 
small companies, and it accounts for 44 billion dol 
lars’ worth of expeditures in aircraft, machinery and 
chemicals. 

In some industries, notably electronics and missiles, 
the line dividing research from production is barely 
visible, and distributor potential may be just as evident 
in one department as the other (especially for supply 
firms that sell measuring and testing equipment). 

But the real significance of the research boom to 
industrial distributors is its potential impact on the 
economy. It is fathering major changes in products 
that distributors sell, and turning out a flood of inno 
vations that affect the products and processes of dis- 
tributors’ customers. Some of these innovations, like 
defense gear, may spawn entirely new industries (Mis 
Others will 
the production process, as a new method 
for extruding plastics or a new metalworking tool. 

he products of U.S. industry won’t necessarily be 
come more complex. Many will be simplified. But 
the materials and processes for cutting, shaping, form 
ng, extruding or finishing them will definitely be 
come more complex as manufacturers seek new wavs 


to produce more at less cost. 


siles are the outstanding example today ). 


change only 


Growth Industries: The Big Push 


Ihe stimuli of big markets and more research are 
pushing some industries far ahead of others. Some 
ave declining due to technological change. Others ex 
hibit slower-than-average growth not because of 
cipient decline, but because they have already passed 


through the flashy pioneering stage. Even rapidly de- 


clining industries may still have some years of relative 
prosperity ahead because of the sheer size of the 
economy, but they probably will decline at a faster 
rate than they would have in similar situations ten 
years ago. The pace of change in the 1960's will cer- 
tainly accelerate. 

Today's growth industries are easy to identify. Here 
are McGraw-Hu1x economists’ predictions for the top 
ten for 1959-1969 and percent of increase expected in 
the growth index of each: 

Aluminum ... 

Instruments & controls 

NS eee 80% 

Electrical machinery 

Appliances-radio-T'V 6 

Construction materials ee ray 5 

Machinery (Except electrical) . 5 

5 
5 


c 


713% 
5° 
5 
5¢ 


( 
Rubber products 0% 
Paper piers ait 8 te eS 
Steel ... 45% 

Lionel D. | adie Co. researchers have pegged the 
following as the top ten growth areas (cutting across 
several industry lines in some cases): missiles, office 
equipment, electrical energy sales, air transport (but 
not aircraft manufacture), electronics, metals, drugs, 
plastics, residential building, and research. 

Forecasters are still more bullish on selected seg 
ments of the growth industries. For example, here’s 
another McGraw-Hmi forecast of ten-year growth 
percentage increases: 

Color TV ... 1900% 
Air freight a 305% 
Transistor radios . . 260% 
Air conditioning ... 215° 
Home freezers 200% 

If this seems far-fetched, refer back to the last ten 
vears. Here’s a sample of actual 1949-59 growth 
records, in terms of unit production: 

Polyethylene . , lates . .3900% 
Aluminum .. : 66% 
Magnesium 2850% 

And fee the last two years (1957-59 
percentages were achieved: 

Dishwashers srikeatiese is'etn Gases Oe 
Clothes dryers 48% 
Home freezers ..... . 46% 


thes growth 


It’s true, of course, that many new y products reach 
a peak or near-peak and then level off for some time. 
Black-and-white T'V is an example; almost 2 million 
fewer sets were sold in 1958 than in 1955. 

It’s also true that some of the slower growing in- 
dustries account for a larger volume than the prodi- 
gious upstarts. Value added by the food and kindred 
products industry, for example, was larger in 1957 
than value added by chemicals (but not much larger). 
And iron and steel adds more than three times as 
much value as the instruments industry, which is 
growing nearly twice as fast. 
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THE NEW TECHNOLOGY 


\utomation. 

High precision. 
\finiaturization. 
\fodular construction. 
[he materials revolution. 


HAT’s a capsule summary of major technological 
| aed predicted for U.S. industry in the 60’s. All 
of these developments are evident today, and many 
of the basic inventions that propel them have been 
out of the laboratories for some time. But their ad 
vance is picking up momentum every year, and their 
impact on distributors in the next ten years 1s bound 
to be substantial. 


Automation Comes of Age 


Though opinions are still divided on a definition, 
automation has invaded diversified industry—includ 
ing many medium sized plants—at a somewhat faster 
pace than experts had predicted This is primarily 
due to industry’s insatiable urge to cut costs, but a 
more direct contributory factor is the recent break 
through in adapting autsmation to short production 
runs by means of punched tapes and computers. 

Increased flexibility came at the right moment 
Big, automated plants had reached the point where 
rigid systems tied to Jong production runs were be 
coming a risky investment because of obsolescence. 
Latest survey on the impact of automation on metal 
working was made two years ago by the McGraw 
Hit publication, American Machinist his revealed 
that 19% of the companies surveyed were using some 
form of automation, but they employed 79°@ of the 
workers in metalworking. Industries using the most 
utomation were 

Office and store machinery 46% 
Motor vehicles and parts 

Electrical equipment 

Fabricated metal products 


Still Wide Areas for Growth 


At the bottom of the list, giving some indication 


he future potential fo 


+ 


wtomanon, were 
\ircraft and parts 11% 
\gricultural machinery 12% 
Domestic and service equip 15% 
Railroad, shipbuilding, etc... ee 
\ further tipoff on the future spread of automation 
lies in capital spending plans. Large companies 
1,000 or more employees) told American Machinist 
thev were earmarking 32% of their next outlays for 
new machines for automated equipment; while me 


dium large firms (500-999 employees ) were earmark 


ing 21° and small firms (50-99 employees) only 9%. 


tot 


NEW PRODUCTS in vast numbers and infinite variety 
will pour out of plants as result of research and better 
method These are from tape controlled setup 


Since the small concerns have generally the greatest 
need to cut costs, it can be assumed that many small 
to medium-sized (but not the very small) companies 
will switch rapidly to semi-automated processes when 
cquipment they can use has been developed. Such 
equipment is bound to appear in the 60's. 
Automation as referred to here means the tieing 
together, automatically, of two or more automatic 
machines. ‘This definition does not fit automation 
as applied to continuous process industries such as oil 
refining, chemicals, food, cement, etc., where flow 
guided by electrical or electronic activating devices 
is generally considered to be “automated.” 
\ctually, the process industries, under this broader 
inition, may well provide a greater area for auto- 
ition to develop than metalworking. Though vit 
tually all large process plants already have extremely 
low employment in proportion to invested capital, 
still much of their equipment is manually or mechan- 
ically controlled. (Ex.: hand lubrication in mines 
and quarries, non-automatic instruments in refineries ) 


Needed: Longer Wearing Tools 


\s for distributor products, automation’s effect has 
been well enough observed. It does not eliminate 
the basic process of, say, grinding, or of sending cor- 
rosive fluids past a valve. It only speeds these opera- 
tions up and alters the way they are activated and 
controlled. The grinding wheels and valves wear 
out faster (until, as inevitably happens, they are re- 
placed by longer wearing models). Many of the 
familiar mechanical linkages and devices are absent, 
replaced by new power systems and automatic devices. 
There may be fewer tools and fixtures in evidence, be- 
cause less tooling is required. But there are many 
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HIGH PRECISION measuring will be crucial chore in 


larger areas of U.S. industry, as space age technology gets 
more demanding and automation spreads 


more electrical and electronic devices and components; 
ait and fluid power systems and components, and more 
tools and instruments of all types for testing measur- 
ing, inspecting, and controlling flow. (The tools in 
tomorrow's automated plants may be less numerous. 
But they will be costlier, more accurate and tougher 
than many found in conventional production today. ) 

Finally, many types of power transmission and 
materials handling equipment—small motors, reduc- 
ers, gears, bearings, conveyors, hoists—will be closely 
tied to automation. 


High Precision: Beyond the Limits 


Electronics and missiles have pushed high precision 
measurement out of the laboratories into general use. 
Though tolerance has been a bread-and-butter con 
cern of metalworking for years, it took the space age 
to make tolerances in ten thousandths of an inch an 
everyday problem. Electronics is an industry based 
on miniaturization (see below), while space plants 
are pioneering the use of ultra light metals at incred- 
ible extremes of heat, cold, corrosion and friction. 
Both industries lean heavily on research, and an as- 
sembly plant for a missile is more lab than factory. 

Space age industry in turn feeds back its widely 
scattered suppliers the demand for more research and 
more precise measurements. A distributor's customer 
in Sacramento makes tiny heat generators for missile 
fuel lines. An Eastern plastics manufacturer develops 
a new heat treated plastic to withstand a temperature 
for long periods of 1,000 F or higher. A Los Angeles 
machine shop puts the finish on a nose cone where 
50 millionths of an inch is the desired accuracy. 
Throughout the country hundreds of other suppliers 


and subcontractors (Convair Astronautics buys from 


upwards of 3,000 sources) are constantly checking, 
measuring and testing with every known instrument 
from the gage block to the device that measures wave 
lengths. 

In less exotic applications, there is a point of no 
return in high precision where cost no longer justifies 
an extra digital graduation. But the 60's will see this 
point advance much further in many commercial ap 
plications because quality control will demand it. Even 
in consumer products there will be a premium on 
close tolerances because this is often the best way to 
improve performance (for example, make the parts 
run smoother). 

Here's a partial listing of predictable developments 
in the next ten years: 

Wider use of improved precision tools. 

Diamonds and ceramics in wider use to machine 

hard metals. 

More chemical milling and aluminum extrusion to 

get closer finish before machining. 

Multiplying usage of small “special” cutting tools 

with the specials of today made standard). 

For automation, tape controlled inspection units 

(also for single numerical-controlled machines). 

Application of inspection by electronics to a wide 

range of uses. 

Mechanical micrometers with high precision read 

ings (One is now on the market that measures 0.5 

to 4.6 in. for inside dimensions at an accuracy of 

0.00002). . 

Wider application of non-destructive processes like 

radiography, spectograph analysis, magnetic particle 

and ultrasonic inspection. 


More tumbling, electroplating and chemical proc 
ess in the finishing of parts. 


Miniaturization: Into the Invisible 


It may not affect distributors in the 60’s, but prob 
ably by 1965 electronics manufacturers will be mak 
ing and selling practical amplifiers and oscillators that 
can’t be seen at all except through microscopes. But 
the trend to miniaturize a host of products, not only 
in electronics but in other fields, will certainly affect 
industrial distributors far more than it does todav. 
Power sources of all kinds will get smaller, including 
motors to drive heavy weights through extensive gear 
reduction. There will be more small items made 
from powdered metals. Research labs will require 
more miniature equipment. And tiny cutting tools 
and jewellers’ lathes will have extensive applications. 

The trend to smallness will probably affect the 
large equipment as well as products already pocket 
size (in much the same manner as compact cars have 
invaded the consumer market, and for the same rea 
sons of manufacturing economy, space saving and 
cheaper operation). It will force the miniature prod- 
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ucts of electronics into incredibly small dimensions, 
like the amplifiers mentioned above that are evolving 
from the new science of molecular electronics. (Hear 
ing aids will incorporate these microscopic devices by 
1965. And possibly by that time small cars will be 
propelled by fuel cell motors weighing no more than 
suitcases. ) 


Flexibility in “Building Blocks” 


By tying machines together, automation was born 
But early custom installations were rigid ones, until 
a new idea was tried for building separate segments 
of an automation line that could be interchangeable 
[his solved 
the problem of prohibitive obsolescence costs requir 


with segments that had to be replaced. 


ing major replacements of systems and large machines 
I'he same concept is being applied to an ever widen 
ing range of uses, from fasteners to air-hydraulic com 
ponents. It solves problems for distributors as well 
as users. A supply firm’s stock can be smaller and 
more flexible in a given line because a customer no 
longer buys an assembled unit (which he may not 
want) but separate parts now interchangeable with 
other parts. Thus, when, say, an air cylinder wears 
out, the user does not replace the complete assembly 
but only affixes a new cylinder to a standard base. 
The modular construction trend is almost certain 
to gain momentum in the years ahead as industry 
strives to incorporate the increasingly complex new 
technology to its plant. It’s a basic cure for the 
“multiple-itis” problem and perhaps the only way that 
standards can be preserved and strengthened. It per 
mits more packaging of components, and encourages 


“unitized” construction (but of parts instead of whole 


assemblies). It will also open up new areas for in- 
dustry modernization—including the adaptation of 


automated machinery to the smaller companies. 


Materials: Resisting Weight and Heat 


The materials revolution won’t appreciably slow 
down if the cold war thaws. It has too much momen- 
tum from a decade of sensational discovery. These 
are the trends: 

More stress on lightness combined with strength 

and ability to withstand every imaginable extreme 

of stress and temperature. 

Wider use of aluminum, glass and stainless steel. 

More applications of zirconium and super alloys, 

titanium, molybdenum and beryllium. 

A breakthrough in ceramics 

Extremely widespread use of plastics. 

New processes from materials developments: explo 

sive forming, chemical machining, ultra-sonic grind- 

ing, spark machining, new laminating and fastening 
techniques, more extrusion, wider use of powder 
metallurgy, better protective coatings. 

In the realm of power and power-actuating, nuclear 

and solar energy, fuel cells, thermo-electric cooling 

and solid state switches. 

Ihe new technology won’t alter industrial markets 
evenly. Actually, the majority of industrial products 
vill be “evolved” through gradual improvement rather 
than revolutionized in startling fashion. But this 
much is certain: Your customers of tomorrow will be 
using an impressive array of new products that have 
only limited usage now, and competition to displace 
these products with still newer ones will be livelier 
than ever. 





GEOGRAPHIC CHANGES 


nN FORCES are changing the environment in which 
industrial distributors conduct their operations. 


The wave of industry migration that began in 
World War II will continue in the 60's 

New industry centers will continue to spring up 
in rural areas. 

New industries—notably “research babies’ —will 
rise up rapidly. Old industries will be displaced. 
I'he mortality rate for new ventures will also rise. 

I'he rate of mergers will continue, and very pos 
sibly accelerate. There will be more branch plants 
among distributors’ important customers. 

Despite physical decentralization, the trend to 
autonomous control at local branch plants will slow 
down. Big company managements will become 
more centralized. 

Many industrial companies will grow to giant size, 
but the number of very small firms will increase. 
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CHANGING MARKET FOR DISTRIBUTORS: Some 
areas will forge ahead of others in potential for supplies. 
Graph shows changes over 3-year period, 1954-1957. 


Why Coverage Will Get Tougher > 








CHANGING OWNERSHIP: as distributors’ customers 
change hands, the buying climate may be altered. This is 
tally of U.S. business mergers in recent years. 


None of these trends (with the possible exception 
of the shift to centralized management) will come 
as a surprise to distributors who have closely observed 
what was happening among their customers in the 
last decade. The new element in the picture is the 
virtual certainly that most of these trends will accel 
erate in the next ten years. 


Air Freight and Mobility 


Jet transport is only partially developed; air freight 
is just emerging from infancy, and the superhighway 
network covers only a fraction of the mileage planned. 
These radical developments in transportation are re 
moving the traditional cost barriers to optimum plant 
location. An industry can now afford to increase its 
distance from the source of its raw materials. It can 
move nearer its markets or its best labor source. 

There will be much greater freedom to enjoy this 
kind of mobility if atomic power plants become a 
factor as an energy source.) 


Migration to the Country 


At the same time unprofitable operations can be 
closed up, and certain segments of production con 
solidated to take advantage of automation. And 
where branch-plant operation is economic, it can be 
started up in previously remote and unexploited areas. 

In geographic terms, this means further shifts of 
industry to the West and South, to Texas, to the 
Ohio-Mississippi Valleys, to the populous areas on 


the Great Lakes. 

In terms of distributor potential, it means that 
certain counties and cities will show outstanding 
growth compared to others. By way of illustration: 
> From 1947 to 1957, manufacturing employment 

rose neatly 240% in San Diego, Calif.; it showed 

an 18% decrease for Providence, R. I. (Compari 
sons of value added by manufacture for the same 

cities reveal a 60% increase for San Diego and a 

17% increase for Providence. ) 
> In a three year interval (1954-1957), value added 

by manufacture in New Orleans rose 31%; in Dal 

las, Texas, 34%; in Albany, N. Y., 14%, and in San 

Francisco’s Bay Area, 23‘. 


More Mergers Coming . . . 


The current merger wave is not a new phenomena. 
It has actually involved fewer companies than the 
rush to affiliate that swept industry in the 1920's. But 
there’s no denying a strong trend in the upper reaches 
of U.S. industry to consolidate, and there are power- 
ful incentives to propel it. 

Research and plant modernization consume big 
outlays of money and talent, and mergers provide new 
sources to satisfy both of these needs. Mergers also 
help to satisfy the urge to diversify in the confusing 
climate of tough competition. ‘Tax incentives are 
involved. Growth through merger enables companics 
to take faster and broader advantage of expensive 
management techniques involving punched cards, 
tapes and computers. 

Finally, the revolution in office machinery has made 
single-company operation over wide areas much easier 
to control than it used to be. It is for this reason—the 
case by which facts and figures can be assembled 
mechanically from almost any distance—that experts 
are predicting a new trend to centralized management 
in big business. ‘The branch plants will retain their 
autonomy to a degree; but decision making will be 
more rigidly circumscribed, and the biggest part of 
policy will be planned at headquarters. ‘This develop- 
ment is bound to affect purchasing as much as any 
other function, though for obvious reasons the more 
routine segments of MRO buying will be last affected. 


But Small Firms Still Prosper 


Though large companies will throw bigger shadows, 
distributors’ new markets will not be de-populated 
of small customers. On the contrary, present trends 
point to increasing numbers of small firms in every- 
thing from missile subcontracting to the service in- 
dustries. 

One proof of this is in the electronics field. Though 
the president of a large electronics company has pre- 
dicted that in 25 years’ time all the electronics firms 
in the U.S. will be merged into four giant enterprises 
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(his ewn conspicuous among the four), the fact 
remains that there are more than 4,000 independent 
electronics firms today doing research, contracting 
and commercial manufacture. About 500 of them 
are near Boston, Mass. (nearly 200 along the famous 
Route 128), and some 450 are scattered about Greater 
Los Angeles. 


Subcontracting: a 60’s Trend? 


Add to electronics the array of machine shops, 
fabricators and subcontractors that spring up every 
year to take advantage of big industry's increasing 
propensity for farming out specialized work, and the 
immediate future, at least, for small customer growth 
becomes impressive. Despite mergers, there were still 
some 1,192,000 industrial firms, all told, in the U.S. 
last year, about 31,000 more than existed the previous 
year. Regardless of how many of the smaller entrants 
to industry of the 60's expire in the competitive 
struggle, it appears that there will be plenty of eager 
new contenders to take their places—and a solid poten- 
tial of small plant business for alert supply firms. 


PROCUREMENT PATTERNS 


nN‘ TECHNOLOGY is not the only customer change 


distributors must cope with in the 60’s. Pacing 
the drive for physical modernization is a subtler, but 
no less revolutionary trend to modernize all functions 
of the management of companies. The buying func- 
tion is conspicuously involved. The aim is to achieve 
better planning and control through upgraded per- 
sonnel, professional job training and newer, more efh- 
cient methods. The big companies are in the lead in 
this activity. ‘These are developments that will set 
the future pattern of the way they buy supplies: 
> The Better-trained P.A. Formal training in business 
or engineering has become a requirement for a buy- 
ers job in several large concerns; where this is not 
the case, other executives and engineers are exerting 
more control in purchasing decisions. 
Materials management. ‘This coined phrase, denot- 
ing broader powers for P.A.’s in supervising inven 
tory and usage, has the purchasing fraternity in an 
uproar. The purpose of materials management is to 
integrate planning, streamline paperwork and put an 
end to bickering over duplicated functions. In prac- 
tice it has often meant that buyers lacking know 
how for this broader area of operation have had to 
yield position to more qualified professionals. 
Specialization of buyers. A trend that has been evi 
dent in some industries for many years, the appor- 
tionment of MRO procurement among several 
individuals is a natural outgrowth of size. More com- 
plex technology and pressure on purchasing for bet- 


ter trained personnel are accelerating the trend, 
though it is by no means universal. Some purchas- 
ing executives want no part of it because they believe 
the clerical side of purchasing is already over-staffed 
and increasing the number of “specialist” buyers 
will only result in upgrading inexperienced clerks to 
jobs they are less than qualified to handle. (Distrib- 
utors who sell to missile plants are well aware of 
what happens when a highly technical industry sud- 
denly expands its purchasing staff by adding inex- 
perienced personnel. Monumental confusion is al- 
most always the result.) 

Specialization of sources. Purchasing agents buying 
in large quantities have always been inclined to split 
their ordering by product categories. Now that se- 
lected lines and specialized supply firms have be- 
come more numerous, plants in almost any size 
group with highly technical requirements will often 
tend to buy this way. The distributor for a given 
group of products is not necessarily a specialist or 
part-specialist himself. But if he measures up to 
the buyer’s idea of what a “specialist” should do in 
terms of service, he will likely get the business. 
Value analysis. The technique is actually as an- 
cient as the market place, but only recently has 
value analysis been formalized by giving it a name 
and a ritual involving charts, slide rules and com- 
puters. Value analysis is comparing the costs of 
creating a value by alternative methods. Make- 
or-buy problems, stock level determination and 
choice of an alternative product for a usage are the 
areas that distributors are most likely to be involved 
in. Value analysis has produced substantial profits, 
and is now institutionalized in most large com- 
panies and in many medium-sized concerns. It is 
the starting point for advanced techniques of opera 
tions research like mathematical programming, 
which Purchasing is just beginning to experiment 
with at the MRO level. Value analysis also tends 
to encourage closer scrutiny of alternative sources 
when a company is choosing vendors or rating their 
performance. 

Scheduled ordering. Ordering on a schedule months 
ahead is nothing new in raw materials purchasing. 
The practice is spreading rapidly to the buving of 
supplies, with emphasis on tying lead times to 
projected usage. 

Punched card purchasing. It has yet to be tried, 
but some forward-thinking buyers visualize the day 
when MRO procurement will be automated straight 
through to the distributor by an exchange of 
punched cards instead of papers. The 60's will 
see wider use of integrated data processing in buy- 
ing offices, and a consequent speedup of the whole 
buying process. Card and memory machines will 
make order scheduling more feasible, and will feed 
more data into value analysis. 


What Modern Buyers Want> 
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UNMANNED MACHINES will dominate production in many more large and medium-sized plants as “short-run” automation 


> Systems for small orders. Buyers also suffer from 
the bane of $2 orders—unless they need specific 
items ina hurry. Though the trend is to decreased 
lead times, there is obviously a diminishing return 
noint where hand-to-mouth buying expense con 
sumes most of the savings achieved by lowering the 
stock level Also, greater diversity of needs in 
modern plants is swamping buyers’ desks with 
paperwork on specials and sundries. In the 60's 
there will be wider use of cash pickups and “open” 
blanket orders for this category of supplies. 
> Contract purchasing. ‘The current wave of blanket 
ordering by big industries may recede when demand 
comes into better balance with supply, but con 
tract purchasing as such has all the earmarks of a 
long-term trend. A contract in which price is not 
the major element can create efhciency by reducing 
paperwork, providing for a steady flow of materials, 
improving turnover in the Stores Department and 
bringing the vendor's salesmen into closer contact 


with the plant Ihe reason the spread of con 


tracts has distributors up in arms is that many 
blanket orders are not real contracts, but merely 
formal inquiries to bid. Customers alone cannot 
determine what kind of purchase contract will 
flourish in the 60’s. The choice is partly up to the 
distributors whose bidding sets the price 


More Stress on Logistics 


One advantage of the new look in purchasing 
would seem to be that it re-awakens buvers’ interest 
in the logistics costs, as opposed to “price” costs, and 
thus gets the time-place-utility value that distributors 
are selling into sharper focus. However, in some 
cases the new introspection has directed buyers’ think 
ing into curious channels. 

he view that distributors want to further is that 
the customer can benefit by paying the distributor 
to take over his logistics problems—that is, by buying 
at a price to compensate for warehousing and service. 


One large-plant buyer subscribes so completely to 
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s over. Servicing its needs will involve new problems 


this view that he has virtually done away with his 
\IRO storehouse, and placed all his distributors un 
der contract to do his warehousing. But in another 
industry, some influential buyers tend to downgrade 
distribution on the theory that large customers are 
better equipped to handle most of the distributor 
functions themselves. They are either attempting to 
buy direct from factories, or trying to force distribu 
tors to grant extreme quantity discounts under blanket 
contracts. 


Fighting Bottlenecks in Buying 


Ihe irony of this is that the direct buyer shares in 
principle the major aims of the buyer in the distribu- 
tor-oriented plant—to reduce procurement bottlenecks 
and get his plant into closer contact with sources 
of supply. Both also are trying to reduce costs sub- 
stantially (though a good case might be made against 
the direct buyer’s claim that his lower prices actually 
compensate for additional burdens on his warehouse 


and expediting department, not to mention the effects 
on service). 

Purchasing, like other parts of the complex busi- 
ness spectrum, appears to be riding off in several 
directions at once. 

But there seems little doubt that the materials 
management concept, so-called, will exert increasing 
influence. As one purchasing executive told ID: 
“The day of the glorified clerk in the buyer's chair 
will soon be over.” This executive had developed a 
low opinion of the average buying assistant familiar 

distributor salesmen. “I wouldn’t give 50¢ for 
most of them,” he said, “because they've no concep- 
tion of what it means to think in terms of value, stock 
control and long-range planning. That takes execu- 
tive talent. All these ex-clerks can do is haggle with 
salesmen over price.” 

To which some industrial distributors might add, 
Amen. (This same executive, however, said he'd 
formed a similar opinion of many distributor sales- 
men.) 

Where inefficient buying practices exist, big indus- 
try management in the 60’s won't delay corrective 
action. MRO buying was left comparatively undis 
turbed throughout the 50’s because cost-plus pros- 
perity is not a time for major shakeups. 


Distributor Salesmen on the Spot 


Reducing personnel and paperwork in buying will 
be another broad activity. Plants now attempting to 
accomplish this not only hope to set up new areas 
of responsibility for materials control, but also to 
remove what one buyer calls “communication road- 
blocks” between vendor and plant—namely the com- 
plex of protocol and paperwork that hampers ven- 
dors’ salesmen from doing their jobs and the plant 
from getting what it needs. Either written contracts 
or informal understandings that have the same effect 
as contracts generally exist between such plants and 
their distributors. ‘This development may open plant 
doors much wider to salesmen—but it also puts sales 
men on the spot. Their qualifications and perform 
ance will be closely scrutinized. 


Will They Call Less Often? 


In one sense, all these major trends in purchasing 
point to centralization of buying and fewer calls by 
salesmen in the buyer's office (the salesmen of primary 


vendors would call directly on plant stores, on specific 
errands only). 


As already noted, electronic office machinery makes 
centralization more feasible in multi-plant operations, 
so there is also a good possibility that more and more 
companies will transfer major buying responsibility 
away from branch plants and back to headquarters. 

Will all of these dev elopments—contracts, materials 


Tomorrow’s Challenge to Salesmen > 











IMPROVING TURNOVER OF MRO MATERIALS IN A CUSTOMER PLANT 


AVERAGE TURNOVER, ANNUAL RATE, IN STORES 





NEW PURCHASING PATTERNS of next decade may see more and more large plants attempt to get out of storekeeping. This 
what happened to MRO stocks in one of them that switched to contract ordering, with heavier reliance on distributors 


management, centralization, punched card buying 
end in downgrading or uplifting the role of distribu 
tors? Can distributors rest assured that “value analy 
sis” will lead their customers to re-affirm their faith 
in distributors as local warehouse sources? Will the 
new patterns put extreme pressure on distributors for 
faster and more extensive service, and lower quantity 
prices? Will shortened lead times and lower cus 
tomer stocks force supply firms to increase their 
inventories? Has transportation changed the picture? 

hese questions will be examined in greater detail 
in the second part of “Distribution in the 60's.” 


The Sum Up: Problems and Potential 


(he new market for distributors in the 60's will 
contain a bewildering complexity of patterns, but this 
much seems clear 
> The potential for industrial equipment and supplies 

in broadest sense of the term, will be enormous, due 

to the powerful effect on U.S. industry of expand- 
ing population and technology. 

Che new technology itself embraces countless op- 

portunities for supply firms, but also will require 

products afid services that substantial numbers of 
distributors have yet to offer. For today’s familiar 
staple products—the hard core of industrial distribu- 


tion—evolution but not revolution is the promise. 
Fewer, longer wearing but more costly tools will be 
one trend. ‘The modernization drive will put a 
higher premium on all equipment that substantially 
cuts costs in industry. 

Mergers and migration of industry to new areas 
will complicate distributor market coverage. Some 
regions and industries will grow fast, others will 
lose ground in the competitive struggle. 
Purchasing patterns are changing, especially in big 
companies. Contract buying, shortened lead times 
and pressures for quantity pricing appear to be the 
trends that bear closest watching now, but the move 
to integrate procurement into a unified materials 
control system has bigger long-range implications. 
Your salesmen may have to change their whole 
approach to selling. Not only are demands on 
them becoming more and more complex, but major 
customers will increasingly insist on basic help in 
cutting costs and managing materials. 


The 60’s: Decade of Decisions 


What these changes mean to the supply industry, 
and how alert distributors are planning to cope with 
them is the subject of Part II of “Distribution in the 
60's.” 
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“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 

the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying. 
Consider the facts—all the advantages of standardiz- 
ing on National fasteners—and make the National 


line your line, because it stands out in every way. Ml AVA pe hette! a l 


Ask Your Distributor . . . He Knows 7¥ 


THE NATIONAL SCREW & MFG. COMPANY §&% é | P 


7 HODELL 
Cleveland 4, Ohio * Los Angeles 22, California | Reena A F | af. 
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Supply Sales Trend 


Final Figures for October 1959 





October 1959 October 1959 First 10 Mos. 1959 
Compared with | Compared with Compared with 
September 1959 | October 1958 | First 10 Mos. 1958 





NEW ENGLAND: 


Conn., Me., Mass., + T% +19% +23% 


N. H., R. 1., Ve. (33*) 


Bridgeport-Hartford-Spring- + 9% +15% +23% 
field Area 


MIDDLE ATLANTIC: 
n. J., N. Y., Pa. (58) + T% + 6% +15% 


Metropolitan New York- 
northern New Jersey + 1% + 9% +14% 


Western New York; Buffalo- 
Rochester-Syracuse-Bing- + 1% + 9% +14% 


hamton 


Philadelphia-Trenton-Wil- 
mington Area 


+1 1% +19% +15% 


Pittsburgh-W heeling- . 
Youngstown Area +10% - +20% 




















* Number reporting 
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“Yarway exhibits develop good 
Steam trap sales leads for us” 


C. P. Williams, Moorlane 


advertising manager, and FULL LOAD WORM LOAD 
Mr. Medlin get a trap 


diagram briefing from Yar- 
way'’s Leland Campbell. 


cee 


Yarway District Manager Leland Campbell (r) demonstrates operating 
trap model to Moorlane Vice Presidents H. S. Medlin (1) and Ray 
Thorpe (c) at Tulsa Oil Show. 


Moorlane Company, Tulsa, Oklahoma, distributor of Yarway Impulse Steam Traps and 
Fine Screen Strainers for the last 13 years has this to say about the Yarway line: 


“To start with—and important to us or any distributor—the Yarway line is profitable. 
; ) Pp 


**But just as important, the cooperation and help we get from the manufacturer is outstanding. 
Yarway’s exhibits at trade shows, like the recent Tulsa Oil Show, develop many good sales 
leads. Yarway also continually feeds us good sales leads resulting from their excellent 


advertising and publicity program. Many of these turn into new customers we never would 
have reached. 


“The personal help of Yarway field men is another big asset—both on technical and 
sales assistance. 


“Our customers know and like the Yarway line of steam traps and strainers. Being a complete 
line, it adequately meets their complete requirements. This gives us a real competitive 
advantage.” 


NOTE: Yarway’s distributor policy features Selective Distributorships. If interested in the 
Yarway line, write 


YARNALL-WARING COMPANY, 100 Mermaid Ave., Philadelphia 18, Pa. 


+ @ good way to 


OVER 1,300,000 YARWAY IMPULSE STEAM TRAPS ALREADY SOLD. 
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October 1959 
Compared with 
September 1959 


September 1959 
Compared with 
October 1958 


First 10 Mos. 1959 
Compared with 
First 10 Mos. 1958 





EAST NORTH CENTRAL: 
Ill., Ind., Mich.., 
O., Wis. (89) 


Indiana 

Wisconsin 

Chicago Metropolitan Area 
Detroit-Toledo Area 
Cleveland-Akron-Erie Area 
WEST NORTH CENTRAL: 


la., Kans., Minn., 
Mo.. Neb.. N. D., S. D., (24) 


Kansas-Western Missouri 
SOUTH ATLANTIC: 
Del., D. C., Fla., Ga., 


Mid., N. C., S. C., Va., 
W.Va. (37) 


EAST SOUTH CENTRAL: 
Ala., Ky., Miss., 
Tenn. (15) 

WEST SOUTH CENTRAL: 
Ark., La., Okla., 
Tex. (33) 


Houston 

Dallas-Fort Worth 

MOUNTAIN: 
Ariz., Colo., Id., 


Mont., Nev., N. M., 
Ut., Wyo. (12) 


PACIFIC: 
Cal., Ore., 
Wash. (43) 


Los Angeles-San Diego Area 
Oregon 
Washington 





+ 3% 
+ 3% 
+ 9% 
+ 8% 
+ 3% 
+ 6% 


_ 2% 


— 7% 
+10% 


-~ 3% 
+ 1% 


+ 3% 
— 1% 


~ 4% 


+ 3% 
— 1% 


+ 5% 
+27% 





+17% 


+ 4% 
+29% 
+22% 
+22% 
+20% 


+ 2% 
— 7% 


+ 3% 


_ 5% 
+10% 


+22% 
+ 3% 


-12% 


+11% 


+ 7% 
+21% 
+21% 





+28% 


+17% 
+30% 
+41% 
+35% 
+28% 


+17% 


+11% 


+13% 


+14% 
+13% 


+15% 
+14% 


+2, 1% 


+20% 


+20% 
+35% 
+22% 
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ROYAL V-SELTS from the Power Unlimited complete belt line 





George M. Philpott Co., U.S. Royal Belt Distributor, shows customers 
HOW TO INCREASE PRODUCTION AND REDUCE INVENTORY 


The George M. Philpott Co. has been given the full respon- 
sibility of handling V-belts for the Ranchers Cotton Oil 
Company of Fresno, California, a company that uses 1000 
V-belts in their daily operation. A very nice account, indeed, 
and one that the Philpott Company has well earned. 

Ranchers Cotton Oi] Company, like so many others, al- 
ways had trouble replacing V-belts because of their lack of 
LENGTH-STABILITY. Machines remained idle while en- 
gineers tested as many as fifteen belts to find a compatible 
set of four. 

Mr. E. D. Hudson, General Superintendent, consulted 


Mechanical Goods Division 


with the Philpott Co. Mr. Hudson was told that the solution 

was simple because every U. S. Royal V-Belt has exclusive 

and built-in LENGTH-STABILITY, resulting in less down- 

time, greater production and a 90% saving in belt inventory. 
* ° * 

Philpott and all other “U.S.’’ Distributors do more than 
just sell industrial rubber products. Their engineers, working 
with “U.S."’ Field Service engineers and plant engineers, 
design complete transmission drives...a service that is 
saving industry thousands and thousands of hours and 
dollars every day. 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y. 


In Canada: Dominion Rubber Company, Ltd. 
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The Outlook for Business 


By The Economics Department, McGraw-Hill Publishing Company 


That Steel Dispute 


O ASSESS THE EFFECTS of more than 100 days of steel 
| mers on the national economy, we gathered a 
group of experts from various steel-consuming indus- 
tries, as well as from banking and government. 

What follows is a consensus on what the longest 
steel strike in U.S. history will and won't do to alter 
the business outlook. 

It is impossible to tell what will happen if the steel 
workers walk out again in January. 


What The Strike Will Do 


The steel strike will make 1959 a relatively poot 
year for steel production, at less than 95 million tons. 
But it assures a record-breaking production year in 
1960, with output reaching 125 million tons, or more. 
It would require operations at 95% of the industry’s 
capacity for at least the first six months of next year to 
rebuild customer inventories to normal levels. If out- 
put in early 1960 is slowed down by local labor 
troubles, or by ore shortages, near-capacity operations 
may be required well into the summer. 

I'he strike will add to the measures of general busi 
ness for 1960. It now seems fairly certain that busi 
ness, as measured by the gross national product, will 
continue at a high and rising level all through 1960 
\nd there’s a gambler’s chance that the boom will last 
longer. ‘This is primarily because the shortage of 
steel has pushed forward the dates by which key in 
dustries, such as autos and capital goods can reach 
peak production 

But the stinke WON’T eliminate the likelihood 
of some readjustment in business later on. The need 
to build steel inventories is a temporary factor. Even 
tually it will run out, and we may then suddenly have 
to face the facts that (1) we are past the period of 
most intensive effort on defense projects and (2) con- 
sumer credit can’t go on expanding much longer at 
the present rate. 


What The Strike Won't Do 


he steel shortage WON’T rule out a new boom 
in consumer goods in 1960. By mid-year, or before, 
auto production will be rolling full speed again. The 
new “economy” cars seem to be getting a good recep- 
tion. And as cars become more plentiful, dealers will 
be able to offer attractive terms on most other models. 


Retail car sales for 1960 as a whole should reach 7.0 
million—or more. Sales of other consumer durables 
probably will not show as large gains over 1959, but 
they are likely to show some further increases—since 
here too, purchases are being postponed in the final 
months of 1959, 


Turning Point? 


The long strike will confuse the “turning point” 
spotters who have been advising business men as to 
which month of 1960 or 1961 is to be the start of a 
general business recession. Actually there may not be 
a single turning point, but a whole series of separate 
developments, varying with the extent to which sec 
tors of business have been hit by the strike. Clearly, 
any decline in durable goods activity has been pushed 
forward considerably in time. But this has very little 
to do with what happens in the textile business, or 
the stock market, for that matter. Housing starts are 
declining already. Thus, the strike may contribute 
substantially to what the late (and keenly observant) 
Professor Sumner Slichter used to call “the break-up 
of the business cycle”. 


Inflation? Not Much 


The steel strike—and the ensuing wage settlement— 
WON'T lead to inflation of any substantial dimen 
sions in 1960. We don’t know yet what the steel com 
panics will do about prices. (We suspect not much). 
But in the case of many steel products to be priced, 
there is already substantial competition from substi 
tute products—aluminum, cement and plastics. In 
other cases—such as sheet steel for consumer goods— 
competition at the retail level is so keen that fabrica- 
tors will probably have to absorb any higher cost of 
materials. Some makers of durable goods may seize a 
temporary advantage, during the shortage period, to 
raise prices. But it isn’t going to be a general parade. 
We've just had cuts in prices on such basic industrial 
products as aluminum for building construction and 
heavy electrical equipment. 

Finally, the steel strike WON’T reduce 1960 cap- 
ital expenditures. It has unquestionably delayed the 
start of some projects and confused the preliminary 
planning for others. But practically all of this can 
be made up as the year gets underway. 
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Your customers’ tooling requirements needn’t put you “over a 
barrel.”” As a V-R distributor you can be prepared to supply the 
eee ove r a proper tool for machining practically any material at any speed. 


b [ 2 V-R Carbide ... plus V-R Tantung ... plus Ceramic VR-97... 
a r r e * plus the best in toolholders form an unbeatable combination 


to fill your customers’ tooling needs. 


Only as a V-P distributor can you supply this widest range of 
cutting tools . .. and you simplify your ordering, stocking 
and pricing by dealing with only one source. 


Write for complete information. A choice 
territory may be open in your area. 


CREATING THE METALS THAT SHAPE THE FUTURE 


WF‘) VASCOLOY-RAMET 








CARBIDE TANTUNG / CERAMIC TOOLHOLDERS — FACE MILL 
BLANKS, INSERTS, . S$OUD TOOL BITS, INSERTS a - SOUD BASE AND CUTTERS 
\ 
a 


“a 
BRAZED TOOLS >) CUT-OFF BLADES, SoS ELEVATOR WITH THROW- 
S =) wren 1001s 3 " TYPE a) AWAY 


CAST-TO-FORM { 
SHAPES | 


. 


l- INSERTS 











MARKET STREET + WAUKEGAN, ILLINOIS 
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what's new 
in supplier 


HARE SHN-G > 


Republic Steel Speeds Distributors’ 
Orders With New Paperwork System 


| yee to a nationwide network of 
tele-typewriters transmitting in- 
formation on punched tape, Repub- 
lic Steel Corp., Cleveland, can now 
place an order on a mill the same 
day it’s received at a district sales 
ofice. Impact of the change has 
been felt by Republic’s distributors. 

For example, according to Wal- 
lace M. Pattison, president of Cleve- 
land’s W. M. Pattison Supply Co., 
a distributor of Republic pipe: “The 
new ordet system has 
proved a boon to three phases of 
First, orders are 
acknowledged much more promptly 
than 


processing 
our operations 


firm is 
alerted to make room for incoming 
materials by 


before. Second, our 
a notice the morning 
after a shipment is made. This gives 
us a jump on the materials handling 
problem. Finally, the time lapse 
between order-placing and delivery 
has been greatly reduced.” 
Republic’s system links district 
sales offices to 
“service centers” 


centrally-located 
where customers’ 
inquiries are answered, and where 
orders are processed and scheduled 
to producing mills 

In these service centers, teams 
of specially-trained order-processing 
men work in desk-to-desk proximity 
clearing and assigning orders to the 
mill which can handle them most 
quickly and efficiently. 


ice center team consists of a metal 


Fach ser 


lurgist, a sales order expert, and a 
mill schedule specialist. ‘Together, 
they are able to push orders through 
to completion with a minimum of 
delay. Also, they are able to give 
distributors immediate answers on 
delivery datcs and status of orders. 


= 
ie 


’ 


REPUBLIC has set up “service centers” where order-processing teams clear and 
assign orders received from district sales offices by teletypewriter 


Service centers for pipe and bar 
products, and for sheet and strip 
steel are in Cleveland. Service 
centers for cold drawn steels, allow, 
stainless and titanium are in Massil- 
lon. Wire products are handled out 
of Chicago. 

The new system, says Republic, 
has resulted in a single basic form 
for sales, order, and billing funce- 
tions, replacing 33 different forms 
previously used. 

Here, briefly, is how Republic’s 
order service system works: 

> As the order is received from a 
distributor at a branch office, it is 
written on a typewriter which pro- 
duces a punched paper tape. This 
tape transmits the order to a service 
center. 

> When an order is received from 
a distributor at a branch office, it 


is written on a typewriter which 
produces a punched paper tape con 
taining the order data. ‘This tape is 
used to transmit the order to the 
appropriate service center. 

> As the order is received on the 
machine at the service center, an 
other tape is generated along with 
paper copy of the order form. ‘This 
tape is in turn used to transmit the 
order to the proper mill. 

> When the order is received at 
the mill, another tape is generated 
which is used to write shipping 
notices and eventually the custom- 
er’s invoice. 

In the case of all except new cus- 
tomers, automatic credit and traffic 
routing information is contained for 
cach order in a master tape. This 
simplifies the checking of such in- 
forination, thus speeding up service. 
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Rawlplug Has New 
Anchor Counter Card 


To help distributors introduce its 
new “Saber-Tooth” self-drilling ma- 
sonry anchor, Rawlplug Co., New 
Rochelle, N. Y., offers a red, white, 
and black display mounted on heavy 
cardboard. It holds a sample of the 
fastener item. The card may be 
placed on a counter or hung on a 
wall. Copy on the card lists anchor’s 
features, and invites prospects to ask 
for catalog. 


RB&W Simplifies 

Pricing, Nomenclature 

Russell, Burdsall & Ward Bolt & 
Nut Co., Port Chester, N. Y., has 
further simplified its pricing and 
nomenclature of industrial fasteners. 
John S. Davey, vice-president, sales, 
says the new price lists and dis- 
counts resulted from customers’ and 
distributors’ suggestions. 

Much traditional fastener nomen- 
clature been dropped or 
changed. The term “screw,” for ex- 
ample, has been adopted to describe 
a headed product furnished without 
a nut. “Bolt” refers to a product 
with a nut, whether shipped in bulk 
or in packages. 

Duplicate lists and multiplicity of 
names for identical hexagon-headed 
products have been eliminated. 
“Hex screw” is now a product with 
a washer face and a controlled bod\ 
tolerance; it replaces four other 


has 


terms, cap screws, finished hex bolts 
no nuts, hex heads no nuts, and SF 
hex machine bolt no nut through 
1x6 in. 

The term “unfinished hex screw” 
now describes a product having no 
washer face and having wider body 
tolerances, and replaces two previ 
ously used terms. 

Other changes: 

> Since square nuts are becoming 
obsolete, all lists (except step and 
elevator bolts) are figured with hex 
nuts 

P Lists are made up so that hex 
screws and hex nuts can be pack- 
aged separately instead of in the 
same package at no extra cost. 

> The increase in distributor 
stocking of zinc-plated material 
called for adding plated lists for 
popular products; these lists now 
cover both package and bulk orders. 

> A new table has been added to 
ease computing of prices of bolts 
longer than lists. 











New OTC Tool 

Display Panels 

A new series of point-of-purchase 
display panels has been announced 
by Owatonna Tool Co., Owatonna, 
Minn. Designed to feature fast-mov- 
ing tools, 29 blue panels may be 
combined into a variety of displays. 


(Continued on page 214) 





Distributor’s Imprint on Capewell Box 


My Pt Se 


Capewell Mtg. Co., Harttord, Conn., has mtroduced the mnovation ot provid- 


ing space on a shipping container for a distributor’s imprint. 


Above, Capewell’s 


representative Charles Mudge (center) shows “Speed-Band” box with imprint of 
distributor W. S. Wilson Corp., Long Island City, to A. V. Graseck (1.) Wilson’s 


president, and W. C 
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McKegg, sales manager 
reading, “See your Capewell distributor for 


\lso printed on carton is copy 
all vour industrial needs. 
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“One of the things that impressed me most was following 
an actual production run,"’ commented a mill supply house 
“and along with that, the helpful attitude of 


salesman, 


& 


“| thought | knew the Delta line 
until the first class was over," said 
a veteran machinery salesman, “‘but 
now I have an even better under- 
standing of the care, operation and 
many excellent features of these tools 

.and I can ‘sell’ customers on these 
advantages.” 


“Now | know what DELTA QUALITY really 
means,”’ was a reaction from a West Coast 
‘student,’ “‘they showed us quality fea- 
tures that I just took for granted without 
actually understanding.”’ Here, John Diehl 
(pointing) Plant Manager explains a pre- 
cision operation. 





everyone from the guys in the plant right on up to the 
Regional and District Delta sales people who conduct 
classes. Everyone is behind you 100 per cent.”’ 


“Even the bull sessions after class 
taught me some new angles," noted 
one trainee. ‘‘When I swapped selling 
experiences with the others I found 
that I could have closed a couple of 
recent sales by applying basic infor- 
mation provided right in the Delta 
Industrial Catalog.” 


PROFIT OPPORTUNITY KEEPS KNOCKING 


r 
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DELTA product training school 


helps keep distributor salesmen 


“one step ahead” 


Unique sales training classes conducted at the 
world’s largest, most modern power tool plants are 
just one part of the program of continuing support 
given to distributors of the Delta line. Key inside- 
outside Delta salesmen from distributor organiza- 
tions throughout the country attend the rigorous 
course at Delta’s Bellefontaine, Ohio, plant. Grad- 
uates of the week-long sessions return to their jobs 
with enthusiasm to render more complete cus- 
tomer service as well as specialized knowledge of 
Delta industrial power tools which can benefit 
other salesmen. 

The tightly planned agenda is comprised of the 
construction, use, and sales features of the major 
Delta wood and metalworking machines. Product 
information that can be presented in dealers’ show- 
rooms is eliminated in favor of the more technical 
aspects of the equipment. Through scheduled 
tours, “‘students”’ get a real insight into the manu- 
facturing end of the business from purchase of 
raw materials through the production lines to 
Delta’s famous quality control. 

Success of the school is evident from salesmen’s 
reactions. One graduate summed it up like this: 
“Probably the best way to say thanks for this 
training would be to increase our sales of Delta 
tools—so that is just what we are going to do!” 

Keeping “‘one step ahead” in production, engi- 
neering and marketing facilities has helped make 
Delta the foremost name in power tools for over 
30 years. That’s why leading Delta Distributors 
have proven: When Delta Quality is backed by 
Dealer service of equally high quality, the result is 
bound to be growing sales and profits. Rockwell Man- 
ufacturing Company, Delta Power Tool Division, 
634A N. Lexington Ave., Pittsburgh 8, Pa. 


WHEN YOU SELL DELTA 


eHEW 


George E. Rockwell, as Director of Sales Training of the 
Delta Power Tool Division, takes an active part in plan- 
ning, supervising and conducting the training sessions. 


“One look at the warehouse gave me another customer- 
convincer! It never occurred to me what a tremendous 
investment in people, time and money is behind the Delta 
tools I sell,’’ remarked a Southern Region salesman, ‘‘and 
this is areal competitive edge I’m going to make the most of.” 


DELTA INDUSTRIAL TOOLS 


ROCKWELL” 

















DISTRIBUTOR | * NEWS * 


Mid-Year Meeting Program Announced By 
Southern Industrial Distributors Association 


The Southern Industrial Distrib 
utors Association convention com- 
mittee announced the proposed pro- 
gram for the Mid-Year Meeting to 
be held at the Roosevelt Hotel, New 
Orleans, Jan. 27-28-29. 

The 
meet on Wednesday January 27. 

On Thursday Jan. 28, the South 
ern Association will have the break 
fast meeting from 8:00-10:30 A.M., 
with L. 
presiding. 


executive committee will 


D. Montague, president, 

ASMMA members will 
have their breakfast meeting at the 
same time. 

Speakers at the SIDA breakfast 
will be: John C. Pye, first vice pres- 
ident of SIDA, “Why You Should 
Attend The Management Course At 
Harvard”; G. R. McCalla, mem- 
ber of SIDA executive committee, 
“Market Stability And The Law”; 
Joe W. Pitts, chairman of SIDA 
research committee, ““The Research 
Project At Ohio State And What 
It Means To Industrial Distrib- 
utors”, and Paul J. Stine, chairman 
of Relative Profitability of Lines 
Committee, “The Importance Of 
All Members Participating In The 
Profitability Of Lines Committee.” 

A. S. Boehm, chairman of the 
ASMMA distribution forum com 
mittee will preside at the ASMMA 
breakfast meeting. Mr. Montague, 
will give the welcoming address. 
Speakers will be, Fred C. Emerson, 
ASMMaA president, W. B. Thomas, 
ASMMA business manager, and J. L. 
Brakefield, director of public rela 
tions for Liberty National Life In 
surance Co., Birmingham, Alabama. 

At 10:00 A.M. the ladies will have 
“Breakfast At Brennan’s.” 

Mr. Montague will preside at the 
11:00-12:30, and 
will address the members, manufac- 
turers and guests. Introductions 
will be by Mr. Campbell and Fred 
C. Emerson. 


general meeting, 
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The speakers will be: Tom M. 
Nelms, a member of the SIDA ex- 
ecutive committee, ““Let’s Make 
Some Money”, and William Hazlett 
Upson, author and creator of Al- 
exander Botts stories, “You Don’t 
Have To Be Crazy To Be A Sales 
man.” 

From 2:00 to 5:00 P.M., the dis 
tributors and manufacturers will 
have a conference table program. 
The distributors are asked to remain 
at their tables so manufacturers can 
readily contact them. 

On Friday, at 10:00 A.M., Mr. 
Montague will preside at the gen- 
eral meeting of members, manufac- 
turers and guests. 

Speakers at the last meeting will 
be Robert L. Hamilton, president, 
Dumore Co., “ 
and Jule W. Thomas, sales training 
specialist, distributive education de- 
partment, University of Texas, 
“The Humanics Of Sales Manage 
ment.” 


Mill & Mine Supply Co. 
Holds Grand Opening 


Ethics In Business”, 





(he formal opening of the new 
home of Mill & Mine Supply Co., 
at 3513 11th Ave. North, Birming- 
ham, 


5 


Ala.. was held on November 


The new building quadruples the 


company’s warehouse space, and 
triples the amount of stock and the 
number of employees working for 
the firm. 





Parker Seal Company 
Opens New R&D Center 


The Parker Seal Co., opened a 
new Research and Development 
laboratory in Culver City, Calif. 

The new laboratory, said to be the 
most modern of it’s kind, will be 
devoted exclusively to specialized 
seals and sealing problems in_air- 
craft, missiles and industry. 
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A. F. Boettcher 


Boettcher Retires 
From Shadbolt & Boyd 


Shadbolt & Boyd Co., Milwaukee, 
Wisc., announced the retirement of 
A. F. Boettcher, vice president in 
charge of Merchandising and sales. 

Mr. Boettcher decided to retire 
after fifty years service in the indus- 
trial supply field. He joined Shad- 
bolt & Boyd in 1934 as a special 
sales representative. In 1940 he was 
named vice president and sales man- 
ager, and most recently was in 
charge of all merchandising and 
sales. 





Nelson Tells Buyers About 
Distributors Self Helps 


Frank Nelson, manager of indus- 
trial supply operations for The Gar- 
rett Corp., Los Angeles, is author 
of the article which appeared in the 
Southwestern Purchasing Agent, en- 
titled: “Operation Bootstraps: The 
Distributors’ Push For Efficiency.” 

[his article describes some little- 
known facts about the industrial dis- 
tributor’s continuing drive to be- 
come more efficient in his plant and 
sales organization. It also shows 
the “quiet revolution” conducted by 
him to equip himself for better 
service to his purchasing agent cus- 
tomers. 





NIDA Head Addresses 
Buffalo-Niagara Execs 
At Annual Night Meeting 


Wallace H. Campbell, president 
of the National Industrial Distrib- 
utors Association, and president of 
Campbell Industrial Supply Co., 
Seattle, the Buffalo-Ni- 
agara Sales Executives, Inc., at their 
Annual Executives Night meeting. 

Mr. Campbell spoke on ““I'rade 
Mission to Competition.” In at 
tendance at the meeting were ap 
proximately twenty members of the 
Niagara Frontier Industrial Distrib 
utors to pay their respects to Mr. 


Campbell. 


addressed 





George Enos Jr. Elected 
By Niagara Distributors 


George D. Enos, Jr, Enos & 
Sanderson Co., Buffalo, was elected 
president of the Niagara Frontier 
Industrial Distributors, a group of 
industrial distributors recently or 
ganized in Buffalo. | 

Other officers include J. Warford 
Cramer, vice president; Albert F. 
Karle, treasurer; and John C. Mc 
Kendry, secretary. 

The feature of the election din- 
ner-meeting was a panel discussion 
by three purchasing agents on the 
topic “What the Purchasing Agent 
Expects of Industrial Distributors.” 
Participants were Lyman H. Davis, 
Electro Refractories and Abrasives 
Corp.; Leonard J. Chrisholm, Curtis 
Screw Co., and Henry Gawel, Vet- 
erans Administration Hospital. 





Business Men Concerned 
With Government Spending 


Teams of staff executives of the 
U.S. Chamber of Commerce report 
that business men are concerned 
most with government spending and 
fiscal policy. 

The Chamber's teams polled busi- 
ness men at 30 meetings. About 
4,000 business men aired their 
views. Under the subject of gov- 
ernment spending and fiscal policy, 
they mentioned defense, foreign aid, 
and domestic spending programs, 
and the bond interest rate. 





Po 


Clifton Speaks At Maryland Association Meeting 


y 


Officers of the Industrial Distributors Association of Maryland speak with Mr. Robert 


G. Clifton 
Gosnell, Albert Gunther, Inc 
Inc., vice president; Edward J 
Edward C. Maguire, 


Robert G. Clifton, secretary of 
the National Industrial Distributors 
\ssociation, was the guest speaker 
at a recent meeting of the Industrial 
Distributors Association of Mary- 
land 

Mr. Clifton advised the Maryland 
group to set up their operation along 
the lines of the national association 
on a small scale. He pointed out 
many of the subjects that NIDA has 
under study, such as Profitability of 
Lines, the New Simplified Operat- 
ing Statement and Cost Analysis 
Methods, and other that 
have been completed. 

Mr. Clifton stated that NIDA 
will cooperate with such groups as 
the Maryland Association. 

In addition to the officers, other 
members who attended were: David 


studies 


third from left), NIDA secretary 
, treasurer; J 

Heine, Charles Zies & Sons, secretary; Mr. Clifton; 
Maguire & McLernon, Inc., president 


The officers, from left, are George 
L. Cassidy, Electric Tool & Equipment, 


Watson, R. V. Watson Co.; Jess 
Janoff, Standard Supply & Equipt. 
Co.; Robert Towles, L. A. Benson 
Co.; Doug Hamilton, Hamilton 
lool Supply Co.; Wilbur A. Wach- 
ter, M. F. Holland Co.; Pete Coul- 
son, C. S. Bowen Co.; Sam Hottle, 
W. L. Reynolds Co.; Geo. Free- 
berger, Carey Machinery; A. M. 
Pfeiffer, Dietrich Bros. Co.; Maurice 
Preston and Harry Vollmer, Ander- 
son and Ireland Co.; Frank Roberts, 
John Duer & Son, Inc.; and John 
J. Maguire, Maguire & McLermon, 
Inc. 

Other member firms of the asso- 
ciation who were not represented at 
the meeting were: The Coggins & 
Owens Co., W. H. Cole, Inc., J. G. 
Maier’s Sons Co. and The Taylor 
Supply Co. 





Manning, Maxwell & Moore, 
Elects John F. Reed 


John F. Reed was elected execu- 
tive vice president and a member of 
the board of Manning, Maxwell & 
Moore, Inc. 

Mr. Reed, who continues as gen- 
eral manager of the Consolidated 
Ashcroft Hancock division, joined 
the company in 1944. 


Flynn Named V-P 


John A. Flynn, controller, was 
elected a vice president. Associated 
with the company since 1916, he 
was made general auditor in 1935 
and controller in 1951. 
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Dearborn Rubber 
Moves To New Quarters 


Rubber Corp., Chi- 
cago, completed it’s move to new 
office-varehouse quarters at 2545 S. 
25th Ave., Broadview. 

‘The new one story building is lo- 
cated on a twoacre site and has 
21,000 square feet of office and 
warehouse space. 


Dearborn 





Burke Co. Names Schneider 


Dale Schneider, formerly sales 
engineer for the Edmund Burke Co., 
distributors in Toledo, was named 
vice president of the firm. 





Walla Walla Firm 
Amery & Sons Purchased 
By Ernest & Don Amery 


Amery & Sons, Inc., Walla, 
Walla, Washington, has been pur- 
chased by Emest Amery and his 
son Don Amery. 

A family owned firm, the com- 
pany has been doing business as 
a multi-line wholesale distributor. 
I:rnest Amery has officiated as sec- 
retary-treasurer, and general sales 
manager since the firms inception 
in 1931. Fred Amery was president 
and general manager, and Don 
Amery joined the firm as assistant 
sales manager in 1956. 

The present officers of the firm 
include: Ernest Amery, president 
and general manager; Don Amery, 
vice-president and sales manager; 
and Mrs. Ernest Amery, secretary- 
treasurer. 





Geo. Worthington Co. 
Names Rosalina 


A. J. Rosalina was named a buyer 
specializing in tool purchases by 
George Worthington Co., Cleve- 
land. 

Mr. Rosalina joined Geo. Worth- 
ington Co. in 1934. His experience 
includes service in the eastern-west- 
ern sales department, as northern 
Ohio division manager and as sales 
representative in the Ohio Valley- 
l'ri-State area. Prior to his new posi- 
tion, he was eastern district sales 
manager. 


A. J. Rosalina 


“wid 


Howard B. Begg 


Howard Begg Leads 
AMA Seminar 


Howard B. Begg, president of 
Squier, Schilling & Skiff, division 
of Alban Corp., Newark, N. J., 
served as a chairman at an American 
Management Association workshop 
seminar on “The Chief Executive's 
Job in the Smaller Company” held 
by the general management division 
at the Astor Hotel headquarters. 

Each of the participants was in- 
vited to offer for group discussion, 
problems which most concerned 
him. 

Sixteen chief executives attended, 
representing a wide variety of com- 
panies ranging in size from twenty 
to 700 employees. 





Ekeo Products Acquires 
Washington Steel Products 


All outstanding stock of the 
Washington Steel Products Co., in- 
cluding three subsidiary companies 
in the distribution field, were ac- 
quired by the Ekco Products Co., 
Chicago. 

The wholly-owned _ subsidiaries 
are the Washington Hardware Co., 
Tacoma, Northwest Builders Hard- 
ware Co., Seattle, and the Oregon 
Washington Builders Hardware Co., 
Portland. 

The Ekco Co. had domestic sales 
of $56 million while Washington 
Steel, manufacturers of kitchen cabi- 
net fixtures, had sales of $12 million. 
The Tacoma firm’s net worth is 
estimated at $3,720,000. 
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CSA Survey Shows 
Salesmen Receive 
Insurance Coverage 


The Central Supply Association’s 
“1959 Sales Compensation Study,” 
reveals the industry’s wholesaler 
salesmen are doing as well as most 
groups of the nation’s employees. 

The study showed that nearly 90 
per cent of the 500 salesmen in the 
study have hospitalization and sur- 
gical benefit coverage. Many were 
covered by CSA’s own Group plan 
which makes wide group benefits 
available to small wholesale houses. 
The report also showed that 65 per 
cent of member salesmen were cov- 
ered by management-paid life in- 
surance plans, and that pension and 
profit-sharing plans cover nearly half 
the member firms in the survey. 

The key finding in the survey was 
the trend to pay salesmen on an in 
centive rather than a straight salary 
basis. This conclusion is based on 
comparison of the survey with 
CSA's previous study: in 1950. 

he 36-page report is available at 
ten dollars per copy from CSA, 221 
N. LaSalle St., Chicago 1, Ill. 





R. C. Neal Names 
Sales Manager 


Paul Browne was named manager 
of Air and Hydraulic sales for the 
R. C. Neal Co., Buffalo. 

Mr. Browne has been with the 
company eight years, serving as an 
Air and Hydraulic salesman in the 
Buffalo and Rochester offices. 


Paul Browne 





Charles E. Hummel 


Maddock Names Hummel 
Director Of Purchases 


Charles E. Hummel was named 
director of purchases for Maddock 
and Co., Bala Cynwyd, Pa. 

Mr. Hummel joined the Mad 
dock 1938, 
worked in many departments pro 
gressing to assistant to the purchas 
ing agent. He was an outside sales 
man from 1948 until 1959 


organization in and 





Amstan Supply Names 
Adams Regional Manager 


James E. Adams was named Dal 
las regional manager of Amstan 
Supply, a division of American- 
Standard Co., with offices in Dallas 

Mr. Adams joined Amstan in 
1947 and has served as branch man 
ager in Tucson and Fort Worth. 
Prior to his appointment in Dallas, 
he was of the 


manager Amstan 


branch in Denver. As regional man 
ager, he will direct the operation of 
nine Amstan branches in Texas and 
Louisiana. 





U. S. Rubber Names Thomas 
Commodity Sales Manager 


Arthur Thomas, Jr., was named 
commodity sales manager of Kra 
lastic materials for the Naugatuck 
Chemical U.S. Rubber 
Co. 

Mr. Thomas was previously man 
ager of the division’s Memphis, 
l'ennessee, district sales office. 


Division, 





Gates Rubber Co. Names 
Clarence H. Mingle 
Executive Vice President 


Clarence H. Mingle, vice pres- 
ident and director of marketing for 
Gates Rubber Co. was elevated to 
an executive vice presidency. 

\s executive vice president in 
charge of marketing, Mingle will be 
responsible for the coordination and 
direction of all Gates’ sales divisions. 

\Ir. Mingle shares top manage 
ment billing with two other execu 
tive vice presidents, Charles C. 
Gates, Jr. and Frank S. Bosley. 





CFTMA Elects 
New Officers 


L. T. Williams, manager, Bond 
Foundry & Machine Co., 
elected president of the Caster & 
Floor ‘Truck Manufacturers Associa 
He succeeds W. R. 
executive vice president, 

l' ruck & Caster Co. 
Ek. M. Heffernan, vice president, 


Was 


tion. lhomas, 


Thomas 


Jarvis & Jarvis, Inc., was elected vice 
president of CFTMA, and D. B. 
\nderson, executive vice president, 
Ihe Nagel-Chase Mfg. Co., was 
appointed treasurer. 

New of CFIMA in- 
clude: A. R. Brandt, general man- 
ager, Hawkeye Rubber Mfg. Co.; 
EK. H. Noelting, vice president, 
Faultless Caster Corp.; and D. F. 
\dams, vice president-sales, the Col- 
son Corp 


directors 


Planbook In 2nd Printing 


The CF TMA’s new Engineering 
and Purchasing Planbook, published 
in June 1959 is exhausted. 

[he planbook which provides 
comprehensive information on the 
selection and use of manual mate- 
tials handling equipment has been 
hailed by materials handling experts 
as one of the finest pieces of work 
made available thus far to industry. 

rhe second printing will be com- 
pleted and available soon. 

CFTMA reported comprehensive, 
standard specifications for products 
of the industry are included in the 


Planb« Tr yk. 
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George L. Bottari 


Bottari Discusses 
Distributors In The 60's 


George L. Bottari, advertising 
sales manager of INpustRIAL Dis- 
IRIBUTION, spoke to the St. Louis 
Industrial Marketing Club on “The 
Position of the Industrial Distribu 
tor in the Sixties.” 

The speech, given at the Club's 
luncheon at the Gatesworth Hotel. 
was based on research for a two part 
article, “Distribution In The 60's,” 
which starts in this issue on page 
99, and is concluded in the February 
issue. 





Bunting Brass Promotes 
Van Steenburgh 


Van Steenburgh was 
named to the new post of sales ad- 
ministration manager by The Bunt- 
ing Brass and Bronze Co. 

Mr. Van Steenburgh, a twenty- 
one year veteran with the company, 
will be succeeded by William J. 
McTighe. has been district 
manager in New England for the 
past twelve years. 

Parker E. Holt, formerly sales 
engineer in the I}linois-Indiana area, 
will succeed Mr. McTighe in the 
Boston area. 


Byron 


who 





Financial Statements 

This month Dun & Bradstreet, 
Inc., is mailing it’s annual request 
for financial statements to those 
firms in the U.S. and Canada, who 
seek or grant commercial credit. 
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24 Wholesaler-Mgrs. 
Finish CSA-EMI 
One Week Course 


Twenty four wholesaler-managers 
were in the third graduating class of 
the Central Supply Association’s 
one-week Executive Management 
Institute, on November 20. 

This brings the total of EMI 
graduates to 64 member presidents 
and top managers. ‘The first school 
was held Nov. 1958, the second last 
April, and the third this November. 

Howard Mold, manager of sales 
personnel for Minneapolis-Honey- 
well, again was the chief instructor. 
Sessions, on from 8 A.M. to 9 P.M,, 
covered a variety of key management 
subjects, including planning con 
cepts and methods, running guided 
conferences, selecting and motivat 
ing personnel, and developing young 
management talent. 

Highlighting the session was the 
playing of the 
making game, “Top Brass.” 


decision- 
The 
students were paired off into four 
companies; they were given $400,- 
000 and 24 years, and told to sell 
against each the 
market. 


business 


other in same 

Among the group, representing 
twelve states and Canada, were four 
company presidents, three general 
managers, seven vice 
branch 
managers 


managers. 


presidents, 


four two 


managers, sales 


and three department 





B. F. Goodrich Relocates 
San Francisco Warehouse 


Four divisions of B. F. Goodrich 
Co., will move out of San Fran- 
cisco to a new 100,000 square foot 
office and warehouse in Crocker In- 
dustrial Park, South San Francisco. 

[he divisions involved in the 
move are, B. F. Goodrich Tire Co., 
B. F. Goodrich Industrial Products 
Co., B. F. Goodrich Footwear and 
Flooring Co., and International 
B. F. Goodrich Co 

Regional accounting for eleven 
western states will also move into 
the new location. 
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Falk Holds Distributor Sales Seminar 


2 RE LPM asam 


On the rostrum are some of the Falk Corp. representatives who spoke at the threc 


day seminar 


From left to right, Sand Falk, eastern regional sales manager, ‘lony 


Peroutka, assistant manager of distributor sales; Dave Ovshak, representative dis 
tributor sales, T. F. Scannell, vice president-general sales manager; D. K. Lambert, 
manager distributor sales. Standing at far right, Ken Schroeder. 


lhe Falk Corp. opened its third 
1959 three day distributor sales semi 
nar in Milwaukee, November 2. 

The program was a tight schedule 
each day from 8:15 to 5:00. T. F. 
Scannell, general sales manager, wel- 
comed the distributor salesmen, and 
D. K. Lambert, manager of distribu- 
tor sales for Falk, outlined the ob 
jectives of the seminar. 

Distributor sales personnel at- 
tending were: Robert L. Zaic, F. H. 
Bathke Co., St. Paul, Minn.; Gor 
don MacDonald, Bearing Supply & 
Service Co. Ltd., Winnipeg, Can- 
ada; James A. Hash, Bearings Sup- 
ply Co., Billings, Montana; Abe 
Leonard, Behrings Bearing Service 
of La., Lake Charles, La.; Warren 
Akerberg and M. J. Donohue, 
Bowen’s Superior Explosives Co., 
Mason City, Iowa; Wes Charpie 
and Ed Ostling, Central Rubber & 


Supply Co., Dallas; Henry Carson, 
J. E. Dilworth Co., Memphis; 
George Helbing, Dodge-Chicago In 
dustrial Equipment Co., Chicago; 
Donald E. Hertz, Henry Electric 
Co., Saginaw; Ralph Lindsy, Meier 
Transmission, Inc., Cleveland; Eu 
gene ‘I’. Williams, Palmer Bearing 
Co. of Warren, Warren, Ohio; Leon 
Chase, Patron Transmission Co., 
Inc., N. Y. C.; Jack L. Baumeister, 
Syracuse Supply Co., Syracuse; Joe 
Kiselica, ‘Transmission Equipment 
Co., Pittsburgh; William Stone, 
Transmission Products, Inc., Rich- 
mond, Va.; Joe Hobbs, Transmis- 
sion Supply Co., Rock Island, III.; 
Charles S. Rule and V. C. Walter, 
l'ri-State Mill Supply Co., Inc., 
Crossett, Ark.; M. J. Sullivan, Rob- 
ert J. Uplinger, Inc., Syracuse; 
C. W. Fell, Voorhies Supply Co., 
Inc., New Iberia, La. 





Carrier Conveyor Merges 
With Chain Belt Co. 


Subject to tax clearance with the 
Internal Revenue Bureau,, Carrier 
Conveyor Corp., and its subsidiary 
General Industries, are merging into 
Chain Belt Co. 

Carrier designs and 
manufactures a line of natural fre- 
quency vibrating conveyors, feeders, 
and related equipment. 

Chain Belt stock will be ex- 
changed for all assets of Carrier and 
General Industries. 


cony eyor 





“Growth Company Of Year” 
Award Goes to SPS 


The annual award for growth of 
the National Association of Invest- 
ment Clubs was presented to Stand- 
ard Pressed Steel Co. 

The Association termed Standard 
Pressed Steel, “a dramatic example 
of American free enterprise, dy- 
namic sales and earnings growth, ex- 
cellence of product, and public and 
employee relations.” 

The company hopes to top last 
years sales volume by $20,300,000. 


ADDITIONAL NEWS STARTS ON PAGE 164 





IT SELLS BESTS) sits 


YALE & TOWNE 


The Yale & Towne Manufactur 


ing Co., Philadelphia 15 


and products that meet the 
standards of performance and 
safety that Yale has set for a 
century. 


An example of Yale leadership 
is the Yale Air Hoist which has 
proved itself a top seller in a 
wide range of applications. Par- 
ticularly, in chemical plants, 
foundries, and other areas where 
no-spill overhead handling is 
needed for safety. Other selling 
advantages include constant, 
variable speed control, almost 
silent motor completely explo- 
sion and burn-out proof, fewer 
moving parts for minimum main- 
tenance, and wide range of 
models. Capacities, % to 1 ton. 

tS eer eh 
els, roller or link chain, pendant 
iccle puli-ceble control. ~ 
Yale Air Hoists sell best! ‘ 








Pa Hand, air, and electric hoists trolleys 
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Price Index for 19 Product Classes 


(1947-49=—100) 


% Change 
' . " ; , ‘ Nov. Oct. Nov. From 
NAME OF PRODUCT CLASS <9 59 58 Year Ago 


(preliminary ) 


Abrasive Products 143.2 145.7 145.6 2.0 


Cutting Tools 168.8 168.8 160.5 
Fans and Blowers 182.2 182.2 181.6 
Fasteners 206.7 203.7 200.0 
Incandescent Lamps 190.0 190.0 159.6 
Industrial Rubber Products 152.9 152.9 144.0 
Lubricants 92.2 92.2 89.0 
Materials Handling Equipment 171.3 171.3 167.3 
Mechanics Hand Toois 186.9 184.0 


(Files, saw blades) 
Metalworking Accessories 174.5 170.9 
Motors 107.1 110.4 
Paint 128.3 128.2 
Portable Power Tools 143.7 138.6 
Power Transmission Equipment 175.5 173.5 
Precision Measuring Tools 147.6 143.5 
Pumps and Compressors 175.8 


Steel Products 186.9 


(Pipes, bars, nails, wire rope, etc.) 
Valves and Fittings 160.5 


Welding Machines 153.6 


(Equipment, Rods) 


Total Index (weighted average) . 161.0 


ource: Bureau of Labor Statistics and Industrial Distribution 
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THE “QP’’ ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 
@ 

See your Lyon Dealer for delivery from stock of the 
world’s most diversified line of steel equipment. 
LYON METAL PRODUCTS, INC. 


General Offices: 153 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill., York, Pa. and Los Angeles 








THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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N ‘THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Ratchet Wrench 


Speeds fitting assembly, ideal 
for work in close quarters 


ratchet wrench, 


called Kwik-Tite wrench, is said to 


Light-weight 


be ideal for making up tube fittings 
high pressure hose fittings, hydraulic 
hose fittings, pipe fittings and other 
ipplications. Also for fastening ma 
Avail 
able in following hex nut sizes: %, +s, 


l ’ 5 11 3 13 
2 S> Lh> 4) 16 


chine nuts and hex fasteners 


, Te and §-in 
Imperial Brass Mfg. Co., 6300 
West Howard St., Chicago 48, II 


Metal Primer 


Dries in 20 minutes, is compatable 
with almost any finish coat 

“Rust Magic” metal primer, either 
spray or brush type, has phenolic 
the 
pigment and vehicle through sound 
rust and locks itself tight to the sub 
strate, maker claims. Saturating ac- 


resin penetrant which carries 


tion is said to neutralize porous rust 
and make it an actual ingredient of 
the paint film. In half pints, pints, 
quarts, gallons, 5-gallon pails, 55 
gallon drums and 16-ounce aerosols 


Krylon, Inc.., 


Norristown, Pa. 
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Bolt Anchors 


For applications where bolt head 


should be out of the hole 


“Multi-Calk” 


heavv dutv masonry anchors for 4-in 


Threaded _ stvle 


to l-in diam. bolts consist of lead 
sleeve which is caulked down over 


a hard metal cone, filling with lead 
the drilled hole and all irregularities 


in the wall. A threaded “pilot”, or 


dummy bolt, keeps lead from filling 


bolt hole. Said to make it unneces 


sary to cut or burn off a protruding 


stud, should fixture be 
Recommended for heavy loads 


Rawlplug Co., New 
chelle, New York 


Ro 


Inc., 


<_> 


Tarpaulin Material 


Stronger construction 
for heavier service 


l'ruck tarpaulin material, of neo 


prene coated nylon, is said to offer 


300 per cent more abrasion resist 
ance than 
materials, 


other current 


plus greatly 


square inch, is unaffected by mois 


ture, maker claims. Designated as 


Fiberthin 71514T-Truck. 
United States Rubber, 1230 Ave 


nue of the Americas, New York 20, 


Fs 
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remoy ed. 


neoprene 
improved 
bond of the coating to the nylon. 
Adhesion is rated at 40 pounds per 


1960 


Eliminate leaks on all pip 

threads, dry seal or standard 
“Tef-Seal” nut said to eliminate 
threaded joint leaks when installed 
together with usual fittings on all 
pipe connections. Also said to serve 
as economical substitute for straight 
thread “O” 
original female pipe ports, and give 
positive seal on directional fittings 
like and 
torting mounting bosses or damag 


ing 


ring boss fittings using 


tees elbows without dis 


expensive pumps and _ valves 
Quickly and easily installed, maker 
claims. 


Weatherhead Co., 
Blvd.., 


128 West 
Washington Fort Wavne, 


Ind. 


Reciprocating Saw Blades 


Bend them and they 
bounce right back 
Reciprocating saw blades, called 
I'wist-Rezist blades, are tempered 
like a fencing foil for longer blade 
life and less time and money spent 
in replacing bent or twisted units, 
maker claims. Guaranteed shatter 
proof, will fit every heavy-duty re 
ciprocating saw now on market. 
Westlund Industries, East Haven 
12, Conn. 





TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Blade Type Micrometers 


For measuring depths or diameters 
in narrow grooves, slots, keyways etc. 


Line of micrometer calipers with 
blade-type anvils and spindles, s¢ 
486, are available in five 


0-1, 1-2, 14-24, 24-34, 


TICS SIZC 


ranges and 
34-44-in. Blade type anvil and spin 
dle is only thick 


Pe-n 


and will 
Spindlc 
is non-rotating, will not turn in slot 
Read in 


convenient 


030-in 


measure depths to 


or roll of narrow shoulder 


thousandths and have 
“speeder” on the end of the thimbk 
for rapid turning of thimble for fast 
setting, measuring 

L. S. Starrett Co., 


Athol, Mass 


- 
WO sec. 


39500 " SooM@e. @ 


Components 


For use where low friction, 
silent operation is important 


Assortment of — seilf-lubricating, 
non-contaminating components are 
made of Lignum-Vitae (a hard, res 
inous wood ) and are said to operate 
well in liquids, water, many acids 
and chemicals, maker claims. Other 
stated claims: able to resist pressures 
to 14850 lbs. psi on the end grain; 
flatten; 


can function in edible foods, liquids 


components won't creep O1 


From 4-in diam. and up. 
Lignum-Vitae Products Corp.., 
§ ] 


97-P Boyd Ave., Jersey City 4, N. ]. 


Metal Framing 


“Erection Set’ concept of pipe suspen- 
sion applied to heating-plumbing fields 

‘FaMet” metal framing is said to 
be easy-to-install, completely adjust 
ible pipe suspension system consist 
ing of special preformed channel 
members, a complete range of fram 
ing fittings and a wide variety of 
hangers and accessories. It is used 
in the 
suspension systems and special 
racks for 
tvpe of installation, 
Lin 


separate items for maximum adapt 


construction of pipe racks, 
pipe 
practically 


purpose ally 


maker claims 


encompasses more than 500 


1 


ibility and number of combinations 


& Mason Mfg. Co., In 


Airless Paint Spray 


Cuts overspray, spatter, paint waste; 
good for maintenance painting work 
\irless 
high 


spray painting system uses 
fluid 


nt without need for ait 


working pressures to 
ize pal 
ng can be done in a plant 
vithout the need for shutting down 

. even when in the same 
reas being painted, maker claims 


Binks Mfg. Co., 3114 Carroll 
\ve Chicago 12, Ill 
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Switchgear Housing 


Strong, rigid, needs no paint 
to protect it from weather wea: 


* Aluma-Clad” 


ing is made of extruded aluminum 


switchgear hous 
panels which snap together to form 
a maintenance-free, leakproof struc 
ture for outdoor use, maker claims. 
Lighter weight and modular con 
struction said to speed handling and 
installation at job site. Available in 
ill sizes and voltage classes. 


AllisChalmers Mfg. Co., 
waukee 1, Wis. 


Mil 


Miniature Shaft Collars 


Meet miniaturization needs in machin- 
ery electronics, and instrument, fields 


l'wo tiny steel collars for shafts 
i's and ,-in diam. respectively are 
used in taking up thrust, for locking, 
spacing and positioning shafts and 
for many other mechanical applica- 
tions, maker states. High torque hex 
socket set screws are said to have 
highest recommended seating torque 
for a hex socket screw of this kind, 
thus hold collar in place with greater 
clamping force. 

Standard Pressed Steel Co., Jen- 
kintown, Pa. 





accurate and versatile 


WITH BALANCED ACTION 
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multi taps 


You are building profitable, repeat sales when you recommend Winter 
Multi Taps. Made with Winter’s famous Balanced Action, Multi Taps 
are the most versatile, effective tools for tapping annealed or soft alumi- 
num, magnesium and stainless steel as well as some types of copper. 


Extra manufacturing care is the ingredient that produces the excep- 
tional accuracy and long life that your customers expect in all Winter 
Balanced Action taps. 


Constantly increasing distributor sales attest the ever-widening 
popularity of these outstanding tools. You owe it to yourself to begin 
enjoying the “bonus profits” that can be yours as a Winter Distributor. 


WINTER BROTHERS COMPANY, Rochester, Michigan, U.S.A. 


Distributors in principal cities. Branches in New York @ Detroit @ Chicago @ Dallas @ San Francisco ® Los Angel 





CHOOSE FROM WINTER'S WIDE LINE OF TAPS, DIES AND GAGE: 





tools plus... 


end mills 
one for every job... 








A National Distributor offers his customers a complete line of job-proven 





end mills; there’s one to meet every possible requirement. And each one 
carries the built-in extras and added values that make National tools not 
just tools . . . but tools plus. With National Tools, you can give your 


NATIONAL 


TWIST DRILL 


customers all these important plus values: 


Assured production uniformity @ Knowledgeable field engineering 
Qualified technical assistance @ Intensive research and development 
Superlative Quality Control 





fer your customers important on-the-job savings, build profitable 
repeat sales for yourself with National... tools plus! 


TIONAL TWIT DRILL & TOOL COMPANY, Rochester, Michigan, U.S.A. 


ributors in principal cities. Branches in New York @ Detroit @ Chicago @ Dallas @ San Francisco @ Los Angeles 
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On the Market Today (Cont’d.) 


Airline Couplers 


Check units and adapters interchange 
with similar types used in industry 


Line of “Hi-Flo” airline couplers 
have check unit and idapter which 


lock together with a snap and, once 


closed, will not accidentally pull 
apart when snagged on machinery o1 
dragged across floor, maker claims 


Couplers are said to connect and 
with a heavy 


knurled sleeve on check unit pro 


disconnect easily, 


viding non-slip action even when 
hands are gloved or covered with 
grease. Air flow through couplers 
is 65 cubic ft. per minute at 100 psi 
inlet pressure. Couplers, of corro 


sion resistant 


case hardened steel. 


have only three moving parts in 
check unit: a spring, deflator and a 
Check 
connected to line to eliminate kink 
ing of hose 

A. Schrader’s Son, Di 
Mfg. Co., 470 


Brooklyn, N. Y 


washer 


unit swivels when 


Scoville 
Vanderbilt Ave.., 


Waterproof Adhesive 


Tiles may be set within 10 minutes 
after spreading adhesive with trowel 


Non-flammable waterproof adhe 


sive 1s recommended for bonding 


rubber and vinvl tile 


to on-grade 
concrete, linoleum to steel, terrazo, 
other 


ceramic tile and 


non-porous 
surfaces. In liquid paste and pow 
der form, one gallon sizes 

Borden Chemical Co., 350 Madi 


son Ave., New York 17, N. 


138 





Safety Plunger Can 


For dispensing flammable 

or volatile liquids 

Safety plunger 
mended for 


can is recom 
industrial and mainte 
nance operations where cleaning 
ing must be done .with gasoline or 
similar liquid. Pressing down on a 
forces a 
of the fluid to 


rise and dampen a 


spring-mounted dasher 


measured amount 
brush, 
sponge or cloth. Perforated metal 
screen in the dasher acts as fire baffle 
against ignition of contents. Of 24 


gage terne coated steel, with seam 


swab, 


less body. In 1 quart, 2 quart and 
1 gallon capacities 

Eagle Mfg. Co., 
Wellsburg, W. Va 


1115 Charles St., 


Work Glove 
Colored fcr signalling 
and spot identification 

Work gloves, called “Glo-Gluvs”’, 

“Day-Glo” 

identification of 


have bright color for 


spot workers in 
volved in hazardous applications o1 
where signalling is necessary. Lus 
trous hue said to cut loss of gloves 


Granet Corp., Framingham, Mass. 


a 
4 
4 
4 
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Clamp 


Holds work firmly to any surface, not 
limited to positions near the edge 
Clamp attaches to any wood o 

metal work surface by means of a 

bolt spotted in the middle or along 

Slot in 

base of clamp engages protruding 


the edge of the work areas 


head of holding-bolt so that clamp 
slides into work position instantly 
When not in use, clamp may be re 
leaving work unob 


moved, area 


structed. Recommended applica 
tions in home, metalworking, and 
woodworking shops for mitering, 
gluing, routing, sanding, mortising 
and other jobs where speedy, sure 
holding pressure is needed. Clamp 
doubles as vise when installed along 
edge of workbench or table. 
Adjustable Clamp Co., Dept. HC 
37, 417 N. Ashland Ave., 


22. Til. 


Chicago 


Radiator Hose 


For servicing the most 
advanced high pressure cooling systems 


Molded high 
pressure radiator hose has following 


synthetic rubber 
stated advantages: won't corrode, is 
stronger, gives better protection, fits 
radiator and block connections bet 
Called “Davflex’”’, 


the hose comes in 22 sizes designed 


ter, looks better. 


to fit 90 per cent of cars today. 
Dayton Industrial Products Co., 
Melrose Park, Il. 











Drill Press Vises 


Line has been expanded 
to include two new sizes 


I'wo new sizes of drill press vises 
idded to company’s line have 34 
ind 6-in jaw widths. Stated features 
include (1) counter clockwise rota 
tion of vise handle to automatically 
disengage nut and allow nearest vise 
jaw to move freely (moving handle 
in opposite direction engages nut 
and continued rotation tightens jaw 


Nuts 
have no moving parts and are virtu 


securely against work) (2) 


ally wear-proof, with no triggers or 
buttons to control nut action (3 
Jaws have machined horizontal and 
vertical V-grooves to hold round 
work (4) Attaching lugs have been 
placed at ends of vises to enable 
vises to be used on sides. 

Wilton Tool Mfg. Co., 
Schiller Park, Il 


Inc., 





Smooth-Top Work Table 


For assembly and inspection in 
shops, laboratories and schools 


Smooth top table is made with 
stringer supported top and formed 
foot equipped with 
quickly-adjustable levelor glides that 
compensate for uneven floors, pre 
vent wobbling. Has natural 
pattern plastic surface which is non 


rest, comes 


birch 


glare, stain and scar resistant. Di 
mensions: 5 ft. x 30-in x 32-in high 
Pollard Bros. Mfg. Co., Chicago 


Cup Brush 


Combines four important 
performance and safety features 
UDX-6 model 6-in cup brush has 
following stated performance and 
back, de- 


signed to absorb operational stresses, 


safety features: curved 
illows brush to run as high as 7000 
RPM for faster cutting and easier 
cleaning; rolled bead edge eliminates 
breakage of outside wires even under 
severe use; internally mounted nut 
jutomatically screws on tighter in 
operation and brings brush closer 
to power tool or machine for better 
balance, less wear; constructed with 
full 
wires per tuft for faster cutting, 


two rows of tufts and more 
longer life. Applications in clean 
ing, rough surfacing, large surface 
aTeas. 

Anderson Corp., 1029-1039 South- 


bridge St., Worcester, Mass. 


NTERNAL NUT 
FULL DOVBLE 
ROw, ODENSE 


Urethane Foam Kits 


Contain pre-mixed chemical compo- 
nents for creating rigid urethane foam 
Do-it-vourself kit for home handy- 
men, motor boat and yachting en 
thusiasts includes sealed can, con 
taining a pre-measured chemical, 
which serves as the mixing container. 
User combines and stirs components 
in accordance with instructions prior 
to pouring into mold or void. Mate- 
rial is said to expand to 30 times 
original volume within 10 minutes. 
Resultant lightweight foam clings 
to any surface, has natural bouyancy 
and imparts great structural strength 
and rigidity, maker claims. 
Davton Rubber Co., 
Ohio 


Dayton, 


(Continued on page 140) 
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UW inute Wan 
KEYWAY BROACH KITS 


For cutting keyways from ¢” to 1” 
in any bore from 4” to 3” in one 
minute for as little as one cent. 





STOCK DELIVERY 





Winute Than 


SQUARE BROACHES 


For finishing 4” to 4” square holes 
in one pass in cast or drilled bore. 


HEXAGON BROACHES 


For finishing 1%” to %” hexagonal 
mg in one pass in cast or drilled 
re. 


ROUND BROACHES 


For finishing 4” to 1” round holes 
in one pass in drilled bore. 





STOCK DELIVERY 





duMONT TOOL BITS 


Hold a keener cutting edge longer 
due to “balanced” toughness, red 
hardness and wear resistance. High 
speed, groundsquare and rectangular. 





STOCK DELIVERY 





WUinute Than 
MAGNETIC BASES 


Hold dial indicator gages 
— save set up time. Al- 
nico magnet has 50 lb. 
grip on all four sides. 
360° horizontal swing, 
180° vertical swing. 





For complete information on these fast 
selling, high profit tools, get in touch with 


The duMONT CORPORATION 


Greenfield, Massachusetts 











| 
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Franchise features designed for profit 
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Specialized aid 


when you need it 


At no cost to you, Allis-Chalmers offers assistance in three 
areas of operation: (1) sales, (2) engineering, (3) finance. 

Direct assistance is available to your salesmen on sales 
calls. Your A-C representative considers it part of his assign- 
ment to make calls at your request. Your sales force will find 
his specialized product knowledge highly valuable. 

For the unusual application, A-C provides all the engi- 
neering assistance you need. Factory application engineers 
are brought in as required to study the application and rec- 
ommend special product designs or modifications. 

Since profits may depend on your financial procedures, 
Allis-Chalmers Treasurer’s Representatives are at your serv- 
ice to analyze your accounting problems and make recom- 
mendations that can mean the difference between being in 
the “black” or “red.” 

These guidance services cost nothing. They are just one 


nN 


more A-C contribution to its distribution organization. 


ALLIS-CHALMERS 


Tas 


Drill Presses 


Designed to provide 
ruggedness of heavier machines 
Line of 15-in drill presses includes 
40 models available with high or 
slow speed, single or multiple spin 
dle, No. 2 morse taper or 0-4-in key 
chuck spindle and standard or pro 
duction table. Stated features in 
clude: Four over-sized, pre-loaded, 
lubricated-for-life bearings in spin 
dle construction; Heavy-weight 
head, cast in a single piece and a 
large, two-inch diam. quill for ngid 
ity \ multiple-spline “floating 
drive’ for less vibration, more power 
at spindle. Slow and high speed 
models offer a range of 470 to 4600 
rpm with a choice of four speeds in 
each model. Powered by 4 or 4 HP 
motor. Spindle travel is 4)%-1 
Rockwell Mfg. Co., Walker 
Tumer Div., 400 N. Lexington Ave., 
Pittsburgh 8, Pa. 


Abrasives 


New sharpness attained 
in grinding discs, belts 
Line of resin-bonded aluminum 
oxide coated abrasives, called Meta 
lite Type 101, is available on fiber 
discs and cloth belts. Said to clearly 
outperform existing materials almost 
without exception due to improved 
coating process and newly developed 
raw materials. Metalite Type 101 
fiber discs in grit range from 150) 
through 24; belts from 180 through 
24. 
Behr-Manning Co., Div. Norton 





Co., Troy, N. Y. 


A-1172 
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Drive Attachment 


Increases drill’s power seven times 
for driving and removing screws etc. 
High torque drive attachment (1 
352), for quarter inch and _ larger 
electric drills, has following stated 
features: hand clutch commands 
full control of power and safety at 
all times; high torque drive is fully 
reversible; with use of “Yankee” 
style quick change snap-in bit holder 
and snap-in bits for slotted and 
Phillips screws, unit drives the heay 
iest screws with ease and reverses for 
screw removal; quarter inch squar¢ 
socket 


torque drive converts power dmill to 


wrench adapter in high 

fast, safe power wrench 
Stanley Tools. Div. 

Works, New Britain, Conn 


Stanley 


Sight-Feed Oil Cups 


Standardized sizes, 
multi-purpose designs 


Line of standardized oilers desig 
nated type “100,” have following 
stated features and benefits: high 
quality polished brass finish; suitable 
for use on pumps, machinery and 
equipment under normal or exposed 
conditions of extreme heat or cold; 
standard sizes using readily available 
Pyrex standard oil cup glasses; pack 
aged for ease in display, storage and 
handling; individually wrapped in 
tissue to maintain fine factory finish 

Federal Brass Mfg. Co., 809 West 
Second St., Elmira, N. Y. 





Product lines designed for profit 


| ane 
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wor « 


Allis-Chalmers has the widest line of quality centrifugal 
pumps in the business — in types of pumps... in range of 
sizes. The line includes all types of general-purpose pumps 
as well as pumps specially engineered for individual indus- 
tries. In addition, there’s an Allis-Chalmers motor and con- 
trol to fit every one of these pumps. Your range of activity 
is unlimited. 

Finally, Allis-Chalmers has a top reputation. Engineering 
assistance for pump applications is readily available from a 
large, capable sales force. Regional service through Certified 
Service Shops is at your customers’ call 24 hours a day. 
Products are competitively priced and easily selected from 
the newest and best-organized catalog in the field. 

Some franchise territories are available now for pumps 
as well as motors and control. Contact your nearest A-C 
office, or Allis-Chalmers, General Products Division, Mil- 
waukee 1, Wisconsin, 


ALLIS-CHALMERS 
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This line of pumps 
goes to BIG market 
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the Superior Solution 
for this GEAR ASSEMBLY used in 
a leading tractor 


This exclusive 360° retaining ring in the patented 
SELF LOCKING TYPE provided the just right 
answer because it had all these important ad- 
vantages: (1) full bearing surface; (2) ability to 
withstand stress; (3) positive prevention of unseat- 
ing due to dirt or centrifugal force. 


ff) SPR 
bireGlox 
the Superior Solution 


for this Power Steering Pump used 
in a leading make automobile 


Circolox provided an improved answer to this re- 
taining ring problem by meeting the need for low 
cost while at the same time improving on ring 
quality. Due to advanced manufacturing methods, 
these rings are furnished with an improved finish, 
smoother edges, uniform thickness, permanent set. 
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tOtal 2 means that whatever is the best 
solution to your retaining ring problems 
—Ramco can provide it. Only Ramco has 
BOTH types of Modern retaining rings 
to assure the right answer every time. 


SELECTED 
The two applications shown at left are 
good examples of the advantages of , x DISTRIBUTORSHIP $ 
Ramco’s tOtal 2. No other retaining ring ARE STILL 
manufacturer could have provided the 3 OPEN 
right answer to both of these problems. ah 
Mail coupons and complimentary sub- Write for 
scription to Technical Bulletin Service information 
about our 
The complete story of the tOtal 2 is 
now brought to you in the new Circolox t@tal 


Spirolox Catalog and Technical Bulletin 


which brings more problem solutions. 


Service. This catalog brings you all the ae ities - Program 
facts about Ramco’s tOtal 2 advantages. hich includes 
These include the tOtal engineering 


Powerfy/ Advertisements 4 


like this in Leading 


facilities of the world’s most modern 


retaining ring plant and a price struc- 


Industrial Manas; 
ture that assures fair, low prices free agazines 


from extreme fluctuations. Your copy 
will be sent without cost or obligation. 
Fill in the coupon below and mail today! 


RANICO 


IT TAKES 2 MODERN TYPES OF 

retaining ri 

TO SOLVE ALL YOUR PROBLEMS 
WE 


RAMSEY CORPORATION : 
Box 513, Dept. V, St. Lovis 66, Missouri 
without obligation please 

[) Send Free Catalog 


[) Enter my name on complimentary 
subscription list for Technical Bulletins 
bringing the latest problem solving 
ideas and applications. 


mfg. by 


RAMSEY CORPORATION 


a subsidiary of 


Thompson Ramo Wooldridge Inc. avtomotive group 


Name , Title 
Company 


Address 


City Zone State eye aoe 
Copyright 1960 Ramsey Corporation 819 ete 
OO ee oe RP i ed 
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ROUTERS— 
PLANES 


* 28% 


1959 Industrial tool sales 


Up a towering 23% over 1958/ 


Look at the figures: 1959 Skil industrial tool sales up a 
whopping 23% over 1958! That makes it the biggest year 
in the 35-year history of Skil Corporation. 


And with several revolutionary (repeat, revolutionary) new 
Skil tools about to be unveiled, everything points to an 
even bigger year in 1960. 

Don’t miss out again! Go after your share and more of 
the big 1960 industrial power tool market with 1960's hot 
line... SKIL! 

Mail coupon right away for full information on how you 
might qualify to make bigger sales and bigger profits with 
the SKIL line in 60. DO IT NOW! 


HERE ARE SOME OF THE ADVANTAGES 
SKIL DISTRIBUTORS ENJOY: 


e Top brand name acceptance . . . Survey after survey 
shows Skil is a name industrial power tool users want 
on the nameplate! 


Quality reputation of Skil . . . 35 years experience 
building fine portable power tools stands behind 
every Skil product. 


Coast-to-coast Skil service . . . 39 completely equipped 
factory branches strategically located for quick, reli- 
able service. In addition, there are 62 factory-author- 
ized Skil service stations. 
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SALES RECORD! 


DRILLS UP 


SANDERS 


** 38% 


ighest in Skil history! 


e Well-trained sales force . . . giv ibutors help = 
wherever they want and need it verchandising, : FREE! 64-PAGE POWER TOOL CATALOG 
in conducting sales meetings, iping to clinch Ed Skil Corporation, Dept. 
sales in the field. : 5033 Elston Avenue, Chicago 30, Il. 

. Aggressive, merchandising al motion ... Skil e In Canada: 3601 Dundas St., W., Toronto 9, Ont. 
gives you a complete, merc sing and promo- © Please have your representative visit us. 
tional program—backed », consistent national ad- 0 Send FREE catalog 
vertising in the magazines your customers read! 


Title 


Company. 


-.-.and SKILSAW Address 
POWER TOOLS ——EEEOEEE——— State 
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TEMPLETON, KENLY & CO. 2523 GARDNER ROAD « BROADVIEW, ILL. 
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5S LEVER TYPE 


models to choose from! 


THE WORLD’S MOST COMPLETE LINE 


SIMPLEX incxs 


SINGLE 
4 EMERGENCY 
ACTING, i 


RATCHET — 


LOWERING — 


2 Models, 15 
11 Models, 5 to 


, tons capacity, 
20 tons capacity. Pivot on base. 
Full capacity 


On toe or cap. 


SCC CESSES ETE HHO EHO HERE ESE 


POLE PULLING REEL 

& STRAIGHTEN- JACKS 

ING JACKS ~q 3 Models (One 
3 Models (One Aluminum alloy) 
aluminum alloy) 5 to 10 tons 

5 to 15 tons capacity. 
capacity. Standard : T” Base. 

of Bell System. 


GEARED MINE TIMBER 
JACKS JACKS 

3 Models, 25 to 4 Models (One has 
35 tons capacity. trip mechanism). 
Side toe lift, Single and 

double acting. 


Seeeeeeeeereeeeeeeeeeeeeelieneeeeeeeeeeneeeeee 


TRACK (TRIP) 


(2 y JACKS 
£ 13 Models (Five BELT 


{ aluminum alloy) TENSIONING 
Single and 
. Q double acting. JACK 
5 ton capacity. 


=_— 





eee eee eee eee eeeeee 


Also Lever type, Cable & Wire Tensioning, Pipe Pushing & 
Pulling, Tie Remover, Tie Replacer, and Siding & Flooring 
Jacks . . . Look for further information on Hydraulic and 
Screw Jacks in other advertisements. 
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Liquid Dispenser Plunger 
Greater strength, close dimensional 
tolerances, corrosion resistant 
Liquid dispenser plunger has been 
redesigned from a machined part to 
a cold-headed knurled part, said to 
result in more efhicient assembly and 
lower unit cost. Smooth rounded 
corners have no burrs, maker claims. 
John Hassall Inc., Dept. T, West- 

bury, L. I., N. Y. 


Profile Grinder 


For arbor type cutters to 10-in diam., 
taper shank mills to 12-in length 


No. 3 Tangent-Are profile grinder 
is designed for sharpening cutting 
tools having radii in the cutting sur- 
face and for grinding clearances on 
profile type, straight or angular cut- 
ters. Composed of a reciprocating 
horizontal wheelhead and a revolv- 
ing workhead, is said to offer unob- 
structed visibility of working areca, 
fingertip controls for higher produc- 
tion, less fatigue. 

Hartax Div., Union Twist Drill 
Co., Athol, Mass. 





Centrifugal Separators 


For continuous processing of liquid 
mixtures having high solids content 


Complete line of self-opening 
centrifugal separators, called PX line, 
consists of three models: PX207, 
with a capacity range of 200-1500 
gph; PX 309 of 400-3000 gph capac 
ity; and PX 213 of 1000-6000 gph 
capacity. Recommended in opera 
tions where amount of solids present 
would quickly fill up the bowl of 
standard separators, or where there 
is insufficient feed to use nozzle 
bowl separators, or where high con 
centration of solids discharge is re 
quired. 

DeLaval Separator Co., Pough 
keepsie, N. Y. 


In-Line Filter 


For either pressure or 
suction side of pump 


Hydarulic In-Line Filter is con 
structed for protection of hydraulic 
machinery and oil recirculating 
equipment. Stated advantages of 
assembly on either side of the pump 
include (1) filter element is acces 
sible for cleaning or replacement, 
eliminating necessity for disassem 
bly and reassembly or draining sump 
tank and (2) original piping and 
maintenance of the hydraulic system 
is simplified. Has three ports—two 
“in” and one “out” for convenience 
and flexibility. Maximum operat- 
ing pressure is 150 PSIG. 

Arrow Tools, Inc., 1918 South 
Kostner Ave., Chicago 23, II. 





PUNCH-LOK 
HOSE CLAMPS 
LAST THE LIFE 
OF THE HOSE 











WON'T SNAG, 
WON'T LEAK 





PUNCH-LOK 
HOSE CLAMPS 


...are very small in comparison to many of 
the machines on which they’re installed, but 
PuncH-LoK Hose Clamps do a BIG, BIG job. 
Their absolute dependability in clamping vital 
hose connections makes high production schedules 
possible. They are on the job day after day... 
never require maintenance or repairs. Easy and 
quick to apply, once clamped they stay clamped 
for the life of the hose. 


Stock—Sell—Profit-With Punch-Lok Hose Clamps 
w Get Facts Now! 


"The sign of 
a GOOD Hose Clomp” 


o 


Dept. U, 321 N. Justine Street, Chicago 7, Illinois 
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PROTO’S 
FULL LINE 
MEANS 


SERVICE 


You can serve your industrial 
customers better with Proto’s full 
line of more than 2,172 professional 
tools of guaranteed quality. 


Proto maintains a field force of 

88 Tool Specialists to work with you 
... to sell not only the standard line, 
but the special tools that fill special 
industrial and military needs. 


The complete range of hand tool 
types and sizes, on-the-spot help of 
experienced factory representatives, 
new tools, and continuing research 
and development mean better 
service for your customers. 


And, year after year, through 
expanding advertising, merchan- 
dising, and publicity programs, your 
customers and prospects are told 
why, with the full Proto line, you can 
give them better service. 


PROTOSTOOLS Bes 


2214 Santa Fe Avenue. Los Angeles 54, California 
514 Alien Street. Jamestown, New York 
1714 Oxford East, London, Ontario, Canada 
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Forged C-Clamps 


Clik-Stop® Wrenches 


@: 


Power & Impact Sockets 


| 
: 


Screwdrivers, All Types 


ff 
¢; 


Job-designed Pliers 


The Proto line also includes: 
h lumbing tools, 





> 
torquers, pullers, end wrenches, 


punches, chisels, snips, etc. 





Nylon Hose Coupling 


Can be attached in one minute, 
will stand rough use indefinitely 


All-nylon coupling allows sale of 
random lengths of hose by cutting 
and coupling hose on a “while 
you-wait” basis, maker claims. Of 
“Zytel” nylon resin, couplings are 
said to be completely corrosion-free 
and self-lubricating for ease in con 
necting, disconnecting hose sections. 
Produced in variety of colors, in 
4 jy and 3-in diams. 

E. I. DuPont De Nemours & Co., 
12096 DuPont Building, Wilming 
ton 98, Delaware 











Utility Truck 


Incorporates load-easing stair climber 
on light weight, sturdy, one-piece frame 

Light weight, all-steel welded con 
struction utility truck has one-piece 
frame with truck-wide, full-size han 
dle which permits holding or mov 
ing the truck with one hand. Curved 
crossbars facilitate easy handling of 
round as well as square objects 
Nose plate is welded to back of legs 
for extra strength. Called “Mitey 
Handy” utility truck, is available in 
6, 8 and 10 in sizes, with semi-pneu 
matic wheels. 

The Fairbanks Co., 393 Lafayette 
St.. New York 3, N. Y. 





Pump Motors 


Redesigned frames are rigid, seasoned, 
cast iron with integrally cast feet 
Line of dripproof close coupled 

pump motors in new MEMA re 

rated frame sizes, from 4 HP at 900 

RPM through 75 HP at 1800 RPM, 

have frames 182 through 405 U. Ex 

plosion proof and totally enclosed 
fan-cooled from 4 HP, 900 RPM 

through 30 HP, have frames 182 

through 326 U. Motors furnished 

either 3 or 2 phase, in all frequen 
cies and commercial voltages below 

600 V. 

Lima Electric Motor Co., Inc., 

Dept. 129, Lima, Ohio 





Redesigned version has 60 per cent 
power increase, 15 per cent less weight 
New version of company’s 4-in 
“Shorty” drill incorporates follow 
ing stated design features: Off-set de 
sign of chuck head facilities working 
in confined space and around corn- 
ers, permits finger clearance on flush 
drilling jobs; full length paddle 
switch enables operator to maintain 
positive start-stop control in any 
gripping position; Twin-fan cool- 
ing for lower housing temps. on 
hand-held surfaces. Capacity up to 
}-in in steel or 4-in in hardwood; 
speed under full load 1000 RPM. 
Equipped with universal motor for 
115 or 220 volts. 
Black & Decker Mfg. Co., Tow 
son 4, Md. 


What's glue got to do with 
the price of finishing ? 


Stuck? Then you'll be interested to learn that glue is but one of 
several bonds used to hold the cutting grains to the backing in 
the manufacture of coated abrasives. Varnishes and resins 
are also common bonding materials. The problem is to select the 
proper bonding material to assure maximum belt life. Jewel Brand 
Abrasive Engineers know, for example, that glue is commonly 
recommended for dry, low heat applications while resins are 
usually required where toughness and resistance to water, heat and 
high working pressures are in demand. Their ability to recommend 
the proper bonding material often results in substantial savings 
in time, labor and materials. It will pay you to put their knowledge 
to work for you. Write for complete details. Abrasive Products, 
Inc., 185 Pearl Street, South Braintree, Mass. 


belts 
rolis 
sheets 
discs 


COATED ABRASIVES 


specialities 





ABRASIVE PRODUCTS, INC., South Braintree 85, Massachusetts 
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Binks Airless spraying 
outfits are available for 
pumping paints direct 
from 55- or 10-galion 
shipping containers 

to spray guns. 


Facts 


you should know about 





LMrless spraying 


Q: Is airless atomization spraying 
the answer to all spray painting 
and coating problems? 


A: No! Not by a long shot. 


Q: Where, then, is airless spraying 
best used? 


:It is excellent for indoor and 
outdoor painting maintenance 
or production work because 
there is virtually no overspray. 


Q: Does Binks manufacture airless 
spraying equipment? 

A: Yes. These rugged, dependable 
and mobile outfits incorporate 
the latest developments. 


Q: Why see Binks first when think- 
ing of airless equipment? 

: Binks offers you a complete line 
of spraying equipment. Only 
Binks offers you the opportu- 
nity to objectively compare air- 
less with other techniques to 
select the equipment best suited 
to your requirements. Binks 
engineering assistance on fin- 
ishing problems is likewise com- 
pletely objective. 


Q: How can more facts be obtained 
on Binks airless units? 

: Ask your Binks representative for 
Binks Bulletins A98-6 and A98-7. Or, 
if you prefer, call your nearest Binks 
Branch Office or write direct. 


AUTOMATIC 
EQUIPMENT 


ELECTROSTATIC 
EQUIPMENT 





Binks Manufacturing Company 
3128-30 Carroll Avenue West, Chicago 12, Illinois 


Temperature Measuring 
Instrument 


Measures temperature deviation 
at five inspection points 
Portable electrical instrument 
measures the temperature of preci- 
sion parts, gages, instruments, ma 
chines and surrounding air with re- 
spect to a reference temperature, in- 
dicates minute deviations on a 
meter. Called ““Teletemp”, instru- 
ment detects deviations to plus or 
minus from 1/10 to 1/40-deg. 
The Sheffield Corp., Dayton 1, 
Ohio 


Microhardness Tester 


Useful on the production 

line and in the laboratory 
Semi-automatic microhardness 
tester, Model LL Tukon, will ex 
pedite testing of cutting tool car- 
bide tips, watch springs, instrument 
pivots, needles, electro 
plated surfaces, sheet metal, metal 
lic constituents, surface conditions, 
paints, plastics etc. for hardness 
properties, maker claims. Has a 


surgical 


selective range of indentation loads 
of from 25 to 1000 grams, and a 
vertical capacity of 24-in. Rigidly 
mounted microscope, with 14X par 
focalled dry objective, permits rapid 
scanning of surface for location of 
test; calibrated 40X par-focalled dry 
objective used for measurement of 
length of hardness indentations in 
microns. 

American Chain & Cable Co., 
929 Connecticut Ave., Bridgeport 2, 


Conn. 





REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED eP DIRECTORY 
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Portable Lubricator 


One-hand operation to service any 
machines with hydraulic grease fittings 


Permanently air-primed portable 
lubricator may be loaded by cus 
tomer’s present lube pump, or 
through use of a filler. Holds five 
pounds of grease and can be readied 
in minutes, maker claims. 

Aro Equipment Corp., 
Ohio 


Bryan, 





Fuse Puller Panel 


Provides 30-amp. independent seal- 
able puller, 12 plug fuse branches 


Parallel-connected, 100 amp. fuse 
puller panel with 12 plug fuse 
branches and four branch pullers— 
one sealable for use with separately 
metered equipment—has 60 amp. 
main puller for all plug fuse light- 
ing and appliance circuits, another 
60 amp. puller for the range, and 
2 30-amp. branch pullers. 

General Electric, Circuit Protec 
tive Devices Dept., Plainville, Conn. 
































caster... 
many 
sales 





Bassick Series “H99” is the basic medium-duty truck caster for industrial, 
institutional, warehouse applications. Use these product facts in selling. 


Series "H99" Swivel and "H98" Rigid casters are the "work horses" of 
the caster industry. These highest quality steel casters are designed 
to take the abuse of rough service while giving maximum ease of swiv- 
eling and long life. And look at these selling points: 

+» Applications—on hand trucks, platforms, portable racks, stands in 
factories. On service carts, laundry, receiving, stock and other 
trucks in warehouses and institutions. 

« Easy swiveling—double ball race construction. Takes direct and sec- 
ondary forces. Large diameter ball race. 

« Long wear—fully hardened bearing surfaces are shaped to provide 
greater contact with balls. Result: long life even under severe 
service. 

+ Strength—heavy king pin, heavy gauge steel. Projection welding of 
large ball cup and horn into single unit. 

« Load capacities—depending on size and tread of wheel, from 125 to 
420 pounds per caster for soft tread; 250 to 900 pounds per caster for 
hard tread. 9.32 


WHEELS ATTACHMENTS AVAILABLE TO FIT “99” CASTERS 


AVAILABLE: 


Hard Tread 

« Semi-steel 

* Atlasite (composition) 
« Canaphin (phenolic) 


1. Plate construction 

2. Lubrication seals 

3. Grooved wheels 

4. Floating Hub 
construction 


5. Thread guards 

6. Variety of stems 

7. Threaded pipe sockets 
8. Swivel locks and 


Soft Tread 

* Baco (soft rubber) 

+ Alcore (aluminum core 
rubber tread) 

+ Steel side plate, 
demountable rubber 
tires 


—— 


This symbol 
appears regularly 
in our advertising. 


Excellence A DIVISION OF 


STEWART-WARNER CORPORATION | 
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NOW! 
All Wilton “C” CLAMPS 


have 


PERMA-PADS 


guaranteed never to come off! 


Here’s positive proof i 
that. PERMA-PADS 
never come off! 


NTT eeneneeentennteseeeententestien 


Try the hammer test yourself. Hit a conventional swivel pad on spindle till it 
falls off. Repeat test using a PERMA - PAD equipped spindle. See results below. 


The PERMA-PAD swivel 
stayed on and is still in 
use after the twentieth 
hammer blow! 


The ordinary ‘‘crimped-on” pad 
formerly used by Wilton flew off 
by the second blow. 


NOW! ALL PARTS OF WILTON C-CLAMP ARE SPECIALLY 
HARDENED BY WILTON’S white hot FIRE BATH PROCESS! 


Wilton Regular Duty 
extra deep throat 
SERIES 400 C-CLAMPS 
drop forged steel 


Wilton Regular Duty 
standard throat depth 
SERIES 500 C-CLAMPS 


ductile alloy 
ONLY WILTON C CLAMPS OFFER THIS EXCLUSIVE PROFIT-MAKING FEATURE! 


SELL THE FULL PROFIT AND FEATURE-PACKED LINE OF 
WILTON C-CLAMPS! 





Wilton Rapid Titan 
New Design! regular duty 
SERIES 600 C-CLAMPS 

ductile alloy ductile alloy 


PROMOTE WILTON C-CLAMPS . . . THE CHOICE OF THOSE 
WHO DEMAND THE FINEST! UNCONDITIONALLY GUARANTEED! 


WILTON 


WILTON TOOL MFG. CO., INC., SCHILLER PARK, ILLINOIS 


Manufacturers of the World's largest and most complete line of clamping tools! 1D-10 


Wilton Heavy Duty 
tandard throat deptt 
SERIES 900 C-CLAMPS 
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Micro Drill 


Precision ground, right hand spiral, 
straight shank, right hand cutting 


Solid carbide “micro-drill’” is 
made in wire sizes Nos. 61 through 
80, with diams. from .0135 to .0390, 
is recommended for drilling plastics, 
fiber, carbon and other non-ferrous 
material. Also for electronic circuit 
board work. 


Atrax Co., Newington, Conn. 


Electric Roto-Hammers 
Reduces cost per drilled hole, 
operator fatigue, need for second man 


Two electric roto hammers will 
each do three distinct operations, 
maker claims: hammering with si- 


multaneous power rotation; ham 


mering without rotation or drilling 
without hammering. Said to elimi 
nate many of the service problems 
commonly associated with electric 
hammers since there is no direct 
contact between striker and piston, 
thus no parts to break or wear. Also, 
no idling mechanism is necessary. 
Suggested applications in construc- 
tion, maintenance, installation and 
manufacturing industries. 

Skil Corp., 5033 North Elston 
Ave., Chicago 30. 





Hydraulic Control Valve 


Electrically operated; built 
for mobile equipment use 
Multi-spool hydraulic control 
valve is controlled electrically by 
oilimmersed, dirt-proof DC sole 
noids (in all standard voltages) or 
optional AC solenoids that are pre- 
wired to plug-in type wiring con- 
nectors. For service with pressures 
to 2,000 psi, and with a nominal 
rating of 15 gpm. Offered in three 
spool size. 
Double A Products Co., Man- 
chester, Mich. 


Swing Joints 

Used as elbows in pipe lines where 

flexibility and rigidity are needed 

Series 7400 stainless steel swing 
joints are said to withstand tough, 
corrosive conditions and_ prevent 
product contamination. Available 
in 14 to +in sizes, in 17 different 
styles. Cast in 316 stainless steel 
and designed for 1000 psi service; 
temperature determined by O-Ring 
seal. 

OPW-Jordan, 6013 Wiehe Rd., 
Cincinnati 13, Ohio. 


Your Nearest Distributor is 


YOUR BEST STOCKROOM 


Quick Service Cay MARROS> 
3 eas, 











Se 


By offering you complete stocks of Arro fastening and 
drilling devices, your industrial, wholesale hardware, and 
electrical supply house enables you to keep production up 
while keeping inventory costs down. 


THE BEWARROS> LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 


ry 
ARKO 
oa ARRO-CORE MASONRY DRILL 


A-C-E EXPANSION SHIELD MACHINE SCREW ANCHOR 


aqg@mms  AaS-cocoe 
IDE MASONRY DRILL 
EXPANDER HAMMERLESS SETTING FOOL ARROFLUTE CARBIDE 


O-E EXPANSION SHIELD 


- Li. ———— 
' ] FOUR-FLUTE HAND STAR DRILL 
gs mi 
~ 
HOLD-IT EXPANSION SHIELD 


MAL-LEAD BOLT ANCHOR 
FOUR-FLUTE DRILL POINT 


(~ 
DOUNE EXPANSION HELD SS 


STUD BOLT ANCHOR TWIST DRILL POINT 
eee erere rey 


LAG SCREW EXPANSION SHIELD SPIRAL-DRIVE NAIL ANCHOR 


en ¢ a 
TWO WING TOGGLE BOLT 


LEAD SCREW ANCHOR RUBBERGRIP DRILL POINT HOLDER 


- TUMBLE TYPE 


, TOGGLE BOLT JUTE PLUG LITTLE MAJOR TURNBUCKLE 


=" aadealied 
This 


Advertisement Appears 
SILVER KING in Leading Publications Di- 
SELF DRILLING SHIELD rected to Your Customers 


ARRO EXPANSION BOLT COMPANY 


DEPARTMENT C, P. O. BOX 388, MARION, OHIO 
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Line! 


NATIONAL 


KANT TINK 


SPRING WASHERS 


Customer - preferred 
for Performance 
Distributor - preferred for Protits 


High-efficiency National Kantlink Spring Lock 
Washers are known industry-wide for their “‘live 
action”, longer lasting dependability. National 
features an expanding, powerful helical spring 
action that assures permanently-tight bolted as- 
semblies. Distributors nationwide like National's 
mutual-interest sales policy that affords maxi- 
mum distribution sales and profits from the 
customer-preferred spring washer line! 


National Display Packaging 
is Clearly Labeled, Easier to 
Store 

Convenient to display National 
packages are supplied for all 
standard sizes. These especially 
re-inforced boxes are extra-strong 
to prevent damage and keep 
shelves neat and attractive. 


Stock and Sell National — 
Your “Double Action’ Profit 
Maker 


National Catalogs are available. 
Call or write, today, for full par- 
ticulars on the National line. 


The NATIONAL 


pOUBLEACTION . 





Air Hoist 


Choice of several throttle and brake 
systems for adaptability in many areas 

Air powered hoist offers a choice 
of several throttle and brake systems 
that make it adaptable for use in 
such divergent areas as mine shafts 
for hoisting men and materials, car 
spotting at industrial plants and 
mines, submarine drill barges as an 
chor or spud hoist, barge spotting at 
docks, decoking tank service. Lift 
ing capacity ranges from 27,000 Ibs 
at 37 fpm to 3700 Ibs. at 220 fpm 
Five cylinder, radial air motor (10 
23 HP) with integral gear 
case drives large rope drum through 
multiple roller chain. Drum has ca 
pacity of 2300 ft. of 3-in wire rope 

Joy Mfg. Co., Henry W. Oliver 


Building, Pittsburgh 22, Pa 


17 or 


Steel Truck and Coil Holder 


Double-binned style seal box has more 
capacity for seals, anchors, etc. 
Heavy-duty steel strapping truck 
and coil holder, model E46AQ, is of 
all-welded, tubular steel, is designed 
to be a completely self-contained 
portable strapping station that can 
be wheeled to and from jobs. Coil 
holder is redesigned to permit faster 
ind easier loading of heavy-duty 
steel strapping in ribbon-wound 
coils from either side, maker claims 
Guide rods can be easily reposi 
tioned to accommodate various 
combinations of 3, 14 or 2-in wide 


LOCK WASHER COMPANY 


NEWARK 5S, NEW JERSEY ee MILW 


heavy-duty steel strapping. 
Acme Steel Co., 135th St. and 


Representatives in Principal Cities in the United States and Canada Perry Ave., Chicago 27, Ill. 
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Regulator 


Eliminates three common 
dangers of regulator misuse 


“Saf-T-Pak” regulator for welding 
industry has following safety fea 
tures: regulator “hard-hat” encloses 
and protects ordinarily exposed 
gauges; “Flo-trol” on the down 
stream side prevents reverse flow 
and mixture of gases, eliminating 
explosive dangers; safety inlet con 
nector fits inlet connection to regu 
lator for quick repair of damaged 
connections. For use with oxygen, 
acetylene and LP gases. 

Smith Welding Equipment Corp., 
2633 Fourth St., S. E., Minneapolis 
14. Minn. 


= 
“e 


} - af ; r rw 
- } 

D | | 
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Magnetic Rack 


For applications involving handling of 
small or large ferrous parts, stampings 


Permanent magnetic hanging 
rack, called Magna-Rax, is employed 
with overhead or monorail convey 
ing systems for handling ferrous 
parts, stampings etc. in operations 
such as dipping, spray painting, 
washing, coating, plating or simply 
conveying. Units consist of non 
electric, double-ended magnets 
welded as attaching members to 
steel frames, eliminating need to cut 
hanger holes. 

Eriez Mfg. Co., Erie 6, Pa. 


rue WELLS move: 1200 


HORIZONTAL METAL CUTTING BAND SAW 


Looking for a way to handle heavy duty production metal cutting? 
Focus your eye on a Wells Model 1200, the quality built, efficient, 
economical horizontal band saw. Ask your Wells dealer to show 
you one in operation. You’ll appreciate its outstanding value. The 
Model 1200 has a rectangular capacity of 12” x 16” and rounds, 
12%,” O.D. It incorporates such select features as controlled blade 
pressure to provide proper feed action and increased blade life . . . 
pushbutton operation and for greater safety, 110 volt control cir- 
cuits. Also available with J.I.C. controls. 


New Model 312 Roto-Veyor... 


A brand new concept in automatic 
bar feeds. Designed specifically for 
use with the Wells Model 1200 
Band Saw, the Roto-Veyor con- 
verts it into a heavy duty, com- 
pletely automatic cut-off machine. 

eed mechanism and stock clamp- 
ing action is synchronized with the 
saw to provide accurate repetitive 
cutting. Improves saw efficiency, 
saves time, and reduces produc- 
tion cutting costs. Write today for 
Bulletin 265. 


“The Pioneers of Horizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 Adams St., Three Rivers, Michigan 
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NEW 


MALLEABLE 
IRON 
MACHINIST VISE 


An unconditional guarantee 
against breakage backs up your 
statements about the iron-fisted 

ruggedness of these great 

new vises. And 80 years 
of manufacturing and 

fair dealing backs up the guarantee. But, 
get the details on this great new line... 

®@ Two types . . . stationary plus the distributor deal. 


| 
base eid a arte ee | . Write today. 
swivel model. HINGED PIPE VISES 
@ Extra exclusive feature | nibreakable mal- 
. tool steel pipe jaws 
evetiahie to make either om PIPE VISE 
model a combination vise. | 


M | MILWAUKEE! A IJ MILWAUKEE! F F etn 1 TOOL & EQUIPMENT co, 


®@ Jaws open to 6% inches. 





B.EGoodrich 


INDUSTRIAL 
CEMENTS 


Quick-setting, strong, 
water-resistant adhe- 
sive for paper, wood, 
cellophane, ceramics, 
metal or cloth. All iri- 
dustrial sizes shipped 
jn polyethelene con- 


DISTRIBUTOR 
: 


CATALOG 


base cements. Any 
quantity. Any size 
Ready to ship. 


RUSCOE 
RUSCOE 


SOLVENTS 


@ Methyl! ethyl ketone (MEK) 


CEMENT 


and 


eat 

; cdl 
Bond Known’ 
W. J ° RUSCOE co. 475-485 Kenmore Blvd. Akron 1, Ohio 


@ Acetone eLoacquer thinner 
® Mineral Spirits 


All available in standard 


industrial sizes. CJ 
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Lamp 


Widespread applications 
in electronic systems 
Micromimiature lamp, called Mite- 
T-Lite, is said to have immediate 
applications in missiles, computers 
sud electronic systems. Lamp body 
is cylindrical with a nominal diam. 
of .040-in. Nominal body length is 
0.125-in. Lamp leads are platinum 
in a diam. of 0.005-in. Filament is 
0.00025 inch tungsten wire of ap- 
proximately 30 turns. Output of 
100 millilumens at 1.5 volts input. 
Sylvania Electric Products Inc., 
730 Third Ave., New York 17, N. Y. 


Tube Expansion Control Unit 


Has double spindle design, 
greatly increases tube rolling capacity 
Dual spindle tube expansion con- 
trol unit is pneumatically operated, 
easily rolls up to 39 tubes a minute, 
maker claims. Other stated features 
accurate to .00l-n, will roll tubes 
from 4 to 1-in in size; all tubes rolled 
to uniformly tight joints without 
leakage. Supporting ring on housing 
permits overhead suspension for 
easy operation. 
Airetool Mfg. Co., 


Springfield, 
Ohio 





Alignment Adjusting Device 


Uses hydraulic pressure 
instead of screw-take-ups 


Conveyor belt tension and align 
ment adjusting device, called the 


“Hydralinger”, provides variable 
positioning of a conveyor pulley for 
proper belt tension and alignment 
Consists of a hydraulic cylinder at 
tached to a bearing housing, with 
piston moved by pressure applied 
with an ordinary grease gun. Piston 
holds position with pressure main 
tained by positive-action piston seals 
Available in shaft 
through 3,%-in. Standard adjust 
ment stroke lengths are 14, 18, 24 


and 36-in 


sizes from 143 


Western Convevor Co., P.O. Box 


357, Boise, Idaho 


Floor Grating 


Up to 100 per cent more available 
shelf space in the same floor area 


Floor grating system permits pres 
ent shelving to be extended as ceil 
ing height permits, with non-skid 
steel catwalks installed complete 
with access sairway. Same compo 
nents can be used to build a second 
or mezzanine floor even where no 
shelving exists, maker claims. 

Equipto, Aurora, Ill. 





to increase repeat profits on every call...remember... 


they 

always 
eed 
ore 


ower 


rushes 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 


Buyers know the Osborn brand... its 
acceptance me ¢, you sell faster, more 
effectively. And Osborn advertising pene- 
tration paves the way for every call you 
make. 


Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 


You assure repeat orders . . . with 
Osborn’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 


Add it up—extra profit is yours for 
the asking because Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 


Oshoru Brus 


METAL FINISHING MACHINES ...AND FINISHING METHODS 


POWER, PAINT AND MAINTENANCE BRUSHES 
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Dake offers the 

most complete line 

(1 to 600 tons) of 
hydraulic and 

arbor shop presses for 
forcing, bending, 
straightening and other 
pressing jobs. Use 

your Dake Catalog 
No. 350... sell your 
customer the exact press 
for his job. Or if he 
requires a special press 
... Dake engineers will 
do the designing and 
building. Dake Press 
sales are key sales... 
in profits as well as in 


satisfied customers. 


Robbins Road, 
Grand Haven, Michigan 








Regulator 


Controls remotely readjusted temps. in 
heating, air conditioning, processes etc. 

Series 200 “Submaster” regulator 
is a pneumatically operated tempera 
ture controller, whose control point 
is reset by a master controller, which 
may be a thermostat, hygrostat, pres- 
sure regulator or manual positioning 
switch. Regulator has a throttling 
range adjustment of 0 to 35 per cent. 
Provided with direct action and re- 
verse adjustment. 

Powers Regulator Co., 3434 Oak- 
ton St., Skokie, Il. 


Gladhand 


“Ramp-Type” lock replaces 
spring and ball lock 
Lightweight gladhand is made of 
Delrin, a non-corrosive, non-abrasive 
acetal resin. Is interchangeable with 
present equipment and connects 
easily with all other standard iron or 
aluminum with steel insert cou- 
plings. Performs at temperatures 
from —50 to over 190-deg. F, does 
not freeze to hands in cold, humid 
weather and has no sharp corners or 
machined edges, maker claims. 
Owosso Div., Midland-Ross Corp., 
Detroit, Mich. 
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Safety and Relief 
Valves 


with a 


STRAIGHT 


‘Sar? 


AVERAGE 


A\pprovat(asme) 


Keckley Pop Safety and Relief valves 
meet A.S.M.E. requirements and are suit- 
able for steam, liquid, air and gas serv- 
ice. Sizes from V2" to 22”. Bronze 
bodies, for pressures to 300 Ibs. at tem- 
peratures to 425° F. 


By combining -45 years of experience 
in the valve business, the latest machinery 
and methods, and a modern plant, Keck- 
ley assures you of quality products, with 
a good name, always ready for shipment. 
And you will be pleased with the cooper- 
ative service you receive as a Keckley 
distributor. 


fare 
: 
if 


No. 40 Safety Valve No. 42 Relief Valve 
Write for Catalog No. 59C 


0. C. KECKLEY COMPANY 


Skokie, Ilinois 





Metal-Wood Vise 
Equipped with wood clamping as 
well as metal clamping jaws 


called Uni 
versal Turret Vise, is said to com 


Combination vise, 


bine all the features of woodworkers 
vises and metalworkers vises. Half 
turn of locking knob permits either 
set of jaws to be rotated into correct 
working position; another half turn 
locks vise firmly in position, prevent 
rotation Ha 
3 x 7-in woodworking jaw, a serrated 


ing inadvertent 


steel jaw measuring | x 4-in, and a 
pipe holding capacity of } to 4 4-in 
Maximum opening of 6-in 

Wilton Tool Mfe. Co Tin 
Schiller Park, II] 


7 


’ 


Ball Point Pen 


For company’s Dynamaster electronic 

recording and controlling instruments 

Ball point pens said to give excel 
lent results at chart speeds from 7 
inch per hour to 240 inches per min- 
ute, with instrument balancing 
speeds from 0.4 second to 24 sec- 
onds. Ink in cartridge available in 
several colors. 

Bristol Co., Waterbury 20, Conn. 
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Pliers are Utica’s specialty! 
Keeping pace with the 
changing demands of 
industry, Utica produces 
and stocks over 1,000 
different types of pliers— 
fine precision tools for 
every conceivable use. 
Because of the job these 
tools have done to reduce 
costs and improve prod- 
ucts in many of the 
country’s largest and most 
specialized plants, Uticas 
are in widespread demand. 
Take advantage of this 
preconditioned market. 
Sell Utica. 


Utica Drop Forge & Tool 
Division, Kelsey-Hayes 
Company, Utica 4, N. Y. 


tools the experts use! 


1960 
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VIKING LIQUID ABRASIVE PUMPS 
NOW LAST LONGER 


Now, you can double or triple pump life with this new heavy- 
duty Viking. Specially designed with ceramic bearings and 
mechanical seals to pump paints, inks and other “abrasive 
liquids. Field tested and proved, pumping liquids from 100 
S.S.U. to the heaviest viscous types : . . G.P.M. sizes 3, 6, 12, 
16, 25, 40. Let us help you solve your problem. 


* Consult factory for recommendations on pumping abrasive liquids 
other than paints or inks 


Fig. 64124 


PLEASE SEND US THIS 

INFORMATION: 

* Liquid to be pumped 
Viscosity of liquid (S.$.U.) 
Percentage and type of solids 
present in liquid 
Temperature of liquid 
Specific gravity 
Capacity of pump needed 
Suction lift or head 
Discharge pressure 

AND ASK FOR BULLETIN 


SP-507MM 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. in Canada, It’s ‘‘ROTO-KING’’ Pumps 
SEE OUR CATALOG IN SWEET’S PLANT ENGINEER'S FILE 





CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout . . . tool \\ 
\ steel cutters . . . Right and Left hand yurneged Sashiags 


- for Automatic Vightasing. IN : 


EASY TO HOLD— Extra 


\ Weight 


well distributed 


col mevaalolohdsMalelilelilale B 


Also CALDER Fine Diamond Dressing Tools 


ole Mne] 1h and] Lolticl Malin thie) to 


\ 


CALDER MANUFACTURING CO. 


2049 North Prince Street . 
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Oven Furnace 


Heot treats low carbon steel 
without need for air blower 
“Buzzer” heat treating bench 
type oven furnace, Model No. 55 
has following stated engineering 
changes: cast iron venturi burner 
takes reflected heat better to speed 
up metal working; new hearth mix 
in a silicon carbide formula exceeds 
previous shock limits and provides 
greater resistance up to 2000-deg. F; 
integral easily-ht, rehable pilot for 
faster, simplified operation; higher 
powered venturi entrains more pri 
mary air, provides higher flame 
temperatures, quicker combustion 
cleaner results. In 6 standard size 
models with stand. Completely 
packaged automatic temperature 
controls also available. 
Charles A. Hones, Inc., 2473 
Grand Ave., Baldwin, L. I., N. Y. 


Blind Rivets 


Line expanded to 

include copper rivets 

Line of blind rivets are made with 

a steel mandrel plated with copper, 

for use in copper assemblies and 

many other applications, maker 

claims. In one size only: $-in diam. 

with grip range from 0.020 to 0.125. 

“Pop” Rivet Div., United States 
Machinery Corp., Boston, Mass. 





I+ 
( 
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Solder Joint Valve 


Union Bonnet cuts distortion from 
mechanical strain, temp. changes 


Solder joint, rising stem, bronze 
gate valve was designed as result of 
trend toward replacing steel pipe 
with copper tubing in high grade in 
dustrial installations, maker claims. 


In sizes 2 


through 3-in, inclusively, 
with a pressure rating of 125 Ibs 
With exception of valve body, all 
parts are interchangeable with com 
pany’s screwed-end, 125 Ib., rising 
stem, gate valve of same size 

Walworth Co., 750 Third Ave., 
New York 17, N. Y. 


Plastic Foot Valve 


For use in sumps, tanks etc. where 
fluid level must be reduced 


Food valve is of all moulded plas- 
tic construction and completely in- 
ert to corrosion and corrosive influ- 
ences, maker claims. Valve contains 
a ball-type check valve preventing 
back flow and the suction end is 
protected against intake of debris 
with large plastic screen. In range 
of sizes from 4 to 2-in. 

Chemtrol, 10872 Stanford Ave., 
Lynwood, Calif. 








Choice 


of the wise buyer 


who compares... 





CM METEOR ELECTRIC WIRE 


ROPE 


HOIST '4 to 5 ton capacities — Compact, 
enclosed design. Low headroom. Contin- 
vous duty motor with thermal overload pro- 


tection for heavy duty service. 
bearings and helical gears for 
Only 110 volts at push button 
control. Hook suspension; plain, 
geared or motor driven trolley. 


HAND OR ELECTRIC 
CHAIN OR WIRE ROPE 
CM makes them all! So 
you can choose a hoist that’s 

perfectly suited to your 
specific needs in a compact, 
rugged and safe CM design 


CM TROLLEYS AND CRANES 


% 


Precision 
long life. 


CM LODESTAR ELECTRIC CHAIN HOIST—'% to 2 ton capac 
ities — First truly heavy duty version of small electric hoist. 4 ton 
model weighs only 51 Ibs. Heavy duty self-adjusting brake, plus 
exclusive regenerative electrical braking. Upper-lower safety 
limit switches. CM-Alloy load chain. Single and three phase. 


CM CYCLONE Hand Chain 
Hoist—\%4 to 10 ton capacities 
-Easy to carry. One ton model 
weighs only 36 pounds. Made 
of tough aluminum alloy. CM- 
Alloy load chain. High effici- 
ency. Lifetime lubrication. 


CM PULLER —“The One Man 
Gang”— ¥% to 6 ton capacities 
—Lifts or pulls at any angle. 
Lever handle operation Avto- 
matic load brake holds at any 
point. %4 ton model weighs only 
13 pounds and fits in a tool box. 


CM-Alloy load chain. 





@ FOR OVER 75 YEARS, Chisholm-Moore has 
offered hoist buyers the newest and most efficient 
designs, the most rugged construction, and the great- 
est number of valuable operating and safety fea- 
tures. CM hoists operate with a very minimum of 
maintenance. They give years of satisfying service. 


Request catalog and name of local stocking distributor. 


REGIONAL OFFICES: 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 


TONAWANDA, NEW YORK 
NEW YORK, CHICAGO, CLEVELAND 


In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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TREPEAT | 
| REPEAT 
REPEAT } 


BUSINESS COMES YOUR WAY... 
when you handle the Desmond i 
line, backed by selling ads like 

| this in a dozen trade papers. { 
336,000 circulation . . . to your 
prospects and customers. 

Se LER OS ee RY 


1 DRESS | 
pABRASIVE BELTS] 
FOR 30% 

| LONGER LIFE 


Unique Desmond Beltbrasive® 
dressers increase abrasivx 
belt life 30% or more... give 
you ‘‘new’’ surface efficiency 
throughout beit life. Patented 
dresser quickly cleans out loaded 
belts, drums or discs on metal, 
wood or plastic jobs. One light 
pass when belt begins to load is 
all you need. Typical model costs 
less than $7. Ask your Desmond | 


distributor. 


| The only complete line of j 


grinding wheel dressers and cutters 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 





| Pressure Valves 


For air, oil, water, gases (except 
steam), all non-corrosive fluids 

Series of pressure reducing and 
regulating valves, called type A-360 
and 36] series, have specially bal 
anced internal piston design which 
prevents outlet pressures from being 
affected by wide variations in inlet 
pressures or variable rates of flow 
maker claims. Type A-360 series 
have forged brass bodies in the } and 
g-in sizes, bronze body in 4-in size, 
all with female inlets and outlets 
‘Type A-36] Sizes, 
have all bronze bodies, are designed 


series, im same 
for three or four way use: having 
one inlet and three outlets; two in 
lets and three outlets. 

Cash-Acme, P. O. Box 191, De 
catur, Ill] 


Miniature Padlock 


Only %-inch 

across the case 

Miniature padlock has a rustless 

alloy shackle, 

mechanism and comes complete 

with two keys. Recommended for 

such applications as tool boxes, zip- 
per closures ete. 


case, steel warded 





Slaymaker Lock Co., Reading, Pa 
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BEST RECIPE 
ror a VISE 


SALES AND SERVICE 


EXPERIENCE has shown us 
that distributors selling our 
vises like our way of doing business. 
We know that you will be of the same 


opinion once you are associated with 
MORGAN. 


When your customers buy MORGAN 
VISES they are getting the kind of 
quality that means dependability 
through the years. It’s the kind of 
quality you want to sell. 


Every request from your customers is 
easily met because the line is com- 
plete. You have a dependable source 
of supply. 


An unconditional guarantee is be- 
hind every sale you make. To assure 
MORGAN VISES reaching their destin- 
ation without damage we pack each 
vise in a specially constructed fibre 
board carton. 


@ We will gladly give you detailed 
informetion 


MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 





Valve Housing 


Now produced as brazed 

assembly of body and cover 

Stainless steel servo valve housing 

is produced as brazed assembly of 

body and cover to cut 40 per cent 

from cost of original one-piece part 

produced from conventional ma 

chining from bar stock, maker 

claims. Serrations on cover provide 

space for brazing alloy despite press 

fit of cover into body. 

Wall Colmonoy Corp., 19345 

John R. St., Detroit 3, Mich 


Asbestos Sheet Packing 


For use as a gasketing material in 
wide variety of industrial applications 
Line of compressed asbestos sheet 
packing is available in eight basic 
grades in standard size sheets in 
cluding: commercial, intermediate, 
Navy, premium, neoprene, premium 
neoprene and blue asbestos 
Union Asbestos and Rubber Co., 


Bloomington, II]. 





a? / 


“When we say sales, 
we mean EXTRA sales!” 


Cutting new sales patterns with your cutting tool customers 
works 2 ways when you recommend WENDT-SONIs Tool 
Holders with “Throw-Away” Carbide Inserts. 





First, the built-in —_ sales feature does a long-term selling 
job for you. Secondly, your customers gain the kind of _ 
duction economy that pays off in good will toward your firm. 


AND HERE'S HOW THOSE EXTRA 
SALES ARE PUT TOGETHER 


1 Tool holder of heat-treated steel provides 
support for extra-heavy cuts. 


2 Carbide inserts are 
“Utility ground" for general 
use; ‘Precision ground" 


for indexing to plus or 


° WENDT-SONIS 
minus .001. TOOL HOLDER 
; with ‘'Throw-Awoy"™ 
3 Eliminate expensive diamond yon pn 
Up to 8 cutting edges 

wheels. 


4 Solid carbide shims protect the tool holder 
from excessive loading damage. 


5 Mechanical carbide chip breakers prevent erosion 
of holder, eliminate expensive diamond grinding. 


6 Clamp of forged steel quickly and positively locks the 
insert like a vise. 


WENDT-SONIS builds lasting precision and performance into its complete 


line of cutting tools, including single points and rounds. Put W-S “Extras” 
to work for you now. 


WENDT-SONIS COMPANY 


Hannibal, Missouri ©® Rogers, Arkansas 
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CHicaAaAGae 


MOUNTED WHEELS 


for fast low cost metal removal 


For effective deburring and every 
grinding operation, there’s a Chi- 
cago Mounted Wheel or point. Over 
200 special shapes, in all standard 
sizes, many exclusive items... al- 
ways available for out-of-stock de- 
liveries. Carry Chicago Wheels in 
your line... and, Specify CHICAGO 
MOUNTED WHEELS every time. 


Guaranteed to stay 
on mandrel . . . 
perfectly balanced. 


Positive density 
control for peak 
job performance. 


Chicago Mounted 
Wheels are precision- 
assuring 
uniformity. Send for 
Triai Chicago Wheels. 


engineered, 


e*eees 


Chicago Mounted 
Wheels are easily 
dressed . . . hold 
their shape. 


Unlimited range of 


grains, sizes and 
bonds. 


dimensions, shapes, 


1D-12 





iMG 


SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


* SO popular with users * 


COLLIS Heat Treated Sleeves and Sockets are 
manufactured by skilled workmen to give long 
durable services and extra long life. This type 
of sleeve has less chance of nicks and assures 


same accuracy with longer runs 


Call at once for our representative to explain 
Collis Lathe 
Centers, Arbors, Drill Drifts, and Magic Type 
Chucks as well as Sleeves, and Sockets and 
Collets 


about the Complete Line of 


“Call Collis 
THE COLLIS COMPANY ‘aucune 


DEPT. A, CLINTON, IOWA 


The Collis 


STANDARD 
TYPE 
HEAT TREATED 


for Service’ 
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NEWS 


(Starts on page 126) 





Area 6 Convention 


Planned For Feb 7-8 


Northern California Distributors 
Association announced that the con- 
vention of Area 6, Oregon, Wash 
ington, and California, of the 
National Industrial Distributors As 
sociation will be held in San Fran 
cisco, Feb. 7 and 8. 

The main activity of the North 
ern California group now, is the 
preparation for the convention. 


Jergens Tool Names Schron, 
Elects Two Vice Presidents 


Jergens ‘Tool Specialty Co. named 
a new president and two vice-pres 
idents, following the death of former 
president Christy Schron. 

Jack H. Schron, former vice-pres 
ident of manufacturing, is the newly 
elected president. Neil J. Redmond 
is the new vice-president of manu 
facturing and Reed T. 
vice-president of finance. 


Weaver, is 


Duff-Norton 
Expands Two Divisions 

Duff-Norton management, after 
extensive studies, has decided that 
consolidation is the most feasible 
way to expand both the Jack Divi 
sion and the Coffing Hoist Division. 

The two divisions will be moved 
to a new plant in Charlotte, N. C. 
The company said that there was 
no suitable property at either the 
Pittsburgh Coffing Hoist plant, or 
at the Danville, Jack Division plant. 
Chey said also that the two plants 
were outmoded and expensive to 
operate. 

There are no plans to move the 
Forge Division from Pittsburgh. 


Opens Denver Branch 


Keuffel & Esser Co., established a 
new branch in Denver. John Harvey 
was named branch manager. 










1% Now-two kinds of 


Leo Miller Robert Nolan 


DIPCO Names Three 
To Sales Positions T " 
} 





Leo Miller was named Southern 
regional sales manager, Robert M. o) 
Nolan was named regional sales 4 \ 7 
manager in charge of the new Cin- ty 4 
cinnati warehouse and sales offices, Fr : 
and Richard H. Smith was ap y % 
pointed Cincinnati district man TU , 
ager, for Dayton Industrial Products 
Co., division of Dayton Rubber f 
Company. 

Mr. Miller, who joined Dayton in 
1955 as a district sales manager, will 7 \G 
work out of the Atlanta warehouse ‘ eh  sebkeses.c FACTO RY-MADE 

Mr. Nolan, formerly district sales Se! f 
manager in the Middle Atlantic . 5 
states, assumes charge of.automotive D socccces CUSTOMIZED 
wholesale operations in six states \p/ hii i 
served by the facility 

Mr. Smith will make his head 
quarters in Cincinnati and will be 
responsible for the southwestern 
Ohio, northern Kentucky and south 
eastern Indiana areas. 


To help you sell the slings that meet 

your customers’ needs, Campbell offers Factory- 

Made and Customized Sling Chains . . . both 
Dayton Rubber Co., and N. \ with the same strength and working load limits! 

Vereenigde Nederlandsche Rubber 

fabrieken, formed a joint company, CAMPBELL Factory-Made SLING CHAINS 


Davyton-Hevea, to manufacture and 


Forms Joint Company 


Ss Available to users in all styles from Campbell's 
sell automotive and industrial rub ' ¢ three strategically located plants. in three 
ber products in the European Com ; q ah PS a grades: Cam-Alloy, Wrought Iron, High Test Steel. 
mon Market. ; SN, pS Campbell Certificates of Test issued for your 

"s mig fl customers’ safety and to protect you. Write today 
for Catalog S-558. 


CAMPBELL Customized SLING CHAINS 


B. F. Goodrich Appoints By using Wedglok Connecting Links, Campbell 
Koch Ad Manager Distributors and Warehouses can make same day 
George B. Koch. Jr. was ap- ’ ae net and re a Pt 
pointed advertising manager of in- : ge sedi enniatsiaidiataeation 4 ve 
"i , - : rig i] : - a 
dustrial and commercial products Codtfeates of Test ore teneed fer complete 


for the B. F. Goodrich Co. assemblies or components. Write today for 
Mr. Koch’s assignment fills a posi- Catalog CSA-1. 


tion recently created by centraliza- 
tion of administration for all na- 
tional advertising of B. F. Goodrich 
and it’s nine divisions. 





Choose --- 
Hand Tools... the Professionals dof 


You need the BEST TOOLS to do the BEST JOB. . 


Seli Xcelite Tools... 


- more Sales and Profits ! Check the "SEIZER" 


Provides the necessary 
“third hand” in so many 
tricky situations! 


No. 42H 


@ Clamps on as a Heat Sink. 
® Holds wires etc. while soldering. J. A. Maclntire, Jr. 
® Holds dial cords when stringing. them. 


@ Retrieves small items from awkward places. - " 
@ Out-reaches and out-holds needle nose pliers. Republic Rubber Names 


J. A. Maclntire, Jr. 


J. A. MaclIntire, Jr. was named 
general sales manager, Republic 
Rubber Division of Lee Rubber & 
lire Corp., to fill the office made 
vacant by the recent death of C. R. 
Conklin. 

Mr. MaclIntire joined Republic in 
> Cod 1 Os ert 1953 as assistant manager of Wire 


* > . 9s > 
ORCHARD PARK , NEW YORK Braid Hose sales. In 1954 he was 








Gadide: Charles St Balaton 14d - Torante EFERRED f Ts named Chicago district manager 


and in 1955 was made manager of 
Wire Braid Hose sales. 





Little Giant Products, 
Universal Clamp Merge 


All operations of Universal Clamp 
Co., and Little Giant Products Inc. 
are being combined. 

Little Giant’s national sales oigan 
ization will handle all sales of Uni 


GIVING YOU A . Poe eel versal hydraulic attachments. 


PERMANENT 


Page Steel & Wire 
A I 
LEAK-PROOF GRIP! G wv Names Cobb 


RRS MLL TRAE F. Howard Cobb was named 
Houston, ‘Texas, district sales man 
NEW “NON-COLLARED” TYPE... HEAVY ager for Page Steel & Wire Division, 
FINEST ALL-STAINLESS CLAMP AT LOWEST COST WROUGHT American Chain & Cable Co 


Made with cadmium plated non-collared BRASS Mr. Cobb had been the Cincin- 
screw, stainless steel band and housing. The nati resident salesman for two years 
most economical stainless steel clamp for HOSE 
general use. ’ CLAMP 
Slav 
aeinininenen ame A COMPLETE Line laymaker Gets Award 


— 4 Brass and galvanized hose clamps, Slavmaker “k ). received a 
Entirely of stainless steel — recommended for suction clamps, automotive | Slaymaker Lock Co.. received : 


installation where permanent corrosion re- [jy ‘l™PS,and tubing clamps. Ask| safety award from the Pennsylvania 
. . your jobber for specifications, or M men : aia f ; 
sistance is a must! write for catalog. anufacturers Association for a 


record of more thea 350,000 man 


H.B. SHERMAN MANUFACTURING CO. BATTLE CREEK, MICHIGAN hours of work without ac accident. 
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Palley Supply To Open 
Torrance, Calif. Branch 


Palley Supply Co., Los Angeles, 
will open a new branch in Torrance, 
Calif. this month. 

Primarily an industrial hydraulic 
equipment distributor, Palley also 
sells precision tools, electronic equip 
ment, and surplus aircraft hydraulic 
cylinders. 


In addition to the Torrance Add the “First” line of Maintenance Equipment 
branch, Palley has three other to Your Distribution 


branches in Glendale, Anaheim, and 
Van Nuyes. 


American-Marietta 

Enters New Field 
American-Marietta Co. acquired 

for cash, substantially all of the 

stock of Steel City Electric Co., 

Pittsburgh. 


‘ ik 
Steel City Electric, a leading * S ry. 
. » Heavy Duty Quiet 


manufacturer of electrical construc Heavy Duty Vacuum dw 
tion products since 1904, has sales removeable motor - Jumbo Vac 
on 55 Gal, Drum 


in excess of $10 million. In recent Tak — 
years the company has expanded to ake a 100K at your regular customers 


serve the plumbing and heating con —they’re buying maintenance equip- 
struction industries. ment in big volume all the time. Why 


Vhis acquisition is another step don’t you fill their orders? All this 
in American-Marietta’s diversifica extra sales volume (and profit) can 
tion. Steel Electric will operate be vours with Tornado—the finest line 


under existing management. 
° S you can sell. 


° . ° . Light Commercial 
Milwaukee Electric Tool isiesiiaieitl Vasa 


Names Hartleb and King Seay, 100" Machine Lightweight 


. Fi Mach 
William V. Hartleb and Patrick ' ne 


King were named district represen 


= —_ 
tatives for Milwaukee Electric ‘Too! : -- 
Corp. ; YS ; ‘ 
M Hartleb’ ; i] : Portable 
I artiedDs terntory will in Back Carried Vac . = Electric Blower 
clude Washington, D. C ~ <= 


., Delaware, 
Pa., W. Va., Maryland and Virginia. 


Mr. King, who will have head- HERE'S WHY TORNADO IS THE NO. 7 LINE! 


quarters in Chicago, will have north- 
ern Indiana and Illinois, and part of “4° dy Pritt 

Chicago as his territory. -—— Baier 
with f highest in Sold only by recog- Interchangeable Biggest ad budget 
performance, quality nizeddistributors.No parts enable you to directed for leads to 
and ruggedness. discount houses or sell many models over a million pros- 


price cutting. with a low stock pects for you. 
investment. 


GET THE FACTS ON THIS BIG PROFIT LINE, WRITE 


OREWER ERECTRIC MFG. preps ic 


5 NORTH RAVENSWOOD AVENUE CHICAGO 4 LLINO|! 





W. V. Hartleb 
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YOU Sell 


°* BOLTS ¢ NUTS 
°e RIVETS « SCREWS 


This attractive new Clark display is a 
real attention-getter! Compact, colorful, 
indirect-lighted . . . yet completely self- 
contained and portable . .. it is suitable 
for display room or window. 


This handsome display acts as an 
extra salesman, acquainting your cus- 
tomers with the full Clark line . . .re- 
minding them that you can fill oll their 
fastener needs. 


One of these new displays is available 
on loan to help build your sales of Clark 
quality fasteners. Inquire today. 


If you are not presently 
a Clark distributor 
Request complete cat- 
alog and additional in- 
formation on CLARK — 
the company that sup- 
ports its distributors 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 





J. E. Kochhan i 


Massie 


A. Christensen M. C. Barney 


Brown & Sharpe 
Names Four 


Joseph E..Kochhan was named 
assistant general sales manager of 
the industrial products division, 
Brown & Sharpe Mfg. Co. He 
was formerly director of systems and 
audits under the direction of the 
vice president and treasurer. 


Raymond H. 
duties 


Massie will assume 
as director of systems. He 
was formerly Mr. Kochhan’s as 
sistant. 

Axel Christensen was named sales 


Brown & Sharpe Ltd., 


England. He was for 


manager, 
Plymouth, 
machine tool 
representative in Providence. 
Miller C. Barney will succeed Mr. 
Christensen as 


merly international 


international ma 
chine tool representative and will 
remain in Providence. 


Raybestos-Manhattan 
Elects White 

William H. White was elected a 
Raybestos-Manhattan, 
Inc. He fills the vacancy left by the 
recent resignation of R. J. Gorecki. 

Mr. White started with the Man 
hattan Rubber division in 1916. He 
moved through all accounting de- 
partments to chief accountant of 
the division in 1930 In 1946 he 
was appointed main office account 
for R/M, then elected assistant sec- 
retary in 195], assistant treasurer in 
1958, and treasurer in 1959. 


director of 
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Highly polished flutes produce 


smoother, more accurate holes! 








It pays to specify 


INGLE: 


DRILL 
REAME _ 
BLANKS 


Premium Quality High 
Speed Steel, Carbide Tipped 
and Solid Carbide. 


DRILL 
SETS 
Fractional, Wire and 
Letter size drill sets 
packed in convenient 
folding index cases. 


BLANK 
SETS 
Uniformly hardened high 
speed steel reamer and drill 


blanks precision ground to 
new close tolerance limits. 


a! 


Call your local distributor today—or write Ace 
direct for latest catalog and price information. 





ACE DRILL 


Adrian, Michigan 





ORIGINATORS OF ‘'GROUND-FROM-THE-SOLID” DRILLS 





Auker Reelected Chairman 
Of Grinding Wheel Group 


Elden L. Auker, vice president of 
marketing, Bay State Abrasive Prod- 
ucts Co., was reelected chairman, 
board of directors of the Grinding 
Wheel Institute at their annual 
meeting held in New York. 

The institute is composed of 
thirty-two of the leading grinding 
wheel companies in the country. It 
protects and promotes, in every law- 
ful manner, the best interests of the 
users of the product and the mem- 
bers of the industry. 


Ralph C. Greiner 
Opens Consulting Firm 


Ralph C. Greiner, formerly Cleve- 
land district manager for Factory, 
a McGraw-Hill Publication, will 
open his own industrial sales con- 
sulting firm in Los Angeles, about 
April 1, 1960. 

The Greiner organization will 
specialize in products sold through 
industrial distributors. 

The new firm will serve the eleven 
western states. It will represent 
selected eastern manufacturers as 
their western sales manager. 

Employed in various capacities 
with McGraw-Hill since 1927, Mr. 
Greiner went to Cleveland from 
Boston in 1935. He served as man- 
ager of market research and _ asso- 
ciate district manager of the Cleve- 
land office before becoming district 
manager for Factory magazine fif- 
teen years ago. 


Ralph C. Greiner 


BRUSHES 


for — Maintenance 
Y 


IMPORTANT MESSAGE 


America’s finest line of maintenance brushes is now avail- 
able to industrial distributors. Competitive prices and fast 
convenient service to all areas from either the Minneapolis 
or Los Angeles plant. 





46 years of service to institutions, buildings, industry, 
etc. have backed up all Flo-Pac Brushes distributed through 
leading sanitary supply jobbers over the nation. This service 
is now available to industrial distributors. Flo-Pac brushes 
are nationally advertised guaranteed to satisfy. 


New products and engineering facilities to help solve 
special brush problems for your customers. 


= 
LUMATHREAD 
The lifetime hondle 
with cast aluminum \_ 
threaded tip. 


Sales Promotion Aids 


Years of building brush sales exclusively 
through distributors have developed many 
profitable promotion ideas. All are available 
free to Flo-Pac distributors. Shown here are 
a few business builders. 


Sf Gee 


Nationally Advertised 


PACIFIC COAST 
BRUSH COMPANY - =-'s 
2030 East 7th Street > oP pm. 
Los Angeles 21, Calit. FLOUR CITY BRUSH CO., 1501 - 4th Ave. S., Minneapolis 4, Minn. 
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The Quality Line 


Package? 


for your trade 


* WOODRUFF KEYS * TAPER PINS 

* STAN-HI-PRO KEYS © STRAIGHT PINS 
* MACHINE KEYS © COTTER PINS 
* MACHINE RACK * SPECIAL PARTS 


Here's quality that selle—repeatedly. 
“STANHO” Steel Products are precision-made 
from selected stock, microscopically free from 
defects. Available also in Stainless Steel, 
Monel, Brass, Aluminum, or other metals to 
customers’ specifications. 

Bulk or packaged. 


Write for details and prices. 








COMBINATION ‘SAWS 


filed automatically 
with the New MODEL 200 


FOLEY 
Automatic 
SAW 
FILER 


Also CROSSCUT CIRCULAR SAWS, 
BAND SAWS, HAND SAWS 


can now be 





The new model 200 Foley Automatic Saw Filer is the FIRST and 
ONLY machine which will file the so-called “‘combination” (rip and 
crosscut) circular saws; also crosscut circular saws, band saws, all types 
of hand saws. 

The exclusive Foley principie of jointing the saw as it is filed, keeps 
teeth uniform in size, shape and spacing; keeps circular saws perfectly 
round, usually doubies saw life. Foley filed saws increase sawing pro- 
duction 25% to 40%; they cut faster, run cooler, stay sharp longer. 

THE FOLEY SAW FILER Practically Sells itself on ovr 30-DAY TRIAL OFFER 
You may find many hidden prospects for the Foley Saw Filer, for in any 
plant where a number of saws are used, the Foley quickly pays for itself. 
Our 30-Day Trial Offer is open through you to any well rated company, 
and your customers will thank you to be informed about it. Write today 
for full details anc literature. 


FOLEY MFG. CO. 3363 wc. stH STREET © MINNEAPOLIS 18, MINN. 











INDUSTRIAL DISTRIBUTION © JANUARY, 1960 


Firth Sterling 
Elects Two Directors 


Champ Carry and Carl A. Ilgen- 
fritz were elected to the board 
directors of Firth Sterling, Inc. 

Mr. Carry is president of Pullman 
Industries, Chicago, and director of 
several important corporations. 

Mr. Ilgenfritz is a director of 
Foundation Company, NYC. and 
prior to retirement, was a vice presi- 
dent of U.S. Steel. 


Names Hopkins 


R. K. Hopkins was appointed vice 
president and general manager of 
the Steel Division of Firth Sterling, 
Inc. 

J. T. O'Brien remains operating 
vice president of the Steel Division, 
responsible to Mr. Hopkins for all 
aspects of production, and J. S. 
Roller continues as vice president of 
sales, responsible to Mr. Hopkins 
for all commercial activities. 

Paul W. Knapp was appointed 
sales engineer, carbide division. 

Mr. Knapp has a long background 
in the carbide division, having 
served with Metallurgical division of 
General Electric, and Hartley Tool 
& Die Co., Inc. 

Mr. Knapp, a member of the 
American Society of Tool Engi- 
neers, will work in the Boston area. 





| 

AUTOMOTIVE MAN OF THE 
YEAR is Victor L. Toft, who received 
the Automotive Warehouse Distribu 
tors Association trophy from former 
President Harry Truman during the 
Association’s 12th national convention 
in Kansas City, Missouri. 
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® 4 TIMES BRIGHTERELERTIOE 


fluorescent 


7-6 ae Os a 


PAINT 


SELLS ON SIGHT! 


HI-VIZ is the government tested, high visibility 
color you and your customers see and remember 
on safety-marked military and civilian aircraft. 
Now formulated in easy-to-apply alkyd enamel 
and acrylic lacquer for brushing, spraying or roll- 
on... and in convenient aerosol containers. HI- 
VIZ Fluorescent Industrial Safety Paint is four 
times brighter than regular safety colors, includ- 
ing international orange. 


HI-VIZ is selling in high gear with full-page 
fluorescent inserts in FORTUNE, NATIONAL SAFETY 
NEWS, FACTORY, OCCUPATIONAL HAZARDS, MAIN- 
TENANCE, BEST’S SAFETY MAINTENANCE DIRECTORY 
. . . fluorescent printed literature . . . fluorescent 
self-identification labels . . . participation in major 
trade shows . . . and immediate delivery from 
three plants, coast-to-coast. 

Call, wire or write today for ‘‘Sell-on-Sight’” dis- 
tributor sales program, color samples and literature. 


Over twenty years experience in the manufacture of quality fluorescent products 


LAWTER CHEMICALS, INC. 


Dept. ID - 3550 Touhy Avenue « Chicago 45, Illinois « CHICAGO « South Kearny, N.J. » San Leandro, Calif. 
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Who Discovers the Discoverers 7? 


“A professor can never better distinguish himself in his work 
than by encouraging a clever pupil, for the true discoverers are 


among them, as comets amongst the stars. 


Somewhere in this mighty land of ours, a gifted youth 
is learning to see the light of tomorrow. Somewhere, 
in a college classroom or laboratory, a dedicated teach- 
er is gently leading genius toward goals of lofty attain- 
ment. Somewhere the mind of a future discoverer—in 
science, engineering, government, or the arts—is being 
trained to transcend the commonplace. 


Our nation has been richly rewarded by the quality 
of thought nurtured in our colleges and universities. 
The caliber of learning generated there has been re- 
sponsible in no small part for our American way of life. 
To our college teachers, the selfless men and women 


If you want to know more about what the college crisis means to you, and what you can do 
to help, write for a free booklet to: HIGHER EDUCATION, Box 36, Times Square Station, 


HIGHER EDUCATION 


New York 36, New York. 


KEEP ty eRIeHT 


” 


CARL LINNAEUS 


who inspire our priceless human resources, we owe 
more than we will ever be able to repay. 

Yet how are we actually treating these dedicated 
people? Today low salaries are not only driving gifted 
teachers into other fields, but are steadily reducing the 
number of qualified people who choose college teaching 
as a career. At the same time, classrooms are begin- 
ning to get overcrowded. In the face of this, college 
applications are expected to double by 1967. 

This is a severe threat to our system of education, 
to our way of life, even to our very existence as a 
nation. Our colleges need help—and they need it now! 


SiN@ 


Sponsored as a public service, in cooperation with the Council for Financial Aid to Education 
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0-B valves bring repeat orders 


here’s why 
0-B distributors | 
sell more valves 


A good salesman can get the first order... but it made by a company constantly seeking to help 
takes a good product to bring repeat business. Sat- its distributors build their business and profits, 
isfied customers return again and again for more we'll be glad to discuss our products and policies 
O-B valves...thus adding to the distributor’s with you. Just wire or write to 

profits. Ono Brass Company, 380 North Main Street 
If you are interested in handling bronze valves MANSFIELD, OHIO 
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Basic-Check U 


» DURABLA Basic-Check Unit 


Basic-Check Unit at 


dic | 
a Gg 


You can meet the check valve requirements of any cus- 
tomer...in_any industry...if you stock the DURABLA 
Basic-Check” Unit in line sizes from ¥” to 2”. Combined 
with almost any standard fitting, this unit becomes a 
complete check valve, as shown above. 

With a few of these units on hand, your customer can 
meet any check valve emergency. Made of stainless steel, 
they'll handle almost any liquid, gas or air:..over a 
broad range of pressure-temperature ratings. And they 
will operate perfectly in any position. 

Every DURABLA Basie-Check Unit is sturdily boxed 
and clearly labeled for easy handling. DURABLA 
Reducing Couplings of stainless steel are also available. 

Ask for a oopy of bulletin ID-10. 


DURABLA MANUFACTURING COMPANY 
114 Liberty Street, New York 6, New York 


: ee es 
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How you can help your customer 
meet any check valve emergency 


4 





W. Alex McCune 


Norton Co. Names McCune 
Grinding Wheel Sales Head 


W. Alex McCune was named 
sales manager of grinding wheels, 
to succeed Robert Cushman ap- 
pointed general sales manager of 
Norton Company’s Abrasive Div. 

Mr. McCune joined Norton in 
1940 as a sales trainee, and served as 
a field engineer in the Philadelphia 
and New York areas before entering 
the Navy. After the war he was an 
abrasive engineer in New Jersey. In 
1953, he was named general sales 
manager of Norton Co. of Canada, 
Ltd. Since January, 1958, Mr. Mc- 
Cune has been manager of field 
sales, grinding wheels. 


Butterfield Appoints 
Kroberger Sales Engineer 


Edward R. Kroberger was ap 
pointed sales engineer for Butter- 
field Division Union Twist Drill Co. 

Mr. Kroberger, formerly asso- 
ciated with Beauerle and Morris 
Inc., will cover southern New 
Jersey and the Philadelphia area 
with headquarters in Oreland, Pa. 


Warren Tool Names 
Schmelzinger 


Daniel J. Schmelzinger was 
named sales representative for the 
Warren Tool Corp. in Kansas, 
Nebraska, Iowa, and Missouri, ex- 
clusive of St. Louis. 

Mr. Schmelzinger will represent 
the Warren-Teed line with the 
wholesale hardware and industrial 
supply distributors in this area. 





Yale & Towne 


Names Quayle 


George F. Quayle, assistant di 
rector of engineering of Yale Mate 
rials Handling division, Yale & 
Towne Mfg. Co. was placed in 
charge of new product development. 

A veteran of 37 years in the devel 
opment and engineering of Yale in 
dustrial lift truck equipment, Mr. 
Quayle has held his present position 
since 1952. 


Name Brackin 


Richard F. Brackin, chief gas 
truck engineer was promoted to as 
sistant director of engineering. 

Mr. Brackin is a veteran of 21 
years with the cusnpany’s engineer 
ing department. 


Timken To Build New Mill 


Timken Roller Bearing Co., an 
nounced that a new tube piercing 
mill would be built during 1960 and 
1961 at the company’s Gambrinus 
plant at an estimate of $4,500,000. \ 





EMBOSSED LABELS 
MADE ON-THE-SPOT 


WITH THE NEw 


MACHINE-34.95 


A NEW CONCEPT IN IDENTIFICATION SYSTEMS 


For plant, office, field and factory . . . you can now make your own labels right “‘on- 
the-spot'’ just where and when you need them. The DYMO-M'TE embosses raised 
white letters on a variety of colored, pressure-sensitive vinyl ' pes . . 
as dialing a telephone. . 
tools, parts bins, 
indoors or out... 


. as easily 
. and best of all they cost just pennies a label. Use on 
switch boxes, shelves, controls, lockers, anywhere, everywhere, 
applications limited only to the scope of YOUR own imagination! 





See your local 
distributor or— 
Write today for 
FREE catalog 
and samples to 


2546 Tenth Street , Berkeley 10, Calif. 





IT’S A PROMISE! 


Blackhawk’s new 


will lead you to greater profits in the 
industrial maintenance field 


What is MAP? It’s a brand new Marketing Ap- 
proach Plan based on the proven concept of prod- 
uct-family, user-group selling. The first phase is 
designed to help you sell a family of portable lift- 
ing equipment to the industrial maintenance group. 
The products are ready! Through comprehensive 
market research, product research and sales analy- 
sis, we’ve developed a whole family of portable lift- 
ing equipment . . . mechanical jacks, hydraulic 
jacks, remote control jacks and mobile cranes. With 
the tremendous army of maintenance men serving 


industry, the potential for these products is enor- 
mous. Blackhawk’s MAP will show you how to get 
your share! 
For MAP details, contact your 

Blackhawk territory manager 


€>> BLACKHAWK 


BLACKHAWK INDUSTRIAL DIVISION 
13320 W. Reichert Place, Butler, Wisconsin 
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LEAD-MATIC 
TAPPER 

Lead Screw Tapper 

Range: 0-80 to 4-16 


PNEU-MATIC 
TAPPER 


High Production, Air Operated 
Range: 0-80 to 4-16 


STANDARD 
TAPPER 
Adjustable 
Torque Controt 
Range: 0-80 to %”-16 


MULTI- 
TAPPER 


taps 2 to 15 holes 
at | stroke. 
Adjustable hole pattern 


You can make more sales 
with the Commander Tap- 
per Line because it includes 


production tapping units in 
the right sizes, types, and capacities 
to handle 98% of the tapping jobs 
done on a drill press. 
You can recommend and sell Commander 
Tappers with complete confidence, because 
each Tapper is a versatile and efficient production unit 
—designed end built to deliver maximum performance. 


MFG. CO. 


CHICAGO 24, ILLINOIS 


MIDGET 
TAPPER 


Pressure Sensitive Drive 


Range: 0-80 
to 10-24 


4218 WEST KINZIE STREET ° 





BEST TIP MILEAGE! 


Outlasts Copper Tips 20 to 1 
Doubles the Life of Clad Tips 


HEXACON 
\\ XTRADUR 


" \ LONG-LIFE / 
szes- \ SOLDERING TIPS 


AND 
SHAPES 


TOP PERFORMANCE, TOO! 


Multicoated for extra long wear by a new exclusive process. Solder adheres 
only to working surface at point of tip — prevents solder dropping on com- 
ponents or creeping into tip hole. Eliminates costly tip maintenance. 


SEND FOR CATALOG— 


showing the most complete 
line of Industrial Soldering 
trons and Long-Life Tips. 


SERVING INDUSTRY FOR A QUARTER OF A CENTURY 
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HEXACON ELECTRIC CO. 


138 WEST CLAY AVENUE 
ROSELLE PARK, NEW JERSEY 





Milton E. Morgan 


James E. Borchert 


Milo Miller 


A. O. Smith Names 
Morgan, Borchert, Miller 


Milton E. Morgan was named 
vice president of the A. O. Smith 
Permaglas division at Kankakee, Ill. 
James E. Borchert was named cor- 
porate director of procurement re 
placing Mr. Morgan, and Milo 
Miller was named assistant vice 





president of the Permaglas division. 

Mr. Morgan joined A. O. Smith 
in 1935, in the industrial X-ray de- 
partment. In 1954 he was named 
assistant general sales manager for 
automotive products, and in 1956, 
he became corporate procurement 
director. 

Mr. Borchert has been an assistant 
to Mr. Morgan since 1956. He 
joined the company in 1939. 

Mr. Miller joined the A. O. Smith 
Corp. in 1946, and has served in 
numerous administrative positions 
since then. 


Norton Announces Sales 
Territory Changes 


The Norton Company announced 
that changes in the field sales or 
ganization have brought territory 
changes to seven men. 

Richard H. Merchant, formerly 
abrasive engineer in the Flint, Mich 
igan area, was assigned to the Balti 
more area. Frank W. Krohn, for 
merly a field engineer in Detroit, 
will succeed Mr. Merchant at Flint 
George C. Crooks, formerly a field 
engineer at Philadelphia, becomes 
the abrasive engineer for the New 
Orleans area. He succeeds Homer 
L. Gibbs who will now cover the 
Florida territory. Robert H. John 
son, formerly of Florida, went to 
Philadelphia. 

On the West Coast, Roland L. 
Jandron, formerly abrasive engineer 
in the Los Angeles area, is now ab 
rasive engineer in the Seattle, Wash 
area. He succeeds Arthur W. Cox, 
who retired September 30. K. Dale 
Swanson, field engineer at Los An 
geles since last Spring, continues in 
that position, but now assumes 
some of Mr. Jandron’s former re 
sponsibilities. 


Bliss & Laughlin 
Plans West Coast Plant 

Bliss & Laughlin, Inc. acquired 
property near Orange, Calif., as a 
site for a $3,000,000 plant, its first on 
the west coast. 

The firm will employ between 
100 and 200 at its new facility. 





Male |. P. T. End 


DI 


(With Auxiliary Lock) 


“Air King” Quick-Acting, Universal Type 
Coupling. Built on plain, rugged lines to assure 
long trouble-free service: under all conditions. 
Will reduce operating costs wherever quick 
connections are desired. Locking heads iden- 
tical for all sizes of hese or threaded ends 
within the “Air King” size range. To connect, 
simply press together and apply quarter- 
turn. Reverse to disconnect. Equipped with 
auxiliary locking device for added safety. 
Regularly furnished in bronze or rustproofed 
malleable iron, but can also be made in 
special metals, in sizes up to 1". Triple Con- 
nections and Blank Ends available. 


FOUR-LUG STYLE 
Same as above in locking action, but for larger 
hose sizes. Compact design and light in weight 
yet exceptionally strong and durable. 


Made in Hose Ends 
and |. P. T. Ends in 
sizes 1%", 1%" 
and 2". 


‘Air King’ Couplings Are Completely Described in Catalog 250. 


ENERAL 


»<e N Velwe & Coupling Co 


PHILADELPHIA 


INDUSTRIAL DISTRIBUTION e¢ JANUARY, 1960 





Female |. P. T. End 


_,, another ALLEN 
service that helps 
move our premes 


ou 
y our shelves! 


from Y 





The ALLEN MAN 
is working for you 
and your customers... 


=F 
> 

wd 
J 


J. R. Callaway 


Lunkenheimer Names 
Callaway 


; J. R. Callaway was named Dallas 
All over the country, Allen’s Field : 


Representatives are helping you make 
more sales of Allen products . . . helping 
your customers get all the advantages 
that genuine Allen products have to give. 

Allen’s men are ready to help train 
your own salesmen. They’re ready to 
make tough customer calls right along 
with your own men. They’re ready to 
meet any challenge in fastening—to 
show your customers why genuine 
Allens do the job better, for longer, 
and cost less in the long run. 

They’ll help you make best use of 
Allen’s many sales aids. They’ll check 
your stock—and help you keep it up 
to customers’ needs. And every call 
they make increases your sales—be- 
cause Allen products are sold ONLY 
through Industrial Distributors! 


When your customer faces a fastening 


problem where 


factors are critical, 


difficult 


technical 
the Allen Field 


representative for Lunkenheimer 
Co. 

Mr. Callaway will cover north 
Texas and the Lubbock-Midland 
Odessa-Hobbs territories as well as 
the Dallas-Fort Worth area. 

During the past several years, Mr. 
Callaway was production manager 
for an independent oil producer. 


Form Harbison-Carborundum 
As Jointly Owned Subsidiary 


Harbison-Walker Refractories Co. 
and Carborundum Co. will pool 
their refractories technology and 
sufficient financial resources to es 
tablish a jointly owned subsidiary 
for the engineering, manufacture, 
and sale of fused refractories. 

In the early phases of the sub 
sidiary’s growth Harbison-Walker 


Representative will bring the skilled 
services of another “‘Allen man” to 
bear on that problem—the Allen 
Sales Engineer. His training and 
practical good sense are available to 
you and your customers at any time 
—and he brings you the experience 
and skill of Allen’s entire engineering 
department. 


and Carborundum will do some of 
the research development and sales 
work on fused refractories. 


Eliminates Torn Streets 


Sewer pipe can be placed under 
streets without digging a trench in 
Write now for full information on the many Allen services the street, reports Construction 
that help Allen Distributors to make more sales. Methods and Equipment, McGraw- 


Hill publication. An engineer de- 
MANUFACTURING 
COMPANY it 


veloped a glorified screwdriver to 
dig a hole beneath the street, when 
HARTFORD 1, CONNECTICUT, 


Klamath Falls, Ore., residents be- 
came annoyed with the tearing up 
of roads. Drilling time for a 25-foot 
wide street averages 30 minutes. 


. Ss 4 A . MEX-SOCHET SCOEWS 
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NOELTING 


STi Faultless Casters 
SUSUR Roll up new profits for you on 


THESE AIDS © cost-cutting jobs like these 


It is part of the Faultless Selective 
Distributor Plan to help you analyze 
and sell just such profitable caster 
installations as these. A materials- 
handling method, with low initial 
cost, and using casters engineered 
for every mobile job, leads to new 


uses ... and new customers on your 
books. 


SIX WAYS FAULTLESS HELPS YOU 
FREIGHT HANDLING STORAGE-ASSEMBLY 


Tr . x. res. Series 900 and 9700 Casters LINE TRUCKS 

; Fact-Finding ia A visual — enable one man to handle Series 400 Casters are used on 
entation of the Faultless line compete neBes eS Lae one standardized track which 
of Industrial Casters—classi- sSogeet go out more ' cogs Geeugh chwage ond oo 
fied by type, duty, and typical sembly stages. 
applications and how to easily 
select them from the Faultless 
Catalog. Conducted by a 


trained factory man. 


iWlustrated Price Sheets — For 
quickly quoting on the right 
caster for each application. 


Comparative Listings— Instantly 
gives the Faultless Caster to 
match existing mounting holes 
and other competitive charac- 
teristics. 


Mounted Cut-away Casters— Dis- work scAFFOLDS V-GROOVED TRACK 

. ras : ; Series C900 Caster with dual rag ASSEMBLY LINE 
plays are available in special acting brake which locks . : Series 600 Caster with 
shipping cases for use in your both swivel and wheel ac- : V-grooved wheel elimi- 
4 tion—combines stability, nates ten handling opera- 
meetings. mobility and safety for work tions in production as- 
scaffolds. ae sembly of refrigerator and 

. Handbook of Sales Tips— Keeps freezer doors. 


pertinent caster data at the 


fingertips of salesmen who dre Picu.niaal 
after orders. 
Faultless 


. Quicker Deliveries Clinch More 
Caster Profits— With over 10,000 different ame 

kinds of Caster and Wheel 
combinations from which to choose, Faultless has selected 
for immediate delivery those Casters that sell most fre- 
quently for average uses. Your Faultless Caster Price List 
indicates in bold face type the factory ‘planned production” & 
or stocked items always ready for you when quick delivery | 
is a factor. Another Faultless “plus value” in selling. 


AUTOMATIC 
TOW LINE 
Ask our nearest office about the profitable Faultless Distributor plan. Series 1100 Casters on 
two-level trucks increase 
roduction of upholstered 
urniture as much as 40%. 
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Want Your 
PORTER CUTTER) 


Sales to Climb ?| 





Sell the 
Complete Line of 


PORTER 
CUTTERS 


Why sell just three or 
four numbers? Your 
sales will go up if you 
will sell the complete 
line of PORTER CUTTERS. 
Over 100 different sizes 
and models so there is 
a ‘‘right’’ cutter for 
each and every metal- 
cutting job! Sell more 
cutters to take care of 
your customers’ every 
cutting requirement, 
whether it is for — 
Close or Flush Cuts — 
General Cutting — Spe- 
cial Position Cutting — 
or one to cut — and 
cut better — ali these 
metals... 


BOLTS + RODS + WIRE + SCREWS «+ RIVETS 
SOFT STEEL + HARD STEEL 
FLAT BARS + CABLE + WIRE ROPE 
CHAIN REINFORCING RODS + STEEL STRAPPING 
CAPACITIES with POR/ER HAND TOOLS 
Soft Metals Up To %4” + Hard Metals Up To 5c” 
CAPACITIES with POWER OPERATED TOOLS 
1%” Rods and 242” Soft Cable 


Take your first step to 
more sales with the 
complete PORTER line! 
Next time the PORTER 
representative stops in 
ask him to tell you 
about the full line . . . 
or write for catalog of 
entire line. 


*ee 
cts 


HW. K. PORTER, 


Somerville 43, Mass 


Inc. 
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Charles W. Patton 


Airetool Mfg. 
Names Patton 


Charles W. Patton, was named 
direct factory representative in New 
York State for Airetool Mfg. Co. 

In his new position, Mr. Patton 
will provide service and sales of 
\iretool products in N. Y. State. He 
will work with L. B. Miller, Airetool 
Sales engineer, who has serviced 
this area for the past ten years. 


American Hoist Elects 
Patton and Potter 


H. M. Patton, works manager and 
K. F. Potter, director of engineering 
of American Hoist & Derrick Co., 
were elected vice-presidents. 

Mr. Patton joined American Hoist 
in 1942 as foundry superintendent. 
He later became foundry division 
manager and in 1958 was named 
president of Valley Iron Works 
when that company was acquired by 
American Hoist. Mr. Patton con 
tinues in his position as works 
manager. 

Mr. Potter joined the company in 
1927. He served as chief mechan- 
ical engineer until 1958, when he 
was named director of engineering. 


H. M. Patton K. F. Potter 


GRINDERS 


Baldor’s flexible sales plan is geared to 
boost your grinder profits—and do it fast! 
Proved successful in city after city. Inves- 
tigate without obligation. 


© Totally enclosed motors last a lifetime. 
Keep out dust, dirt, grit, metal particles— 
can't clog. 

@ Motors never need servicing—ball-bear- 
ings lubricated for life! 

@ Dynamically balanced motors assure 
smoother operation, less vibration, greater 
accuracy. 

© Models to satisfy every customer require- 
ment. % to 3 HP, 6” to 12” individually 
balanced wheels. Bench and pedestal types. 
Guaranteed! 


BALDOR ELECTRIC cO. 
4353 Duncan Avenve © St. Lovis 10, Missourd 














The 4 ft. 
Valet above holds 12 coats and hats, 
umbrellas and overshoes in an or- 


3 in. long No. 3-U Office 


derly and efficient manner. Save 
space-—keep wraps aired, dry and “in 
press.”’ Units for every office need 
No. 8-6 (capacity for 6) for small or 
private offices. Single or double faced 
units that interlock to make racks of 
any length or capacity, Valets that 
mount directly on any wall or give 
closets or cabinets checkroom effi 
ciency . . . strongly built of welded 
furniture steel in modern baked en 
amel finishes. 


Write for Bulletin OV-700 
VOGEL-PETERSON CO. 
Rt. 83 and Madison St. © Elmhurst, Ill. 
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Tompkins Co. Opens 
Southwestern Branch 

The Tompkins Co., Kansas City, 
Mo., manufacturers’ representatives, 
opened a new Dallas office and ware- 
house at 2737 Irving Blvd. It will 
supply original equipment bearings 
to industry and replacement bear- 
ings to distributors, in Texas, Okla- 
homa, New Mexico, Arkansas, Lou- 
isiana and Mississippi. 

Frank Barnhart will be manager 
of the new 4,000-sq.-ft. facility. 


“Kockritz Named Industrial 
Marketing Manager of Lear 

Herman Kockritz was named in- 
dustrial marketing manager of the 
Electro-Mechanical Division of Lear, 
Inc. 

Mr. Kockritz’ duties will include 
development of new applications, 
and sales expansion of Lear products 
in the commercial-industrial field. 


Michigan Tool 
Names Soule 


George A. Soule was named sales 
engineer for Michigan ‘Tool Co., in 
Minnesota and western Wisconsin. 

Mr. Soule joined Michigan ‘11 ool 


in 1955, as a sales representative. 


Consolidated Electro 


Opens New Office 


Consolidated Electrodynamics 
Corp., opened a San Francisco dis- 
trict sales office for its data process- 
ing divisions. 

S. R. Wyzenbeek, Jr., was named 
manager of the new office, which 
will have sales and service responsi- 
bility for Northern California and 
the state of Nevada. 


PSP Engineering Co., 
Names Albert A. Menig 


Albert A. Menig was appointed 
assistant sales manager of PSP En- 
gineering Company and Induction 
Motors of California, divisions of 
I. M. C. Magnetics Corporation. 

Mr. Menig will work directly with 
the representatives handling the 
company’s line of solenoids, step- 
servo motors and synchros. 





you know the temperature! 


SA A NT 8 


IN 


the to determine 
exact working temperatures! 


Just mark or stroke the surface with THERMOMELT... 
when it reaches the desired temperature, the mark liquefies. 
There’s no guesswork, no wasted time or material... 
THERMOMELT is the quick, precise way to determine 
heating temperatures. Accurate to within +1%. 


A STIK FOR EVERY TEMPERATURE from 113°F. to 2000°F. 


ALSO AVAILABLE IN LIQUIDS AND PELLETS for inaccessible 
or hard-to-measure applications. Wide range of temperatures. 


Send today for free THERMOMELT literature and pellet 
sample (indicate temperature desired). 


MADE BY THE MANUFACTURERS OF MARKAL PAINTSTIK MARKERS 
AND PROTECTIVE COATINGS 


MAR KAL COMPA NY... West Carroll Avenue, Chicago 12, filinois 
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new WILSON 


Pneumatic Horizontal Grinders —— 
for grinding, buffing, wire wheel work “ang a me ROYALS 


and many other 
applications 


i Ge eee 
5 cages 


Model 906-33 Horizontal Grinder 


Wilson’s new lightweight, powerful horizontal grind- 
ers are designed for ease of handling and reduced 
operater fatigue in any metal removing or finishing 
operation. They are available in various sizes and 
models, with speeds ranging 

from 3100 to 12,000 rpm. Write 


NOTE To 
for catalog PT-58. 


DISTIBUTORS : 


Wilson also makes a Many excellent . = 
: Territories - Y i. = 
wide range line of still available i 
thro : TRITRI 
Pneumatic Die Grinders ei DURING PLANNING stages, show 
, Y- soon outgrew firm’s new buildings, was 
finally held in big sports center 


MAS C. WILSON, INC. 





9,000 See 


VEEN City SuppLy Co., Cincin- 
Q nati, recently staged a presenta- 
tion of industrial supplies and equip- 
ment which drew an attendance of 
well over 5,000 people. The two 
day event was originally slated to 
be held at the firm’s new office and 
warehouse on Cincinnati's outskirts, 
but attracted such interest among 


A Small Item ar Queen City suppliers anxious to ex- 


hibit that the show was eventually 
- i om. ate set up in the spacious Cincinnati 
With a Big Responsibility! Gardens, home of the city’s “Roy- 


als” basketball team. 
Leaky joints in factory service lines can cause costly shutdowns Over 70 of Queen City’s suppliers 
. and they can be avoided. Precision engineered Wheeling f hed worki x] i} its ff the 
“X-L” Pipe Couplings insure tight joints always; they're manufac- urnished working exmioits for the 
tured under strict Quality Control that have made them industry show, and many expressed enthusi- 
leaders since 1918. Available in diameters from %” to 12”, in all SEND FOR FREE : 


types, each engineered with strict adherence to A.1S.I1., A.P.lL., CONDENSED asm for the opportunity to partici- 
A.A.R. or other applicable specifications. CATALOG pate. Queen City’s president, W.E. 


Butler, states: “We had our mis- 


WHEELING MACHINE PRODUCTS C0 givings about asking them at first, 
. 


but after the show was over we had 


WHEELING, WEST VIRGINIA no doubts about their willingness 
CALIFORNIA WHEELING MACHINE PRODUCTS CO., WOODLAKE, CAL. to take part in a future show.” 
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EACH VISITOR received key. If key opened strongbox lock, key holder got prize 
Here receptionist tests a key. Over 70 of Queen City’s suppliers exhibited at show, 


and expressed enthusiasm for opportunity to participate 


Queen City Supply Show 


TM Alloy Chain outlasts all other 
grades of chain. That's a big sales 
point. Tensile strength of 125,000 
ibs. p.s.i.... tough, stress-free links 
.. uniform heat-treating ... are 
additional features. TM Alloy Slings 
are made to your customers’ 
specifications ...tested to double 
the working load limit and backed 
by Taylor's Test Certificate. 
Write for Bulletin 14. 
S.G. Taylor Chain Co., Inc. a 
Hammond, Indiana 


| 


Everything Swings 
on TM Slings 


aylor 
BIG MACHINE SHOW sponsored by Cincinnati’s Queen City Supply Co. is CHAI SINCE 
thronged by interested visitors. Over 70 of firm’s suppliers furnished demonstrations. 1873 
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MADDOCK & CO. had to pitch a tent beside its new Bala Cynwyd warehouse to house additional booths for its recent Indus 
trial Supplies and Equipment Exhibit, when suppliers demonstrations outgrew the space originally assigned 


4500 See Philadelphia Equipment Show 


OVER 4,500 guests were invited 


Here they pause for refreshments during the show 
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a its Slst year in busines: 
Philadelphia's Maddock & Co 
recently held a combined open 
house and equipment exhibit. Over 
4,500 guests were invited to the 
three-day affair at the firm’s new 
building in suburban Bala Cynwyd. 
Several score suppliers cooperated by 
setting up demonstration exhibits of 
their equipment and supplies. 

According to Carl J. Meister, 
assistant to the president, the sup 
pliers’ exhibits soon outgrew the 
space originally assigned. A tent 
had to be pitched beside the ware 
house to house additional booths. 

Maddock advertised the event in 
local trade magazines, and made 
two mailings to the list of invited 
guests. ‘The publicity slogan was 
“View What's New.” 

Says Meister: “Maddock’s bid for 
more business will undoubtedly pay 
off in the present and future. The 
company made a lot of new friends, 
and created better understanding of 
their merchandise, organization and 
service.” 


4 MADDOCRK’S president R. W. Mc 
Intosh and Carl J. Meister, assistant to 
president, greet R. E. Kohler and W 
Grifing of RCA Victor Div., and 
“Bucky” Walters, former Cincinnati 
Reds pitcher now with Force Screw 
Machine Products 





Linde Co. Names O’Connell 
General Sales Manager 


Timothy F. O’Connell was named 
general sales manager, distributor 
products department of Linde Co., 
division of Union Carbide Corp. 

Mr. O’Connell will head the sales 
program of Linde’s distributor prod 
ucts department. 


Illinois Tool Promotes 
Fuller And Russell 


Eugene W. Fuller was named ex 
ecutive vice-president, and James R 
Russell was named vice-president 
and chief financial officer of the Ih 
nois ‘Tool Works. 

Mr. Fuller began with 
Tool in 1928 as a salesman 


Illinois 
He was 
named sales manager of the Shake 
proof Division in 1938, and general 
manager in 1945. He was elected a 
vice president in 1950. 

Mr. Russell first joined the com 
pany in 1939, and has since been in 
financial management. He was elec 
ted secretary in 1953 and treasurer 
in 1957. He will continue in these 
additional capacities. 


Pfaudler-Permutit 
Announces Promotions 


Joseph M. Reitzes was named 
technical manager of the chemical 
department, James E. Quigley was 
named New York district sales man 
ager, and Ervin P. Vogel as sales 
representative for Brooklyn and all 
Long Island. 

Mr. Reitzes has been water treat 
ment engineer for U.S. Rubber 

Mr. Quigley specialized in water 
conditioning sales. He is a graduate 
of Iona College, New Rochelle, 
New York. 

Mr. Vogel has been with the com- 
pany since 1953 in both service and 
sales work. 


Baird Names Bower 


William D. Bower was named 
sales-engineering representative for 
Baird Machine Co., to lend tech- 
nical and sales assistance to Baird 
distributors throughout the U. S. 
anc Canada. 








piping & 
air condision!9 


ULLDOG 
ola Digger 


BULLDOG “Gold Digger” drill/anchors 
are being advertised in these leading 


trade magazines...to your pros- 
pects and customers. Distributors 
will “cash in” on this continuing 
program for the huge concrete fasten- 
ing market. 

If you are not already a BULLDOG 
“Gold Digger” distributor, send the 
coupon today for product details and 
the “high-profit picture” in your area. 


ate . . . 
** With exclusive POW-R-GRIP gripping ridges 


BULLDOG DIVISION 

(Formerly Polis Manufacturing Co.) 
GREGORY INDUSTRIES, INC. 

110-140 Toledo Avenue * Lorain, Ohio 





Firm 





Address 





City 
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BULLDOG DIVISION, GREGORY INDUSTRIES, INC., 110-140 Toledo Avenve * Lorain, Ohio 
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stops, valves, fittings 
from YOU, the local 


® 


WHOLESALE DISTRIBUTOR 
Cut Inventory 43 
Stock only immediate needs. 
Save space, money, handling. 
°-duce Paper Work 
One order instead of many. 
Product information and 
prices from a single source. 
Get Faster Delivery 
Immediate attention to orders. 
Delivery from local stock. 





One 
of more than 
3500 products 

in the HAYS line 


ALL IRON 
STOPS 


GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


ERIE, PA. 











New Order Index 
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Down 1.4% in October 
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he index of new orders placed by distributors with their suppliers dropped 1.4% 
in October, the American Supply & Machinery Mfrs. Association reported. The new 
This is 17 points below the record 221 


order index dipped 3 points to 204 
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4. 
Dave Paul, Norton engineer in 
the Virginia area, was honored by 
Industrial Supply Corp., Richmond, 
Va., and Mize Supply Co., Waynes 
boro, Va., for his six years of service 
in that area, on the occasion of his 
promotion to Detroit district man- 
ager for Norton Co. 

Mr. and Mrs. Paul were each pre 
sented with a silver julep goblet 
from the two companies, engraved 
with their first name on each goblet. 
The tray was engraved with the best 
wishes of both the distributor com 
panies. 

Lloyd B. Mize, president, Indus- 
trial Supply Corp., said: “Dave Paul 
is one of the finest manufacturer's 
representatives we ever had working 
with our companies. He knew his 
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products upside down, was ener 
getic, and a fine personality. He was 
the one manufacturer's man above 
all that our men always wanted to 
work with whenever they could. He 
came near being the perfect manu- 
facturer-distributor representative.” 

Among those who attended the 
affair were Mr. and Mrs. L. K. Behr. 
Mr. Behr is the Philadelphia district 
manager for Norton Co. 





Electronics Firm Opens 


[he Digitool Corp., Houston, 
capitalization $40,000, has been es 
tablished at 5300 Brownway St. The 
concern is primarily an electronics 
apparatus firm engaged in manu 
facturing engineering and sales. 


B-I-F Industries Opens 
New Sales Regions 

B-I-F Industries announced the 
formation of Eastern, Central and 
Western regional operations for its 
U.S. and Canadian field sales or 
ganization. 

The Eastern region, with head 
quarters in New York City is under 
the direction of Douglass Taber; the 
Central region is headed by Paul A. 
Coffman, Jr., with offices in Chi 
cago; and Edward F. Morey, Jr., 
heads the Western Region with of 
fices in Dallas. 


Goodyear Tire & Rubber 
To Move in Akron 


Goodyear Tire & Rubber Co. an 
nounced the moving of district of- 
fices and warehouse facilities to 6500 
Galena Rd., Akron. 

Approximately thirty district of 
fice, sales and warehouse personnel, 
will transfer from the old location to 
the new facilities. 


McLary Named By 
Ingersoll Products Division 


M. R. McLary was named execu 
tive vice president and manager of 
the Ingersoll Products Division of 
Borg-Warner Corp. 

Mr. McLary has been with Inger 
soll products since 1952. Prior to 
joining Borg-Warner he was with 
the Airtemp Division, Chrysler 
Corporation 


John Wagg Appointed 
Spring Division Manager 

John Wagg, formerly product 
sales manager, was appointed sales 
manager at the Crucible Steel Com 
pany’s Spring Division. 

Mr. Wagg was associated with 
Ehret Magnesia Mfg. Co., and the 
Murray Corp. of America. 


V-R Reduces Prices 


Vascoloy-Ramet Corp. reduced 
prices on all premium grades includ 
ing VR-77, VR-75, VR-73, E-H, VR- 
87 and AW. They also announced 
reduction of minimum catalog quan 
tities. 








A NEW WAY 
TO SELL 
TAPS... 


THE SOSSNER 
TAP 
PRESENTATION 
BOOK 


Here is a whole new concept 
in tap merchandising. In less 
than five minutes “showing” 
time, your salesmen have a 
strong platform of tap facts 
on which to build their crea- 
tive selling message. 


This illustrated color presen- 
tation outlines the basic re- 
quirements for all taps and 
shows just why Sossner taps 
fill these requirements better. 
Then come the additional fea- 
tures and advantages which 
make Sossner taps a clear and 
logical choice. 


R [oe .\ a. ao ©) @) a On @) 2-18) - 7 - wee). | 
SOSSNE 29 BROADWAY CYNBR K Lo oNLY 


FACTORY WAREHOUSES IN NEW YORK « LOS ANGELES « ST. LOUIS + DALLAS 
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only 
CATAWISSA 


gives you all these 
features for your 
forged steel pipe 
union requirements 


UNIFORM WALLS for 
even expansion and 
contraction under 
temperature 
changes. THEY FOL- 
LOW THE PIPE! 


= 
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CATAWISSA 
BALL-TO-ANGLE SEATS 
J give you a ‘Perfect Seal’’ 
ROUND, STRAIGHT : regardless cf pipe align- 
BARRELS for fast ment! 
wrenching. No un- 
even or tapered sur- MORE THAN ADEQUATE we.il thicknesses 
facestocause give you Catawissa's 3-to-1 Safety Factor 
wrench slips or (3000-Ib. service, 9000-Ib. test; 6000-Ib. 
wrench locking! service, 18000-Ib. test)! 


Catawissa Perfect Seal Pipe Unions are made by Union Specialists from 
80,000-Ib. tensile strength steel (ASTM Spec. A-105-55T, Grade I1). Steel 
forgings from our own forging mill are closely checked for imperfections 
... and finishing on modern, automatic machines with close inspection dur- 
ing and after production give you pipe unions second to. none! 


Get your free copy Olaf % 
write direct or 4°) ATL <M 

trade magazines 
your custom 


sin leading atawissa line... 
constantly 


: ers to 
remind 





@ CATAWISSA, PENNA. 
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M. Les Barr 


Edward Valves Names 
Barr Sales Engineer 


M. Les Barr was named sales engi- 
neer of the east Texas and Texas 
Gulf Coast areas for Edward Valves, 
Inc., subsidiary of Rockwell Mfg. 
Co. 

Mr. Barr, formerly associated with 
the National Supply Co. and Ray- 
bestos-Manhattan, is a member of 
the American Institute of Industrial 
Engineers, and the National Society 
of Professional Engineers. 


Glen Bright Named 


Fuller Sales Engineer 


Glen D. Bright was named a sales 
engineer assigned to operate out of 
the Chicago district of Fuller Co. 

Mr. Bright was formerly with 
P. F. Collier & Sons, and Ex-Cel 
Tool Die & Engineering Co. 


S. G. Taylor Chain Co. 
Wins Second Safety Award 


The S. G. Taylor Chain Co., won 
its second consecutive safety award 
from the National Safety Council. 

This first place award, in heavy 
fabricating division, metal section, 
represents 416,910 man hours with 
out a lost time accident. 


Nickel Capacity Grows 


This year, for the first time in 
history, the annual production ca 
pacity of the free world’s nickel in- 
dustry is expected to rise to 550,000,- 


000 pounds. 





WHY IT PAYS TO SELL 


ACME 
POWER TRANSMISSION 


CHAINS AND 
ACCESSORIES 


E. L. Phillips 


Jones & Laughlin Names 
ee ee . 
ee wens, Sapien ACME CHAIN CORPORATION has created an 

Jones & Laughlin Steel Corp. an enviable reputation in the trade for the high quality 
nounced three personnel changes in of its roller chains and accessories, plus the fastest 
the West Coast sales organization service possible to its customers. 

K. L. Phillips, was named to the 
new post of regional manager-West Here’s how you benefit 
Coast operations, assuming responsi by selling ACME Chains: 
bility for all West Coast activities of 


1 Complete selection of roller chains from 14” pitch 
the division. 


to 24” pitch and accessories available at all times. 
-— ¢ ige is hi fA hains. 

Heads Mill Sales Prestige is high among present users of ACME Chains 

Selective distribution protects your franchise. 


Sales policy protects your profits. 


district sales manager, will assume 
responsibility for all mill sales for 
the division. 6 ACME Roller Chain market is unlimited. 


John H. Sutton was named assist ] Complete inventory at all times avoids costly delays. 
ant district sales manager 


2 

ge 3 

John E. Cottier, Jr., Los Angeles \ 
9 


Consumer acceptance is established. 


8 Expert engineering service always available. 


Former L. A. Manager Thousands of sales leads are produced every year 
from a well balanced advertising program including 
trade paper, brochures and other supporting mate- 
rial. ACME’s reputation for unexcelled service has 
never been challenged. 


Mr. Phillips formerly was man 
ager of the division’s Los Angeles 
plant. 

Mr. Cottier started with Jones & 
Laughlin Stainless and Strip divi 
sion in 1953, he was named district 
sales manager in 1958. 


Write or phone for more information on how you can 
profit by the ACME Chain Corporation distributor plan. 


Mr. Sutton, formerly manager of 7 
the division’s Los Angeles plant, ye 
started with the company in 1948 ) 


as a Sales trainee. 


lh mr 
A TITIL 


tA 


Write Dept. 15-Y for new 100-page 
illustrated technical catalog including 
new engineering section showing 36 
methods of chain adjustments. 


HOLYOKE 
MASSACHUSETTS 


COMPLETE LINE OF ROLLER CHAINS AND SPROCKETS + DOUBLE PITCH 
CONVEYOR CHAINS + STAINLESS STEEL CHAINS + CABLE CHAINS 
3. HL. Santen J. E. Cottier Jr. FLEXIBLE COUPLINGS: + STANDARD AND SPECIAL ATTACHMENTS 
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DISTRIBUTORS 
PROSPER AS 
B&S OFFERS 
THE ONLY 


COMPLETE 
CUTTING TOOL 
SERVICE! 


In addition to a line of over 3000 off-the-shelf 
“standards” and superiority of cutter design— 


Gal EXTRA Edipe in Production 


pays off in 4 other ways that make B&S Dis- 
tributors . . . and Customers prosper! 


World’s largest line of Carbide, Carbide Tipped 
and High Speed Steel Cutting Tools for milling 
machines. 





Local Cutter Engineering Service—like having 
a B&S Cutter Engineer in your customer's shop. 


Strategically located Cutter Maintenance, Modifi- 
cation and Regrinding Service. 


Stocked and sold by the most successful group 
of Distributors in the world because they offer 
the only complete METAL CUTTING TOOL 
SERVICE! 


Brown & Sharpe 


CUTTING TOOL DIVISION 
HIGH SPEED STEEL CUTTERS 


NELCO CARBIDE TOOLS [BS 


END MILLS 


PROGRESS IN PRECISION FOR OVER 125 YEARS 





INDUSTRIAL DISTRIBUTION ¢ JANUARY, 1960 


Fred C, Stockinger 


Bay State Abrasive Names 
Stockinger Sales Manager 


Fred C. Stockinger was appointed 
sales manager of Bay State Abrasive 
Products Co. 

Mr. Stockinger, with the company 
since 1946, has been the assistant 
sales manager since 1958. He was 
recently appointed to the Standard 
ization and Safety Committee of the 
Grinding Wheel Institute. 


Leschen Wire Rope 
Names Bragg 


Robert H. Bragg was named pro- 
duction control manager for Les- 
chen Wire Rope Division, H. K. 
Porter Company, Inc. 

Mr. Bragg will be responsible for 
all phases of production scheduling 
and expediting, as well as the main- 
tenance of all production standards 
and methods. 


Name Two To Sales Posts 


Irl Bergin was transferred to the 
territory including New Mexico, 
Arizona, and part of southern Cali- 
fornia for Leschen. 

William W. Cross was named to 
replace Mr. Bergin in the Kansas 
Oklahoma, and northern Texas area. 


Moderate Increases in 1960 


In a survey by the Material Handl- 
ing Institute, Inc., manufacturers of 
industrial material handling equip- 
ment optimistically foresee mod- 
erate sales increases in 1960, barring 
widespread gtrikes. 





Fulton Sylphon Division 
Names G. B. Mead 


G. B. Mead was named district 
sales manager for the Philadelphia- 
Camden area by Fulton Sylphon 
Division, Robertshaw-Fulton Con 
trols Co. 

Mr. Mead has been a sales repre- 
sentative in the area since 1957. 


Trane Co. To Build 
Salt Lake City Plant 


The Trane Co., announced plans 
for a million-dollar plant in Salt 
Lake City, Utah. 

The proposed plant will be 60,000 
square feet plus warehouse facilities, 
and should be in operation within 
about a year. 


Barry Controls Ine. 
Announces Promotions 


A. S. Chivers was promoted to 
the newly-created post of manager, 
Watertown Division, Barry Con- 
trols, Inc., Russell Lowe, chief engi 
neer at the Watertown plant, will 
replace Mr. Chivers as manager, 
Western Division, Burbank, Calif. 

The purpose of the reorganization 
is to integrate administration of en- 
gineering and production groups. 


Distributor Advisory Group 


Holds Fifth Annual Meeting 


Members of Worthington Corp. 
Industrial Equipment Distributor 
Advisory Council held their fifth 
annual meeting in Cleveland. 

Worthington’s aim is to invite 
a candid presentation from distrib- 
utors, of problems in marketing the 
company’s industrial equipment. 


H. C. Burton Co., Ltd. 


Names Burton Chairman 


H. C. Burton, president of H. C. 
Burton Co., Ltd., Hamilton, On- 
tario, Canada, was named chairman 
of the board of directors. 

E.. B. Smith was named president 
and general manager and J. J. Daw- 
son was named executive vice presi- 
dent of the firm. 





performance determines demand and 


MORE INDUSTRIES 
DEMAND JOWNSON 


Because industrial buyers know they get the most 
efficient, economical performance from Johnson 
Gas Burning Equipment. They rely on Jchnson’s 
consistent quality— proved dependability in over 
58 years of operation. They know they get 
advantages from Johnson equipment that 
no other line can give them. 


For information on Johnson’s complete line of quality Gas 
Burning Equipment write today for the new Johnson Catalog. 


if it burns gas look to +». since 1901 


JOHNSON GAS APPLIANCE CO. 588 E Avenue NW, Cedar Rapids, lowa 
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3 Sizes, maximum jaw openings, across flats 


No. 11, 1'4 ; No. 17, 2 ; No. 25, 3% 


Fast-Selling Master of Nuts & Bolts 
wo RicaID 
Hex Wrench 


Wide-open fast-action multi-sided grip 
on every hex, square and flathead! 


Quick adjustment—stays to size... 
this new Hex Wrench goes on easily, 
won’t slip off—harder you pull, the 
tighter it grips . . . no more skinned 
knuckles or rounded nut shoulders! 
Narrow jaw for close quarters. 
Famous RIGID heavy -duty design, 
guaranteed housing, comfort - grip 
handle. Three sizes for *s’’ to 2” 
nuts. The better tool your customers 
have long been wanting, as fast sales 
everywhere prove. Order your stock 
of new FReitestt> Hex Wrenches today! 





"Got the RIZaIc> 
name on it?... 
Okay, send us outa 
set of all 3 sizes!” 





. The Ridge Tool Company 





THREADED PIPE... it’s Tight... tt’s Best... Costs Less? 
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E. M. Ramberg 


Daniel W. Ruple 


Titeflex Names 
Ramberg and Ruple 


Mr. F. M. Ramberg was ap 
pointed vice president of marketing 
for ‘Titeflex, Inc. 

Mr. Ramberg served as vice presi- 
dent of engineering for three years. 
He will now be responsible for air- 
craft and commercial sales. 

Daniel W. Ruple was appointed 
vice president and general manager 
of the Pacific division. 

Mr. Ruple, formerly assistant to 
the president, will be responsible for 
sales, manufacturing finance and en 
gineering in West Coast operations. 


Triples Output 


All-State Welding Alloys Co. 
plans to triple output of spooled 
aluminum wire. The company pio- 
neered precision spooled layer level 
wound aluminum wire. 





Crane Acquires Plants 
In U. S. & Canada 


Crane Co. acquired Pipe Fabrica 
tors, Inc., East Chicago, Ind., and NOW LET'S CARRY 
Canadian Pittsburgh Piping Ltd., 
Hamilton, Ontario, Canada, as part 


of it’s program of improving manu 
facturing facilities. 

The fabricating piping depart 
ments at Chicago, and Birmingham, ON THIS 
Alabama, will soon be transferred to 


the East Chicago division which VICTOR 


will be managed by George Gerza. 
Crane’s domestic and Canadian BELTING 

fabrication will eventually be con 

centrated at these two plants 


Greenlee Tool Names Three 
To Sales Territories 


Greenlee Tool Co. named three 
factory trained men to sales terri 
tories. 

Gene Seymour, working out of 
Merriam, Kansas, now travels Ne 
braska, Kansas, and Missouri 

Bill Farley is responsible for sales 
in Arkansas, La., Miss., and Ala., 
with headquarters at Metairie, La 

Ihe territory of North and South 
Dakota, Minnesota, Northern Wisc., 
Michigan’s Upper Peninsula and 





Iowa, is covered by Bill Brasmer, out 
of Minneapolis 
Any product. You name it — and there’s a Victor Belt that’s 
Morris Machine Works designed to convey it. 
Promotes Two Sound sales pitch? — the soundest. When you sell Victor, you 
: sell the complete line of the best in textile belting. 
Robert G. Humphrey, formerly ; . ; , : 

See: Wei Michi ie entities And that s no idle statement, for every inch of Victor Belting 

5 is proved right for the job. Recommendations for use are issued 
only after our research department has conducted exacting 
tests under actual operating conditions. 


This policy has been proved by repeat sales of the whole line— 
solid-woven cotton—Neoprene impregnated—canvas-stitched— 
Mr. Humphrey, formerly with the Balata—special treatments—plus every need in belting special- 
Gates Rubber Co., joined Morris ties. All this, plus a full range of widths and thicknesses to fit 
Machine Works in 1958 every customer’s specification, makes the Victor line your best 
Mr. Dalstad. formerly with | bet for conveying, elevating and power transmission sales. 
l'oledo Scale Corp., was an applica | Send for Distributor Catalog today. 
tion engineer with Morris Machine. 


was named manager of marketing, 
for Morris Machine Works. Inge 
mar Dalstad, will replace Mr. Hum 
phrey in the New York area. 





A COMPLETE LINE * Neoprene Belting * Balata Belting 
Including: * Solid-Woven Belting — untreated, 

impregnated, coated — many widths and plies 

* Canvas Stitched Belting » Belting Specialties 


teror 


: 53 Park Pl... N. Y. 7 * 300-6 W. Hubbard St.. Chicago 10 * Fact E tor 
R. G. Humphrey I. Dalstad : oN Tea 
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mew redesigned 
BONNEY 


WELDOLETS 


for reinforced branch connections 
on carbon steel and alloy pipe 


Welding fittings manufactured and tested in accordance with ASA B16.9 and ASA B31.1 


clean-cut bevel with 
exactly Vie’’ land 


bore machined with a 
watchmaker's precision 
and finish 


reduced angle of bevel 
«+. weld volume cut 


almost 50% 


weld line clearly skirt taper redesigned 
for improved 


stress distribution 


defined ...no more 
errors about “how 
much to weld” 


RESULTS? OVER 4% TIMES MAXIMUM OPERATING PRESSURE 
AO es: ores ae en hn ee 


1 WELDOLET 





BURSTING TEST 7 
COMPARISON 


BONNEY 


WELDOLETS® 
THREDOLETS® 
SOCKOLETS® 
ELBOLETS® 
BRAZOLETS® 
SWEEPOLETS® 








For high strength and low-total installed cost 
compare with .. . other reinforced branch con- 
struction .. . unreinforced branch construction 

. and welding tee construction. Then specify 
and use Weldolet fittings for all full size and 
reducing branch connections. 


SONNE Y 
FORGE »- TOOL WORKS 


ALLENTOWN, PENNSYLVANIA 


CARBON STEEL 
STAINLESS 
ALLOY 

for all services 
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Richard L. Dixon 


William J. Barrett 


Stanley Names Two 
To Sales Posts 


Richard L. Dixon was named 
sales representative for Stanley 
Hardware, division of Stanley 
Works. He will have his headquar- 
ters in San Francisco, and cover 
Northern California and Nevada. 

Mr. Dixon joined Stanley in 1956 
as a hardware division trainee. 

William J. Barrett was appointed 
sales representative in the western 
New York and northwestern Penn- 
sylvania territory for the Stanley 
Steel Strapping division. 

Mr. Barrett was previously with 
Manpower, Inc., Spaulding Fibre 
Co, and Gates Rubber. 


Parker Seal Names Foltz 


Jess Foltz was appointed a sales 
engineer by Parker Seal Co. Mr. 
Foltz formerly was with the com- 
pany’s customer relations staff. 





H. M. Harper 
Opens Branch Office 


The H. M. Harper Co., an 
nounced the opening of a branch 
office at 109 Baker St., East Svra 
cuse, N. Y. 

The company will supply distrib 
utors and customers from thei 
Mamaroneck, N. Y. warehouse. 


Knowles Named Manager 
Budd Defense Division 


William H. Knowles, Jr., was 
named sales manager, Defense Divi 
sion of the Budd Co. 

Mr. Knowles joined The Budd 
Co in 1953 after many years in the 
electronics industry. After partici 
pating, as new products manager in 
the acquisition of Continental Dia 
mond Fibre Corp and other Budd 
subsidiaries, he organized the com 
pany’s Nuclear Energy Division. 


American-Standard 
Promotes Tobin 


John F. Tobin was named vice 
president of marketing, for Amer 
ican-Standard Industrial Division. 

Mr. Tobin’s appointment fills a 
vacancy created by the retirement of 
E. W. Petersen, who served as mat 
keting vice president for the past 
three years. 

In his new position, Mr. Tobin 
will direct the division’s marketing 
program. He has been with Amer 
ican Standard since 1923 and has 
served in a variety of sales manage 
ment positions 


John F. Tobin 


the only 
masonry Orill-anchor 
that’s 


DURATHERM 
ea 


for drilling power 
plus holding power... 


RAW L 
SABER=IOONEL 


DRILL-N -ANCHOR 


for fastening any kind of fixture to any kind of masonry 


* hardened so teeth keep their edge, drill a full hole fast 
¢ toughened so teeth won't snap off, even in hardest concrete 


DRILLS FAST...HOLDS TIGHT... 


e Drills its own hole in the hardest concrete, 
develops highest holding power. 


e Tapered holding ridges around body make 
the Saber-Tooth bite harder, grip tighter. 


e Expander slots assure complete, even expan- 
sion when anchor is driven home—teeth un- 
dercut hole deep in the masonry. 


e All-steel construction resists shock, vibra- 
tion, fire, rust. 


e Snap-off joint is strong enough to hold dur- 
ing drilling, yet breaks clean after the anchor 
is in place. 


THE RAWLPLUG COMPANY, INC. 
204 Petersville Road New Rochelle, N.Y. 


Please rush my Saber-Tooth sample and complete facts. 


Firm 


Address 
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GET 
PROFITABLE 
FACTS ON 
CHICAGO LOCKS 


The ACE Padiock 


Maximum security lock used by U.S. Secret Service 


Write for catalog 
sheet MS-101 and 
sample of envelope 
stuffer P-104. 


Chicago Utility Lock 


Get literature for specifications. 


Chicago Lock Handles 
Ask for bulletin DH-1 for 


complete data. 


Whatever your requirements, there's a rugged 
Chicago Lock that's right for the job 





CHICAGO LOCK CC. 
2030 North Racine Ave. + Chicago 14, Illinois 


F. Roger Byrnes 


“POP” Rivet Division 
Names Byrnes 


F. Roger Byrnes was named dis- 
tributor representative in the Mid- 
west area for “POP” Rivet division 
of United Shoe Machinery Corp. 

Mr. Byrnes, will be responsible 
for the area comprising northern IIli- 


nois, 


Wisconsin, Minnesota and 


lowa. 


Name Ad Manager 


Robert H. Kane was named ad 
vertising manager of the division. 
His office will be located at the Shel 
ton, Connecticut plant. 


Dumore Names Two 
To Sales Posts 


Donald A. Ritter and Arnold W. 
Nelson were appointed to the sales 
staff of The Dumore Co. 

Mr. Ritter was formerly with the 
Chain Belt Co. 

Mr. Nelson was employed in the 
advertising department of the Eaton 
Mfg. Co., Dynamatic Division, and 
will assume the duties of advertis 
ing and sales promotion manager at 
Dumore. 


D. A. Ritter 





A. W. Nelson 





ioe 


HARRISBURG 
FLANGES 


Harrisburg Drop-Forged 
Steel Pipe Flanges are made 
to A.S.A. standards for oil 
companies, ship builders and 
pipe fabricators. They come 
in threaded, butt-welding, 
slip-cr welding, Van Stone 
and blind types and are shot- 
blasted and dip-coat finished 
with a rust preventative 
black lacquer. Be sure you 
make it Harrisburg when you 
want flanges. 


More thon a Century in Harrisburg 18, Pa. 


HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 


aD 


COUPLINGS 


TRANSPORTS 
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Beckman Instruments 
Acquires Two Firms 


Beckman Instruments, Inc. ac 
quired the assets of Harold Kruger 
Instruments, San Gabriel, Calif.. 
and Tool-Lab, Inc., Escondido, 
Calif. 

Kruger Instruments manufactures 
chemical analysis equipment. ‘Tool 
Lab is a maker of precision electric 
meters. 


Borden Chemical 
Appoints Smith 


Kenneth R. Smith was named 
technical sales representative for 
Borden Chemical Co., in New 
England. 

Mr. Smith will be responsible for 
the sale of Borden Chemical’s full 
line of industrial and packaging 
adhesives. 


T. B. Wood’s Introduces 
New Line To Distributors 


To introduce its line of new me 
chanical variable-speed drives, ‘T. B 
Wood's Sons Co., is holding a series 
of meetings with distributors across 
the country. 

Three day regional meetings were 
held first at Chambersburg, Atlanta 
and Chicago to brief top personnel 
from major distributor organizations 
on the revolutionary design con 
cepts involved with this equipment. 

Wood’s regional sales managers 
and salesmen will stage similar meet 
ings on the local level for the re 
maining distributor organizations 
throughout the country. 

Slide presentations with narra 
tion, product demonstrations, and 
question and answer sessions are the 
techniques being employed to ex 
plain the unique operating princi 
ples of these drives. 


Gardner-Denver Sales Up 


Record sales of $20,368,957 in the 
third quarter helped Gardner-Den- 
ver Co. increase net income 65 per 
cent for the first nine months. Net 
income after taxes totalled $5,677, 
122 compared with $3,436,566 for 
the same period last year. 


surgical instrument 
precision 





® 
Long-reach Precision Pliers... 


Your customers will really go for these 
specially designed electronics pliers by 
CHANNELLOCK. They’II like the sur- 
gical instrument precision with which 
they are crafted . . . the long reach 
. . . the hand-honed, specially hard- 
ened cutting edges . . . the comfort- 
able ‘‘feel’’ of the blue plastic grips. 
And best of all, they’ll like the price 
- No more than standard design 
pliers. Show ’em these specially de- 
signed, precision-made CHAN- 
NELLOCK Pliers . . . and they’! 
buy ’em. 


Write for Catalog of Complete Line of Pliers 


ee ~ 


& Meadville, Pennsylvania 
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Here’s a real opportunity for you 
to increase your profits ! 


When you stock and sell Union Die Sets 
and Springs you add products to your 
line which have ready acceptance in 
the trade. Union builds only quality 
products and Union sells only to dis- 
tributors. 


Customer approval combined with com- 
petitive price make a Union Die Set 
Distributorship an opportunity you can't 
afford to overlook. 


@ REPEAT SALES... 


Union Ultra-Precision accuracy re- 
sults in customer sotisfaction and 
repeat business. 


© UNION QUALITY... 


Union's reputation for quality and 
service is being talked of daily 
by Die Set users. 


© NATIONALLY ADVERTISED... 


Union Die Sets are backed by a 
national advertising campaign in 
American Machinist, Tool Engi- 
neer, Machine & Tool Blue Book 
and Western Machine and Steel 
World. 


Take advantage of this oppor- 
tunity today! For more informa- 
tion write to... 


UNION DIE SET DIVISION 
UNION MANUFACTURING CO. 
288 CHURCH ST., NEW BRITAIN, CT. 





D. W. Lehti 


Link-Belt Speed Corp. 
Elects Basile 


C. M. Basile was elected pres- 
ident, of Link-Belt Speed Corp. a 
subsidiary of Link-Belt Co., to suc- 
ceed D. W. Lehti, who retired after 

25 years with the company. 

Mr. Basile, formerly a director 
and vice president in charge of op- 
erations for Link-Belt Speeder Corp., 
started with Link Belt in 1928. 

Mr. Lehti joined Speeder Machin- 
ery Corp. in 1934 as a sales represen- 
tative, and became assistant plant 
manager in 1939, when the company 
was acquired by Link-Belt. 


Paperboard Gains Forecast 


The Econometric Institute said 
total paperboard demand will climb 
in 1960 to 16.2 million tons, 2% 
above 1959’s high level. The Insti- 
tute estimates 1965 paperboard de- 
mand in the U.S. will reach 20.1 
million. 
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Simple chart shows 
why Chicago-Latrobe 
is the winning line 


FIRST QUALITY 
PRODUCTS 


Yes 





ABUNDANT FACTORY 
SALES HELP 


Yes 





ENGINEERING AID 


Ves 





COMPLETE CATALOGS 
WITH PRICES 


yes 





IMPRINTED PRODUCT 
LITERATURE 


yes 





yes 


See sample on 
opposite page 


NATIONAL ADS 





SEPARATE 
PRICE LISTS 


No * 











Chicago-Latrobe prices are in the 
catalog. Makes pricing easiest for 
you... easiest for your customers. 


oo ni heoy Vci eri ay wa- ie} -) = 





DRILLING TIPS 
YOU CAN USE 


WEB THINNING 
IS IMPORTANT 


- *3. ~ 





) 


GRINDING 
WHLEL 


The failure to thin the web is a 
common error in drill repointing. 
Most drills are made with webs 
that increase in thickness to- 
wards the shank. As the web 
increases, the length of the 
chisel edge will also in- 
crease if not thinned. Always 
thin the web to its original 
thickness, using a machine 
whenever possible. 


NEED A CHIP BREAKER? 


Z 41 
a CO». \ ij ~~ 


\) 6) : 
VU 


There isa solution to the nuisance 





and danger of long stringy chips 

~a@ common problem in deep 
hole drilling. It is Chicago- 
Latrobe's “LO-TORK” Chip 
Breaker Drill. “LO-TORK” Drills 
have a radically new flute con- 


tour that breaks chips, permits — Write Chicago-Latrobe or call your distributor for 
f feeds, i lubrico- ry 
a oe CATALOG No. 59. Sixty-eight pages of illustrated 


tion, and lengthens tool life. 


GOT A DRILLING PROBLEM? 


Arrange a consultation with a 
Chicago-Latrobe Sales or Ser- 
vice Engineer. His experience in 


listings and information — including prices. 


hundreds of plants can lead toa 
quick solution of your problem. 
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fenenie ‘quid | slidd-ta-size! | 


three 


fess copper, 
ohumingen, bray and gene 


| HH ro i OWM and: other larget : : 


[sized | \fubing.- it Corst yy t 1 


iT tel f4c10.0.. 1 


FAST, CLEAN, RIGHT ANGLE CUTS! 


TOLEDO’s New complete tubing 
swaging, bending, reaming—offers your customers guaranteed 
performance and long service. Popularly priced, be sure to stock 
Toledo Tube Cutters for accurate, clean burrless cutting opera- 


tool line—cutting, flaring, 


tions. There’s a Toledo Cutter for 3” 
O.D. tubing. DWV, copper, brass, 
and others. Stock the complete line. 


up to 4” 
aluminum 


WRITE FOR CATALOG 
TUBING 


EDO Chabety Guld TOOLS 


(Sold Thru Authorized poll Distributors N Near You) 





THE TOLEDO PIPE THREADING MACHINE CO... . TOLEDO 3, OHIO 


¢ Brea a aSttEEE 
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Paul H. Daley 


Derek G. R. Brigg 


Heppenstall Names 
Daley and Brigg 


Paul H. Daley was appointed di 
rector of marketing and manager of 
export sales, and Derek G. R. Brigg, 
was named general sales manager 
of forging and die steel sales, by 
Heppenstall Co., and Midvale-Hep 
penstall Co. 

Mr. Daley joined Heppenstall 
1946. He became a general super 
intendent in 1950, assistant general 
manager of operations in 1953, and 
general manager of operations in 
1955. He has served as director of 
sales since 1957 

Mr. Brigg started with Midvale 
Heppenstall as general sales man- 
ager. He served previously as sales 
manager of the Camden Forge Co. 

\lso promoted were J. O. Phillips 
and A. T. Richter, who were named 
assistant general sales manager. 





Air Accessories Opens Plant 
Sells Plastics Distribution 

Air Accessories Inc., Fort Worth, 
l'exas, sold its plastics distribution 
division to Cadillac Plastics and 
Chemical Co., Detroit, in order to 
concentrate on the rapidly growing 
manufacturing phase. 

Air Accessories said that it 
planned to continue the distribution 
of aircraft and industrial supplies, 
and “will stay in distribution as long 
as it is profitable.” 

The Cadillac Co. leased the show 
room facilities at Fort Wayne, and 
will operate the plastic showroom as 
a branch of the Cadillac Co. Air Ac 
cessories will retain the major por 
tion of the building. 


INCO Announces Invention 
Of High Strength Alloys 


A new family of very high 
strength nickel alloy steels has been 
invented in the research laboratories 
of the International Nickel Co. 

Nominally identified as 25% 
nickel steels, the new alloys achieve 
unique properties by simply air cool 
ing from the heat treating tempera 
tures. The company’s metallurgists 
reported that in some cases yield 
strength in excess of 290,000 psi 
were achieved. Maximum hardness 
of 67 Rockwell C was obtained 


Marshall And Cadigan 
Named By Delta 


William W. Marshall and John 
Cadigan were named district sales 
managers in the Eastern and East 
Central Regions, for Delta Power 
lool Div., Rockwell Mfg. Co. 

Mr. Cadigan joined Rockwell as 
a Delta school representative. 

Mr. Marshall formerly was an in 
dustrial machinery designer with In 
dustrial Metal Products Corp. 


W. W. Marshall = J. Cadigan 


mnt 


lave! | 
DIMENSIONAL BENDS 
EASIER 
* HARD or SOFT TUBING 


No. 767-L8 1/4‘‘\(As shown). 
New! Bends any angle up to 
180°, accurately, easily 
Ne. 768-18 5/16" New! 
No, 769-L8 3/8 New! 
Mo, 770-L8 1/21! New! 
Ne. 771-18 5/8// New! 
No. 772-L8 3/4/' Mew! 
No, 773-18 7/81 New!....), 


SS 

TUBE CUTTERS 7 

753-C shown, for NEW 

“’"' te 1%"! O.D, 

tubing. Has spore FLARING TOOLS 

cutting wheel, fold- | | 

wayreamer.$4.15 760-F\| shown, ‘for 

yl penne i nt fast accurate flaring 

iysynaf 7-sizes from 3/16) 

4 O.D. Priced $1.95 to %" 2.0 Price 

te $14.98, r $3.95 — others for 
Val! \theu 1141" 0.0, 
Priced $5,7/5 \te 
$15.75. 


ACCURATE, SMOOTH, EASY OPERATING 


TOLEDO features enable you to bend hard drawn, in 
addition to soft temper tubing. Without marring or deform- 
ing the tubing, TOLEDO lever-type benders operate smooth- 
ly to form neat, accurate bends to short radius. Bend any 
angle up to 180°. 

Stock the complete line—cutters, bend- 
ers, reamers, flaring and swaging. Popu- 
larly priced, attractively packaged. The 

sour customers ask for! 


WRITE FOR CATALOG 


EDO Qulg utd Toors 








THE TOLEDO PIPE THREADING MACHINE CO... . TOLEDO 3, OHIO 
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“THAT'S THE NAME TO REMEMBER” 


The Dependable 
QUALITY 
BRUSH LINE 


that gets business 
and keeps it! 


@ The Milwaukee Industrial Brush line 
consists of power driven and hand brushes 
to meet practically every requirement of 
industry both for general production and 
maintenance work. 


Make Milwaukee your source of supply and give your 
customers the kind of service that builds business for you. 


We are in a position to make prompt deliveries on orders 
of all sizes. 


= - 


THE MILWAUKEE BRUSH 


2212-36 NORTH 30th STREET 


® Production Brushes for power use 
® Production Brushes for hand use 


® Brushes for various maintenance needs 


MANUFACTURING CO. 


MILWAUKEE 45, WISCONSIN 
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Robert J. Schnug 


Ohio Brass Names Schnug 
District Manager 


Robert J. Schnug was named a 
district manager for the valve sales 
department of Ohio Brass Co. 

Mr. Schnug, with the company 
nearly fourteen years will cover all 
of Ohio, Michigan and West Vir- 
ginia, and parts of Kentucky, Mary- 
land, Pa., and New York. 


Benton Named 
Distribution Manager 


Vincent L. Benton was named 
manager of distribution, sales and 
service for Clinton Engines Corp. 

Mr. Benton has been with Clin- 
ton two years, as both eastern and 
western divisional sales: manager. 


Federal Pacific Opens 


Birmingham Sales Office 
Federal Pacific Electric Co. 
opened a district sales office in Bir- 
mingham, Ala., and appointed John 
N. Hutson district manager. 
Located at 2803-A 19th Place, 
So., Homewood, Ala., the district 
office will service Alabama 
northwestern Florida. 


and 


Barco Mfg. Co. Expands 


Barco Mfg. Co. of Barrington, II- 
linois, is relocating and expanding 
facilities at Windsor, Ontario. For- 
merly at Walkerville, Ontario, long 
and favorable experience in manu- 
facturing is credited with encourag- 
ing Barco’s decision to move the 
Canadian branch to larger facilities. 





U. S. Rubber 
Appoints Wright 


Harold B. Wright was named 
sales manager of Roy alite plastics 
manufactured by U. S. Rubber Co., 
with headquarters in Chicago. 

Mr. Wright who joined the rub 
ber company in 1951, was formerly 
Royalite commercial products sales 
manager. 


Olson Named VP By 
Granite State Mowing Co. 


Henry I. Olson was named vice 
president and sales manager of the 
Granite State Mowing Machine 
Co., Hinsdale, N. H. 

The company will celebrate its 
100th anniversary in January 1960, 
and is considered to be the oldest 
lawn mower manufacturer in the 
United States. 


Ziegler Steel Opens 
Honolulu Warehouse 

Ziegler Steel Corp., Oakland, will 
open a steel aluminum, and copper 
warehouse in Honolulu next year. 

Bay area and West Coast mills 
will supply much of the steel for the 
new warehouse. 


Durant Mfg. Co. Names 
General Sales Manager 


James K. McGinley was named 
general sales manager of Durant 
Mfg. Co. 

In his new position, Mr. McGin- 
ley will direct all of Durant’s domes- 
tic and foreign sales offices. 


N 


James K. McGinley 


200,000 Pounds Of 


Lifting Power 
Ina 98 Pound Package 


Here is a 100-ton capacity alu- 
minum screw jack that gives 
you the opportunity to fill your 
customer’s needs and at the 
same time increase your profit 
potential. 
This light 98-pound Duff- 
Norton jack has many sales 
advantages. It is easier to 
handle and spot than any other type of jack of the same capacity 
which may weigh two to five times more. 

You have no service problem with these jacks. Maintenance is 
virtually eliminated by the rugged construction—aluminum alloy 
housing and base, heat-treated steel lifting screw, sealed-in lifetime 
lubrication. It is impossible for them to creep—will support load 
indefinitely. They can be used in any position—have no fluid to 
leak, no air to lock. 

This line of jacks is advertised nationally to your customers and 
prospects in construction, oil, metalworking, metal producing, main- 
tenance and general industrial publications. 

Duff-Norton Screw Jacks are available in 25, 35, 50 and 100-ton 
capacities in aluminum—in 15, 25, 35 and 50-ton capacities in 
malleable iron. It will pay you to stock this profitable line of jacks. 
Write for Bulletin id-12a. 


DUFF-NORTON COMPANY 


P.O. Box 1889 «+ Pittsburgh 30, Pennsylvania 
COFFING HOIST DIVISION : Danville, Illinois 


DUFF-NORTON JACKS a ee COFFING HOISTS 
Ratchet « Screw UFF-NOR 


Ratchet Lever e Air 


Hydraulic « Worm Gear Hand Chain « Electric 
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THE BALANCED LINE... 


Our well balanced line; a full 
selection of high quality drills at 
costs which can only mean economy 
of production 


An industry approved line that 
assures you of accurate and depend- 
able results — always 


To learn how you can qualify as a 
New Process Twist Drill Distributor, 
write today to President, New 
Process Twist Drill Co., 33 Court St., 
Taunton, Mass. 


NEW PROCESS 


TWIST DRILL CO. 


be 33 COURT STREET 
_ TAUNTON, MASS. 


wre * 
¥ 


Castillo Installed ~4 monehan ID President 


| | 


et 


e Lo 





The 1960 officers of the Houston Industrial Distributors Association are (1 to r), 
Homer L. Beard, secretary treasurer, R. A. Castillo, president, and Leland V. Dolan 


who will be vice president of the group 


R. A. Castillo, general manager, 
Joseph T. 


Houston Industributor: 
for 1960. 

Serving with Mr. Wastillo will be 
Leland V. Dolan, Dolan Industrial 
Sales, vice president; and Homer L. 
Beard, Moncrief-Lenoir Mfg. Co., 
secretary-treasurer of the group. 


ssociation 


Ryerson Co., Houston, 
was installed as president of the 





\t the meeting, as guest of HIDA, 
were members of the Purchasing 
Agents Association of Houston. In 
all, about 300 distributors and buy 
ers attended the ceremonies. 

Cocktails and dinner preceded the 
installation ceremonies. Included 
on the program was a film, “Meet 
Mr. D,” which explained the dis 
tributor operation to the guests. 





Carbide Engineers Society Elect New Officers 


Incoming officers and executive committee members are, (from left to right) Carl 
Erickson, Hartford Chapter, secretary; George Murphy, Hartford Chapter, vice presi 
dent, Jess Powell and William Carr, both of the Providence Chapter, executive com 
mittee; Bradford Smith, Worcester Chapter, president; William Hess, NY-NJ 
Chapter, executive committee; William Collins, South Connecticut Chapter, treas 
urer, Frank O'Sullivan, Hartford, past-president elected to executive committee 


he Society of Carbide Engineers 
held their annual meeting at the 
Belmont Plaza Hotel in New York. 
A slate of new officers (above) 
were elected to take office as of Jan- 
uary 1, 1960. 
Outgoing 


president, Francis 





O'Sullivan, was presented with an 
engraved desk set by the society. 

The new Dallas, Texas chapter of 
the society was welcomed into the 
group, and it was indicated that an 
Indiana chapter was in the process 
of formation. 
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NEW! 
Stanley-Yankee Vises 
for bench and 
machine work 


No. 4992A Swivel-Tilt Vise holds work for milling 


This vise combined swivel base and angle base for compound 


angle set-ups...extremely useful for toolroom or production 
work. Adjusts the full length of dovetail slot, swivels and tilts to 
any angle. Available in two sizes—2'4 ° and 3° jaws. 


No. 3992A Angle Vise holds work for grinding 


No. 1992A Swivel Vise holds work on bench 


This vise has exclusive dovetail slot which permits 
adjustment all along length of base with simulta- 
neous swivel feature. Removes easily from swivel 
base for machine work. Available in two sizes— 
2%" and 3” jaws. 


Swivel bases and swivel-tilt bases are 
available separately to fit two vises which 
may also be bought separately. The vises 
are No. 992A with 2” jaws and No. 993A 
with 3” jaws. No. 993A replaces old ‘“‘Yan- 
kee”’ favorite No. 990. Two more vises 
without bases—the big No. 994A with 4” 
jaws and the small No. 991A with 1%” 
jaws-—complete the line. 


Stock the full line. The prices are right 
for good sales and good profits. Ask for our 
new folder with your imprint for mailing 
or counter distribution. Sell Stanley— 
Stanley says quality. Stanley Tools, Divi- 


This vise adjusts for angles up to 90°. Quickly set and locked. sion of The Stanley Works, New Britain, 


Available in two sizes—2'4” and 3” jaws. Connecticut. 


STANLEY 


REG. U.S. PAT. OFF. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 

This famous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn. —hand tools © electric 

tools * builders hardware © industrial hardware © drapery hardware © automatic door controls © alumi d . 

® springs © coatings © strip steel © steel strapping—made in 24 plants in the United States, Canada, England ond = 
CANADIAN OFFICES: MONTREAL. P. Q. AND HAMILTON, ONT 
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THE NEW CHRYSLER STAMPING PLAN 


In the boiler house of this stamping plant operation at Twinsburg 
Ohio, there are more than 1800 tons of J&L Jal-Con-Weld pipe 
carrying steam, water and air through the 34-acre plant 

These coal-fired boilers supply 150,000 pounds of steam pe 
hour under 150 psi through Jal-Con-Weld pipe 

Four air compressors deliver up to 30 million cubic feet of air pe 
day at a pressure of 100 psi through Jal-Con-Weld pipe to air tools 
on the 28 major press lines, plus tool room and assembly areas 

Three 2500-gallon-per-minute pumps keep cooling water circu 
lating through Jal-Con-Weld pipe to scores of spot welding units i 
the assembly lines. 





A continuous strip of skelp, heated to a welding temperature of 
approximately 2450°, passes rapidly through the forming rolls 
where it is shaped into cylindrical form. 


In this mill, inspections include 
hydrostatic testing on each line in 
two modern Schloemann testers. 





Finishing operations include cutting to proper length, straightening, 


facing, threading and hot dip galvanizing. 


“Jal-Con-Weld pipe guarantees 
trouble-free installation and performance” 


.. Says president of The Stanley-Carter Company 


Over 1800 tons of Jal-Con-Weld pipe were installed 
by The Stanley-Carter Company in this new Chrysler 
stamping plant in Twinsburg, Ohio 

“J&L pipe is uniformly round, straight and easy to 
work,” said Mr. Stanley Carter. “And, we like the 
service available through J&L and its distributors.” 

The distributor who handled this job was H. J. 
Rothwell Fitting Company, Canal Fulton, Ohio. 

Jal-Con-Weld pipe is produced on two of the 
most modern continuous weld pipe mills in the 
world. These mills were installed by J&L at a cost of 
$18,000,000, and incorporate the most advanced 
equipment to produce high quality standard pipe in 


sizes which range from one-half inch to four inches. 

The continuous weld process utilizes skelp in coil 
form. Weld is formed by pressure rolls, under ideal 
temperature conditions. Before skelp enters the 
welding pass, a jet of air is blown on the edge to 
remove scale and increase temperature for a 
stronger weld. 

It will pay you to standardize on controlled- 
quality Jal-Con-Weld pipe. 

Call your nearby J&L distributor, or for more 
information, write for J&L’s new bulletin, “‘Jal- 
Con-Weld,” Jones & Laughlin Steel Corporation, 
3 Gateway Center, Pittsburgh 30, Pennsylvania. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 





Why DICK DISTRIBUTORS are making 
NEW SALES RECORDS! 


Power Transmission News from R. & J. Dick 


NOW... adjustable length 
quickly instelled V-BSELTS 


 DIXLINK 


or 
syren1o® erates. 12 
oe 
oo 
— 


oo 


PANT, inc 
aa) EXD com ——  s 
. 


R. & J. DICK IS ON THE MARCH! The months just past saw Dick sales reach new record highs, 
the profits of Dick distributors soaring. 


NOW, EXPANDED ADVERTISING—NEW, BEST-SELLING PRODUCTS-—The Dick advertis- 
ing effort has been multiplied...is reaching a tremendously expanded market with the story 
of Dick advances in power transmission and conveying equipment. 


Choice Areas Still Open for Qualified Distributors. Write or 


Send Coupon For Full Information. 





R. & J. DICK COMPANY, INC. 
Totowa, New Jersey Dept. 16-A 


Yes . . . | would like full information about the advantages to 


R. & } 3 COMPANY, inc. our organization in carrying Dick power transmission and conveying 


equipment. 


TOTOWA, NEW JERSEY 


NAME 





Design Leadership In Power Transmission POSIHIGNS 
And Conveying Equipment COMPANY 





CHICAGO « SAN FRANCISCO « LOS ANGELES STREET ADDRESS 
SEATTLE * PORTLAND 
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Carey Machinery Holds Industrial Supply Show 


Sell More 


Mill Supplies 


with ceeth 
Loose-Leaf Binders 


=r 


No matter how many lines 
you carry, Heinn helps move 
them without waste motion or 
confusion. Sectional catalogs 
and loose sheets all go into a 
single custom-styled Heinn 


binder that gives your lines a 
Making the rounds of the displays are (left to right), Mike Dougherty of Harry T 


stage setting for high appeal to 
Campbell Sons’ Corp., president of the Purchasing Agents Association of Baltimore; 
Mrs. G. Cheston Carey Ji. and G. Cheston Carey, president, Carev Machinerv & 


dealers and end users. 
Seas 
Supply Co. Gene Walters of Jeffrey Mfg. Co. gives the demonstration You get distribution 
flexibility with economy. 


Heinn has a full line of binders 
for all kinds of distributor, 
dealer and salesmen’s catalogs. 
The price you pay is the 


4 wie es ; lowest in America for the 
¢e 


durability you must have. Buy 
a binder for the job; pay a 
price to meet your budget. 


To understand how Heinn 
binders and indexes can mod- 
ernize a sales program, you 
must see a sample. Send 

the coupon now. 


Product is tested by Bob Light, Carey Machinery & Supply Co. Viewing the test 
ire Howard Martin and William A. Schneider, F. X. Hooper Co. and Gale Campbell 
ind Jim Gordon both of ‘Thor Power Tool Ce 


More than 2,000 customers and automatic convevor, cut-off machine, 
guests attended the three-day In threading machine and press brake 
dustrial Products-Machinery Show \fter registering, the guests fol 
ind Bull Roast held by Carev Ma owed a path roped off with arrows TO THE HEINN COMPANY 
chinery and Supply Co., Baltimore, indicating the direction of flow so 326 W. Florida St., Milwaukee 4, Wis. 
Md. 11] exhibits would be seen. @ Decler catalog @ Salesmen's 

lhirty-seven manufacturers set up \t the parking lot in the rear, two pete minders 
. ~ . WB Proposal covers indexes 
forty-five displays, a majority of large tents were set up for the re 
which were in motion. ‘Ten of the  freshments and Bull Roast. NAME 
latest model machine tools were in G. Cheston Carey, president of TITLE 
operation, including all steel welded the company, said that this was the FIRM 
lathe, turret drill, surface grinder most successful show undertaken by ADDRESS 
with visual grind, bandsaw with — the Baltimore firm. 





CITY, STATE 
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A Personal Message | Torell Honored By Clarkson ID Society 


from 


VINCENT K. 
ALEXANDER 
Sa/es Manager 


Manheim Manufacturing 
and Belting Company 


CA of our good distributors 
recently had an interesting experi- 
ence which I think may provide a 
profitable sales pointer for you. 

A manufacturer had been buying 
large quantities of Veelos adjustable 
v-belt regularly for many years from 
this distributor. During the past 
year, this manufacturer tried a 7. — 
competitive brand several times. He :, m ae es 
bought the competitive brand Harold E. Torell, (right) executive vice president, Syracuse Supply Co., was made 
because he could get it at a price an honorary member of the Clarkson Society Of Industrial Distributors. Robert 
slightly lower than the price for Holton, president of the society, presents a membership certificate to Mr. ‘Torell, 
Veelos. who assisted Clarkson in organizing the Industrial Distribution course 

Then, only a few months ago, we 


received an order for 1000 feet for N | d C 0 6 h | Ch tt 
this manufacturer to be shipped 0 an 0. pens ranc n a anooga 
immediately. This was followed about ; 
two weeks later by a second order 
for 2000 feet, to be shipped from 
stock, for this same manufacturer. 
Naturally, we were delighted; 
3000 feet of Veelos within a couple 
of weeks from just one account is 
profitable business for us and for 
any distributor. So we checked the 
reason for the switch back to Veelos 
and here’s what we learned: deliv- 
eries were slow on the other brand 
and quality was inconsistent. naa 
The point of this little story is More than 1,000 civic and business leaders were present for the formal opening of 
that it does pay to sell quality... the newest branch building of Noland Co., at 1724 Central Ave., Chattanooga 
quality of product and quality of lenn. ‘This is the second largest single buildi- ¢g in the entire chain of 37 Noland 
service. And Veelos is a quality line branches. ‘The company is an independent pimbing-heating distributor 
it will pay you to sell every day. 


ical y Elbow Room For Oakland Cistributor 


«pes ta 
aie Paeagion 
4 a 








NEW! VEELOS TOOL : 


* 
It’s a magic 


door-opener for - 
bigger Veclos gs 
belt sales and 

an important profit-builder in its 
own right. Anyone can quickly 
and easily couple and uncouple 
adjustable v-belt with it. Ask 
your Veelos sales representative 
to show you. 


LINK V-BELT 


MANHEIM MANUFACTURING & BELTING CO 


Spacious office in new building of General Machinery Supply Co. in Oakland, has 
MANHEIM 10, PA been equipped for speedy order processing 
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Associated Distributors 
Hold Annual Convention 


The 4lst annual convention of 
the Associated Equipment Distrib- 
utors will be held Jan. 24-28, at Chi- 
cago’s Conrad Hilton Hotel. More 
than 3,500 delegates are registered. 

F. J. Fitzpatrick, Parker-Danner 
Co., Hyde Park, Mass., AED pres 
ident will deliver the keynote ad 
dress. Distributor-management will 
be discussed by: C. W. Wright, 
business Willow 
dale, Ontario, Canada, on communi 
cations in management; Dr. W. J. E. 
Crissy, Personnel Development As 


consultant from 


motivation of salesmen; 
Arthur Oriel, Science Research As 
sociates, on the importance and ef 
fectiveness of proper personnel selec- 
tion procedures; also scheduled to 
speak is Dr. L. J. Taylor, vice pres 
ident of Hillsdale College, Mich 

General L. W. Prentiss (USA 
Ret American Road __ builders 
Ass'n, and John A. Volpe, Asso 
ciated General Contractors of Amer 
ica, will speak on the Federal High 
wav Program 


soc., mm 


\ report will be given on the cut 
riculum in construction equipment 
distribution now being offered at 
Clarkson College of Technology. 

The 
offer the following slate for election 
as 1960 officers: for president, Jewel 
\. Benson, Cea. 
Houston; for senior vice-president, 
Herbert ]. Maver, Western Machin 
ery Co., San Francisco; for vice 
president, Richard F. Newlin, New 
lin Machinery Corp., Kansas City, 
Mo., and Braxton Blalock, Jr., Bla 
lock Machinerv & Equip Co., At 
lanta, Ga.; for Canadian vice pres 
ident, R. Bovd Sommerville, Ontario 
Equip. & Supply, Toronto; and for 
r, W. R. Parnell, Construc 
tion Mach. Corp., Shreveport, La. 


nominating committee will 


Benson ‘Tractor 


treasure 


Shaw-Kendall 
Names Villhauer 
Richard F. Villhauer was named 
a sales engineer with the Shaw-Ken 
dall Engineering Co., Toledo. 
Mr. Villhauer held similar posts 


INDUSTRY'S LEADING 
PIPE THREAD COMPOUND 


Get *Plastic Lead Seal in the handy- 
to-use 4-oz. plastic applicator tube. 
It’s an ideal size for tool and serv- 
ice kits. Tube won’t damage when 
dropped or hit by blunt tools...never 
cracks at seams. 


Use PLS for water, steam, gas, chemi- 
cal, refrigerant or petroleum services 
...pressures to 6000 psi., temperatures 
to 500°F. Seals permanently. Never 
hardens. Underwriters’ approved. 


Request Sample Tube. Better yet, send order 
for special 12-tube package. Act now. 


Ad \aw L CRANE PACKING 
\ —a 


6459 OAKTON STREET, MORTON GROVE, ILL. 


HANDY. 
TO Use... 
IDEAL FOR 

SERVICE 


\ <A 
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ADVERTISIN 
LIKE THIS | 
APPEARING 
IN 

| LEADING 
INDUSTRIAL 
PUBLICATIONS 
TO HELP YOU 


SELL! 


























For Service Kits 
COMPANY 


(Chicago Suburb) 








pam 
another 


luincy / 


Another shipment 
of sales power... 


Hundreds of thousands of Quincy Compressors sold over the years tell 


the story. 


Quincy models are built to last, built to deliver permanent customer 


satisfaction. Exclusive features like 


Safe-Q-Lube and Loadless Starting 


prevent major maintenance troubles, eliminate expensive down-time. 


A perfectly balanced crankshaft and cushioned steel valves provide 


smoother operation. 


Add up the big Quincy features and they mean one thing: It pays to 


sell the 1960 Q-LINE, the complete 


line of Quincy Compressors. 


QUINCY COMPRESSOR CO, Quincy, Illinois 





in ‘Toledo and Memphis. Mokers of the World's Finest Air Compressors 
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ESSEX bevices 





We manufacture 


LUBRICATING DEVICES 


WATER GAUGES 
GREASE CUPS 
AIR COCKS 
FITTINGS 





**MULTIPLEX”’ 
SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed Illustrated 


@ Electric Solenoid-Operated Valve for Automatic Lubri- 
cation of Bearings and Journals. One to fourteen 
feeds —four sizes of Reservoirs 


L. scie deine cee ems ers atineneieienn aaa 


A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
for prompt service. Let us send you the com- 


. and other Brass Products plete ESSEX catalog and make us your supply 


source for all product. listed. 


ESSEX BRASS CORPORATION 


23500 PINEWOOD 
WARREN, MICHIGAN 


Est. 1901 P.O. BOX 4607 
DETROIT 34, MICHIGAN 














WELL AS 


raga 
‘‘MILLED-FROM 
- THE BAR’”’ 


CAP SCREWS 
SET SCREWS 





Fgr THE FINEST IN 
STANDARD 
BRIGHT aNo 
HEAT TREATED 

~ CAP 
SCREWS 


e STUDS 
@ COUPLING 


INSIST THAT THEY BE 
PRODUCED BY 


YORK, PENNA. 


Ottemiller products are sold through mill supply houses. 
ee eee re he Se 
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lev F. Tilly 


Lyon Metal Names Tilly 
General Sales Manager 


Leo F. ‘Tilly was named general 
sales manager by Lyon Metal Prod 
ucts, Inc. 

Mr. ‘Tilly began with Lyon 
1943. He subsequently served as a 
salesman in the Chicago district, 
as district manager in Dallas and 
New York, and as sales manager of 
the eastern region. 

QO. J. Henderson, will succeed \hi 
Tilly as sales manager, western 1 
gion. J. H. Hartman will be sales 
manager, central region; Thomas 
R. Conklin will be sales manager 
eastern region, and Frank W. Vargo 
will be Atlanta district manazei 
Raymond W. Owens will assum 
the post of Syracuse district man 
ager, and Eugene R. Kent will move 
to Chicago as assistant district 
manage! 


Announce New Plant 


Lyon Metal purchased a manufa 
turing plant on the West Coast. lo 
cated 18 miles from downtown Laos 
Angeles 

The plant, only two years old 
covers 160,000 square feet, with 
more than 16 acres of land for ex 
pansion 

The company said the action was 
taken to protect their western 
market 

The Los Angeles district sales 
staff and warehouse operation will 
move immediately into the new 
Lyon offices, which are a separate 
part of the acquisition. 





Contest Winners Honored At R.1. Country Club 
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Russell J. Goodnow (right), president, Machine Parts Corp., Providence, receives 
from C. O. Wood, Jr., pre sident. T. B. Wood's Sons Co 
vinning Wood's national “Sure-Flex’’ coupling contest 

fifth places were, Clark Transmission Co., Newark; Globe 
delphia; Machine Parts Ci Ill.; D. P 


, an engraved plaque for 
Second, third, fourth, and 
, Phila 

Detroit 


Sterling Supply Takes On Besly-Welles Line 


Transmission Co 
Berwyn and Brown & Co., Inc., 





Celebrating new partnership are E. Addons, senior vice president, Besly-Welles Corp., 
E. Bernstein, president, Sterling Supply Co., Ferndale, Mich., T. F. Mummery, Jr., 
utting tool sales manager for Besly, S$. Gordon, Sterling sales manager, and W. Cross, 
regional cutting tool sales manager for Besl\ 





Labor-Snaring Lottery Uncork Traffic Problems 
Large U.S. Cities choked by over- 
taxed transportation may be able to 
solve the problem as Boston did, re- 
ports Engineering News-Record, a 
McGraw-Hill publication. Boston 
publication. The firm offers a lot- | converted an abandoned railroad to 
tery of 20 prizes, plus overtime pay, | rapid transit service, and the traffic 
free beer, and sandwiches, to em- | 
ployees who work on Saturday 


An appliance company in labor 
short West Germany holds Saturday 
lotteries to keep it’s workers on a 
six-day week, reports International 
Management Digest, McGraw-Hill 





congestion has been reduced by sev 


PRECISION BRAND 


THREADED 


Complete Range 
of Sizes 


IN STOCK 


You'll make REAL money 
when selling Precision 
Brand Steel Threaded 
Rod. Whether you sell 
standard 2’ and 3’ lengths 
or “specials’’ you can de- 
gone upon Precison 

rands fine uncompromis- 
ing quality. Continuous 
threaded rods range in 
size from 6-32” through 
144” diameters. They can 
be supplied in either un- 
plated, blue or plated fin- 
ishes with lengths up to 
12’ on special orders. 
Threads are smoother, 
more uniform. Rods bend 
cold. DISPLAY STAND 
furnished for distributor 
use when stocking stand- 
ard 2’ and 3’ lengths 


IN BULK 


Special sizes of various di- 
ometers ond lengths made to 
Special Order in steel and 
non-ferrous metals 
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Phone: WOodlond 8-4620 
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MANUFACTURING DO s 


PRECISION STEEL 
WAREHOUSE, INC. 


OWNERS GROVE 





THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE'< 


—$ 
a 


= Sofas ZZ : 


| Sa <n 
Dies and ° aYKEM 


Templates) 


Ne and package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 


Established 1920 
2305A North 11th St. « 





eral thousand cars a day. 
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St. Lovis 6, Mo. 





It's easier and 
less costly to 
buy Mellowes 
Lock Washers 


because 
MELLOWES 
HANDLES ORDERS 


Reliable suppliers who can ship on 
a moment’s notice, without errors, 
help you eliminate large inventories 
of parts and supplies, keep your 
working capital ‘‘working’’. The 
Mellowes Company realizes that 
speed and accuracy in filling your 
orders may mean the difference be- 
tween profit and loss. That's why 
we are geared to handle your Lock 
Washer orders fast! For example: — 


You can call Mellowes 

“collect” long distance 

any time to place an 

order. The next time 

you need lock washers in 

a hurry, phone Mellowes 
“collect.” 


Ample stocks of Mellowes Lock 
Washers in all standard sizes are 
maintained to assure prompt ship- 
ment of your orders. They are usu- 
ally shipped the same day received. 


To get your lock washers to you 
as quickly as possible, Mellowes al- 
ways ships via fast transportation 

Remember, too, that Mellowes 
pre-pays the freight on all ship- 
ments of 200 lbs. or more, a practice 
which eliminates time-consuming de- 
tail work in your office. Consider it! 


Yes, it's easier and less costly to buy your 
lock washers from Mellowes because Mel- 
lowes is geared to handle your orders 
promptly and speedily. 


The Mellowes Company 
129 E. Nash Street + Milwaukee 12, Wis. 
Call Long Distance, Collect! 


A. W. Mellowes, 
Founder and Chairman 
of the Board 


Note: 

This is one of a series 

of advertisements pre- 

senting Mellowes cus- 

tomer-service policies 

which benefit you, the 
| buyer of Lock Washers. 


A6-2017-1,3 

















MAM 3 3 A Oo N OD 


MATERIAL HANDLING equipment 
orders in October rose 44 points over 
September, the Material Handling In- 
stitute’s Booking Index reveals. The 
index is now 23.1 per cent higher than 
the same ten month period last year 





Fiberboard Paper Products 
Moves Two Offices 


Fiberboard Paper Products Corp. 
moved their Seattle headquarters to 
2306 Sixth Ave., Seattle. The tele 
phone number remains the same. 

The Sacramento and Stockton 
sales offices moved to 4320 Stock 
ton Blvd., Sacramento. ‘The tele 
phone number also remains the 
same. 





MARKETING 
TRENDS 


(Starts on page 122) 
pag 





containing their best selling items, 
and arrange them on walls or coun- 
ters, or build a “tool display bar” 
from plans furnished by OTC. 

Assortments of “Grip-O-Matic” 
pullers, “Push-Puller,” and other 
pulling tools are mounted on panels, 
as are wrenches, screw drivers, etc. 
Sockets are displayed in a new metal 
cabinet-type panel. 


Van Norman Announces 
Refresher Couse 

Van Machine Co. Div., 
Van Industries, Inc., 
Springfield, Mass., has launched a 
series of refresher courses for its dis 
tributors. Using the keynote theme, 
“product knowledge results in sales 
and profits,” each course will com- 
prise a group of between 10 and 12 
distributor salesmen from all parts 


Norman 
Norman 
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of the U.S. The firm plans to hold 
12 such two-day meetings twice a 
month. 


SALES AIDS 


PRODUCTS —H. K. Porter Co., 
Pittsburgh — Booklet on products 
manufactured by various of firm’s 
divisions. 

PILLOW BLOCKS — Browning 
Mfg. Co., Maydville, Kyv.—Catalog 
on malleable tapered roller pillow 
blocks. 

SCALE—W. C. Dillon & Co. 
14620 Keswick St., Van Nuys, Calif. 
—Bulletin on Model P suspension 
scale for industrial use. 

STEEL — Allegheny Ludlum Steel 
Corp., Oliver Bldg., Pittsburgh— 
Booklet on aircraft steels AM-350 
and AM-355. 

PRESSES — Studebaker Hvdraulic 
Products Co., 1733 N. 33rd St., Mel 
Park, Ill.—Brochure on_air- 
hydraulic “Speed Press”. 
TORQUE WRENCHES -— Skid- 
more Engineering, 5130 Richmond 
Rd., Bedford Hts., O.—Folder on 
“snap-torque” wrenches, which give 
audible snap when correct torque is 
reached. 

PUMPS—Lapp Insulator Co., Proc- 
ess Equipt. Div., 111 Hall St., Le 
Roy, N. Y.—Bulletin on “Pulsa- 
feeder” automatic metering chem- 
ical pumps for handling corrosive 


rose 


and non-corrosive chemicals 
ELECTRODES-— McKay Co., Pitts 
burgh—New _ plastic-covered fibre 
container fpr hard surfacing weld- 
ing electrodes. 

DRILL—Hartford Special Machin 
ery Co., Hartford, Conn.—Circular 
on Model 17-400 air hydraulic drill 
unit for assembly into automatic 
machines custom-engineered for spe 
cific requirements. 

FASTENERS — Standard Pressed 
Steel Co., Jenkintown, Pa.—Folder 
on “Hi-Life” thread for socket head 
cap screws. 

CHEMICALS — Borden Chemical 
Co., 350 Madison Ave., New York- 
Catalog and directory on more than 
1,000 products made by company. 
SOLDERING—Johnson Mfg. Co., 
Mt. Vernon, Ia.—Catalog on solder 
ing products. 





CUTTING TOOLS — Chicago-La- 


MOLLY : trobe, +411 W. Ontario St., Chicago 


—Folder on “Lo-Tork” chip breaker 


SCREW ; drill. 
CASTERS—Faultless Caster Corp., 
ANCHOR 


Evansville, Ind.—Catalog sheet on 

the perfect fastener to new light-duty stem-type casters for 

hold anything securely in hotel and institution trucks and 
hollow walls, floors, ceilings carts. 

BETTER THAN NAILS & SCREWS VALVES Jamesbury Corp., 148 


Molly allows you to install fixtures ex- N 
actly where you want them .. . not Cw 
just where studs are. Ends loose fix- 


St., Worcester, Mass.—Bro- 
an 
tures, crumbled plaster, broken walls. chure on uses of ball valves in pulp 
Molly's spider anchor backing won't r 
pull through and actually reinforces the and paper industry. 
area in which used. Y . - a 
“L.TS—Maurev Mfg. Co., 2907 S. 
BETTER THAN TOGGLE BOLTS 9 ; < — a Ci C Rs 
Molly requires a much smaller hole and aDasn AAVC., ACcago vatalog i _f~, hs f {fs so 
anchoraze ts permanent a fixtures | It t ° | f ° , = ae. he 
can removed and replaced in the comprising be seiecnion guide for 
Ie S SLOTTED FRAMING 


same 7 =x 
variable speed belt users. 

-—} - SAFETY GLOVES-—Pioneer Rub ey otem 
ber Co., 296 Tiffin Rd., Willard, O. 


HOLDS IN ANY KIND OF HOLLOW Selector chart for industrial glove ; - 
CONSTRUCTION UP TO 1-3/4" THICK — ee 5 Distributors ; 


‘TS 
Plaster over wood lath, plaster over SECTS. 


metal lath. all wallboards, cinder block, FASTENERS-—Atlas Screw & Spe a BIG market 


cement block, gypsum block, hollow tile, 


glazed tile, marble, metal, glass, etc. clalty Co 5 450 Broome St.. New 


Senn ey Ge Se, See York—Catalog on full line of thread- : and BIG profits 


WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 
ed and headed fasteners. 


: —_ , ‘ STORAGE RACK 

\\ BEARINGS—Roberts Mfg. Co., © eee PACKS 
Salina, Kans.—Catalog of ball bear- e DIE CARTS 
ing units for power transmission e STAIRWAYS 


‘ be * 
aT) 
ae = 
< os w 
“ CORPORATION 
230Y NW. Sth St, Reading, Pa. 











applications 


: eae , ELECTRICAL MOUNTINGS 
KNIVES X-acto, Inc., 48 Van y 





Dam St., Long Is. City, N. Y.— e MEZZANINES 
FAST SELLING Catalog shect on small knives for e PARTITIONS 


drafting dept. uses, etc. 
TAPE — Permacel, New Brunswick, 
N. J.—Brochure on complete line of 


e PALLET. RACKS 
e CONVEYORS 


pressure sensitive paper tapes. < ds thes 
BLOWERS Detroit Stamping oe is 
Co., 350 Midland Ave., Detroit— eae 
Catalog on pre-engineered blower 
housings for blower wheels. 
PRECISION ‘TOOLS SF: fee 
comb Co., 10 Matson Hill Rd., S. 
Glastonbury, Conn.—Brochure on 
full line of micrometers. 

HOISTS Hoist Manufacturers’ 
\ssn., | ‘Thomas Circle, Washing 


ton, D. C.—Book entitled “HMA 
@ Profitable, repeat business. 200 Standard 


Nationally advertised : 
product. Hand Chain 


Unlimited market series of four hoist booklets 
No stocking problems. Order WELDING—American Chain & 


what you need when you . ‘ 020 7 : 
need it. Cable Co., 929 Connecticut Ave., 


Fast service and delivery. Bridgeport, Conn.—Bulletin on gas 
welding rods. 


SNAGGING WHEELS -— Cincin- FLEX“ANGLE 


Write today for nati Milling Products Div., Cin- pirate hte 
prices, discounts cinnati 9—General c . ale 
pte poten OPW-JORDAN i eneral catalog on line pom 
information. of snagging wheels. aes Ree 


6013 WIEHE ROAD TINICC . 
SLINGS American Mfg. Co., 


Specifications — for 
Hoists.” second of 


bulletin and copy of ou 


sales policy write to 


KAM-1 CINCINNATI 13, OHIO 
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One source 
for all types 


CASTERS & WHEELS 


FEATURES 


THAT ASSURE 
MORE SATISFIED 


CUSTOMERS 


RUBBER TREADS .. . a wide choice of 
treads suited to all types of floors, includ- 
ing Darnelioprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage. 


RUST-PROOFED .. . by zinc plating, 
Darnell Casters give longer, care-free life 
wherever water, steam and corroding chem- 
icals ore freely used. 


LUBRICATION . . . all swivel and wheel 
bearings are factory packed with a high 
quality grease that “stands up" under at- 
tack by heat and water. Quick grease-gua 
lubrication provides easy maintenance. 


STRING GUARDS . . . Even though string 
and ravelings may wind around the hub, 
these string guards insure easy rolling at 


DARNELL 


p> CASTERS AND WHEELS ~@ 


DISTRIBUTORS 
Write for details 


DARNELL CORPORATION, Lrp. - 


DOWNEY ANCELES COUNTY 
37.28 SIXTY FIRST ST. ‘WOODSIDE 77 4. 1. NY 
36 NORTH CLINTON STREET CHICACO 6. ILLINOIS 


CALIFORNIA 





Brooklyn 22, N. Y.—Folder on slings 
made of synthetic webbing. 
HAND TOOLS — Lowell Wrench 
Co., Worcester 4+, Mass.—Catalog on 
reversible ratchet wrenches for 
standard and special applications. 
METALLURGY l'empil Corp., 
132 W. 22nd St., New York—‘Basic 
Guide to Ferrous Metallurgy,” dis- 
cussing chief characteristics of steels. 
FITTINGS — OPW-Jordan, 6013 
Wiehe Rd. Cincinnati 
line of hose swivels. Also: Bulletin 


Bulletin on 


on new high capacity nozzle. 





NEW LINES 
taken or by 
distributors 





Hewitt-Robins, Inc., appointed the 
following distributors: 
* Jolley Industrial Supply Co. 
Franklin, Pa. 
¢ Ball and Black Supply Co. 
Los Angeles, California 
¢ Augusta Mill Supply Co. 
Augusta, Georgia 
¢ Channel Industrial Supply Co. 
Oxnard, California 
¢ Tipps Engineering & © 
West Memphis, Arkansas 


¢ Dilworth of Mississippi, Inc. 


ply Co. 


Jackson, Mississippi 
¢ M-H Standard Corp 
Jersey City, N. J. 


Electrical Distributors Products, 

Inc., named the following twelve 

sales representatives: 

¢ Gregory-Salisbury & Co. 

Louisiana 

¢ Robert S. Fishburne 

Richmond, Virginia 

¢ Powell Electrical Mfg. Co. 

Houston, ‘Texas 

¢R. W. Chapman 

Charlotte, N. C. 

¢ Webco, Inc. 

Detroit, Mich. 

¢John M. Perry Co. 

Grand Rapids, Michigan 

¢ Baynes, Inc. 

Hartford, Conn. 

South East Engineering 
ices, Inc. 

South Jacksonville, Fla. 

¢D. H. Jones Associates 

Jersey City, N. J. 





Nalional Dolioil 


TOME CES 
for 


distributors 


DUAL ACTION 


Unique “‘Dual-Action” air sander cre- 
ates no heat . . . makes no swirls or 
abrasive scratches . . . paper does not 
fill up. Superic. for sanding primer 
surfaces, removing gloss, removing old 
finishes. Its new on the market and 
there are thousands of prospects. Our 
new abrasive kit for demonstration 
will help you sell. 


“MITY- MIDGET” 


Reliable, popular, proven .. . all de- 
scribe the ““Mity-Midget”’ orbital action 
air sander. Powerful, lightweight, and 
vibrationless . . . it cuts sanding time 
and lowers costs. And, it is a dependable 
profitmaker for industrial distributors. 
Write today for our new catalog. 


NATIONAL-DETROIT, INC. 
ROCKFORD, ILLINOIS 
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e Porter Electrical Mfg. Co. 
Murrysville, Pa 

eR. L. Browne Co. 
Shawnee, Kansas 

¢ Chuck Koerner 

St. Louis, Missouri 


Parker Hannifin Corp. named the 
following distributors: 
¢ Louisiana Supply Co., Inc 
Lake Charles, Louisiana 
*Sturgis Valve & Fitting Corp 
St. Louis, Missouri 
¢C & E Roth Tool & Supply Co 
\lbuquerque, New Mexico 
¢ Truckers Equipment Inc. 
Corpus Christi, ‘Texas 
¢ Williamson and Wilmer, Inc 
Richmond, Virginia 
¢ Marvin A. Heeren & Co. 
Moline, Illinois 
¢ Leinart Engineering Co 
Knoxville, Tennessee 


D. A. Herrick & Associates, Cleve 
land, was appointed a distributor 
for Lynch Engineering Co., Inc., 
in the Cleveland area 


Curtis Tool & Supply, Los Angeles, 
was named as distributor of 
\llegheny-Ludlum Steel and Del 
tronics Gage Co. 


Harkins Engineering Sales Co., In 
dianapolis, Ind. was named as 
sales representatives for Ajax 
Flexible Coupling Co., Inc. 


H.C. Burton Co., Ltd., Hamilton, 
Ontario, was named sole Canadian 
distributor for the B. C. Ames Co. 


Roskin Distributors, Inc., East Hart- 
ford, Conn. was named exclusive 
distributor in Connecticut, west- 
ern Mass., and upper New York 
for ACCO Power Products Divi- 
sion, American Chain & Cable 
Co. 


Sandman Electric Co., Boston, is a 
new distributor for Allis-Chalmers 
Mfg. Co., in eastern Mass. 


Giles Tool Agencies, Toronto, was 
appointed Canadian sales repre- 
sentatives for Brightboy Indus 
trial Div., Weldon Roberts Rub- 


ber Co. 


Price-Fleury-Armstrong, Atlanta, 
Georgia, was named a distributor 


Tie MODERN 


WAY &2ic.. Get the 
COUNT! 


The Durant line offers 
a precision counting in- 
strument for every pos- 
sible application 
in modern industry. 


WRITE FOR LITERATURE 


DURANT MANUFACTURING CO. 


1901 N. BUFFUM STREET 
MILWAUKEE 1, WISCONSIN 


Representatives in Principal Cities 


TS, 
PRODUCGIIM FITERS 


siycl 1079 Count Everything 











INDUSTRIAL 


BRUSHES «> BROOMS 


ALWAYS IN 
DEMAND 


The long wearing qualities of CAP- 
ITAL Brushes and Brooms are well 
known by the majority of plant man- 
agers. They always specify CAPITAL 
when additional maintenance equip- 
ment is needed. Our distributors strive 
to have a good stock of CAPITAL In- 
dustrial Brushes and Brooms on hand 
to meet any demand. It pays them 
well, too. 





e We urge users to buy thru their local 
distributor 








INDIANAPOLIS & 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS Est. 1890 INDIANAPOLIS 7, IND 
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YOU BUY THE BEST 


Shackle Chain 


U 


GRAB HOOKS 
Available 
for Chain 
Sizes 4" 
5/16", ¥e"’ 

7/16", V2", 
5" 


ANCHOR and CHAIN 
Screw 


HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the 
of hi-strengt 
heat-treated 


in is made 
steel and 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 


SLIP HOOKS 
Available 
for Chain 
Sizes 4" 
5/16", Ye" 


Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 


Available in sizes 3/16" to 2” 


—EXTRA TOUGH. 


. EXTRA STRONG 
Self-colored or galvanized 


Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, 


lowa 











Designed to fit — 


MILWAUKEE SAWZALL « RCS SUPERSAW 
SKIL RECIPRO SAW ¢ PORTER-CABLE MULTI-SAW 


‘Whe Wwusr Rezisr 


If your customers bend or break more blades than they wear out, 


solve their problem with 


INDUSTRIES 


and many others 
East Haven 12, Connecticut 


“Independent Blade Co. Div 
WESTLUND 


ature 


on request 


de ond liter 





for Cushman Chuck Co., in Vir- 
ginia, North and South Carolina, 
eastern ‘Tennessee, Georgia, Al- 
abama and Florida. 


Pelham Machinery Co., became a 
distributor for Celfor Tool Co., 
Division of Avildsen Tools & ma- 
chines, in northern New Jersey. 


Industrial Supply Corp., Tampa, 
Florida, was named a full line dis- 
tributor for Crane Co. in Florida, 
concentrating the 
‘Tampa area. 


mainly in 


Chandler & Farquar, Inc., Boston 
was named distributor in Eastern 
Massachusetts for Carboloy prod- 
ucts by the Metallurgical Prod- 
ucts Department of General Elec 
tric. 


Erie Industrial Supply Co., Erie, 
Pa., was appointed northwestern 
Pa. stocking distributor for De- 
troit Stamping Co. 


Allmetal Screw and Supply Co. was 
appointed full line distributor for 
Elastic Stop Nut Corp. of Amer- 
ica in the Dallas-Fort Worth 
area. 


Fisher Bros. Steel Corp., Engle- 


wood, N. J., 
tributor of 
Stainless Steel. 


was appointed dis- 


Republic Enduro 


Mission Tool & Supply Co., Los 
Angeles, was named a distributor 
for ‘T'rico Co. 





DATES to 
REMEMBER 


Jan. 11-13—Joint National Sympo- 
sium on Reliability and Quality 
Control, Statler-Hilton Hotel, 
Washington, D. C. 

Jan. 12-15—Society of Plastics Engi- 
neers, 16th Annual Technical 
Conference, The Conrad Hilton 
Hotel, New York City. 

Jan. 1819 — Industrial Heating 
Equipment Association, ‘The War- 
wick Hotel, Philadelphia, Pa. 

Jan. 20—Electric Council of New 
England, Transmission & Dis- 
tribution Committee, Sheraton- 
Charles Hotel, New Orleans, La. 
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Jan. 21-22—Edison Electric Insti- 
tute, Transmission & Distribu- 
tion Committee, Soreno Hotel, 
St. Petersburg, Florida. 

Jan. 21-22—Pennsylvania Electric As 
sociation, Systems Operation 
Committee, Philadelphia, Pa. 

Jan. 22—Oklahoma Utilities Associa- 
tion, Accounting Section, Tulsa, 
Okla. 

Jan, 22-23—Nationa! Association of 
Corrosion Engineers, Fifth An- 
nual Corrosion Control] Short 
Course, University of Houston, 
Houston, ‘Texas. 

Jan. 25-27—Hydraulic _ Institute, 
Homestead, Hot Springs. 

Jan. 25-28—Eleventh Plant Main- 
tenance & Engineering Confer 
ence, Plant Maintenance & Engi 
neering Shaw, Convention Hall, 
Philadelphia. 

Jan. 25-28—Canadian Electrical As- 
sociation, Eastern Zone, Chateau 
Frontenac, Quebec, Canada. 

Jan. 2627—Society of Vacuum 
Coaters, Annual Meeting, Hotel 
Biltmore, New York, N. Y 

Jan. 27—Plumbing Brass Institute, 
Hollywood Beach Hotel, Holly 
wood, Florida. 

Jan. 27-29—Southern Industrial Dis 
tributors Association, Annual 
Mid-Year Meeting, Roosevelt Ho 
tel, New Orleans, La. 

Jan. 31-Feb. 2—National Association 
of Purchasing Agents, Public Util 
ity Buyers Group, Mid-Winter 
Meeting, Atlanta Biltmore Hotel, 
Atlanta, Ga. 

Jan. 31-Feb. 5—American Institute 
of Electrical Engineers, Winter 
Meeting, New York City. 

Feb. 1-3—Edison Electric Institute, 
Electric Systems & Equipment 
Committee. 

Feb. 1-4—Instrument Society of 
America, Ist ISA _ Instrument- 
Automation Conference and Fx 
hibit of 1960, Houston, Texas. 

Feb. 1-4—American Society of Heat- 
ing, Refrigerating and Air-Condi- 
tioning Engineers, semi-annual 
meeting and second Southwest 
Heating and Air-Conditioning Ex- 
position, Baker Hotel, Dallas. 

Feb. 1-5—American Society for Test- 
ing Materials, Committee Week, 





Hotel Sherman, Chicago, II. 

Feb. 2-4—Society of the Plastics In 
dustry, Reinforced Plastics Div. 
Conference and Exhibit, Houston 
Coliseum, Houston, ‘lexas. 

Feb. 3-4—Armour Research Founda- 
tion and American Welding So- 
ciety, Annual Midwest Welding 
Conference, Illinois ‘lech Chem 
istry Bldg., Chicago, Illinois. 

Feb. +6—American Society for Met- 
als, Golden Gate Metals Confer 
ence, Fairmont Hotel, San Fran 
cisco. 

Feb. 7-8—Northern California Dis 
tributors Association, Convention 
of Area 6 (Oregon, Washington, 
California) of the National Indus 
trial Distributors Association, San 
Francisco. 

Feb. 7-13 National Electrical 
Week. 

Feb. 8-9—Missouri Valley Electric 
Association, Industrial & Com 
mercial Sales Conference, Presi 
dent Hotel, Kansas City. 

Feb. 10-13—International Automo 
tive Service Industries Show, New 
York Coliseum, New York City. 

Feb. 14-18—American Institute of 
Mining, Metallurgical & Petro 
leum Engineers, Annual Meeting, 
Statler and McAlpin Hotels, New 
York, N. Y. 

Feb. 17-19—American Public Power 
Association, E:ngineering & Oper 
ations Workshop. 

Feb. 18-20—National Society of 
Professional Engineers, Winter 
Meeting, Broadway Hotel, Wich 
ita, Kansas. 

Feb. 29-Mar. 1—Pacific Coast Elec 
tric Association, Business Devel 
opment Meeting, Hotel Lafavette, 
Long Beach, Calif. 

Mar. 69—5th National Electrical 
Industries Show, of the American 
Electrical Industries Expositions, 
Inc., New York Coliseum 

Mar. 23-26—‘Tenth Biennial Elec 
trical Industry Show and_ the 
Lighting Exposition Conference, 
sponsored by The Electrical Main 
tenance Engineers Association of 
Southern California. 

Mar. 24-26—American Brush Manu 
facturers Association, Annual 
Meeting, Boca Raton Club, Boca 


ETTCO-EMRICK 





nuckie-heads 








ads like 


the 5 models to choose 
from — circle or 


industrial straight line types 


magazines Chrome nickel universal ball 


joint type spindles. 


Adapt to any drill press or 

are drilling or tapping unit or 
machine — Operate in any 
position. 


telling Quickly convertible for either 
drilling or tapping on any drill 
press. 


the Ettco Lubricated ball joints with 


neoprene covers — an Ettco 
exclusive. 


story to Tap or drill capacities up to 


%” in steel. 


Precision built, lightweight 
your and compact. 


Unconditionally guaranteed 
fo orkmanship, material 
customers end perdermanse. 


fully adjustable for dependable 
this in multi-hole drilling and tapping 


Write for complete details today .. . 
Buy them from your Ettco Distributor 


na 
ETTCO TOOL & MACHINE CO., INC. 
eee 


569 Johnson Ave., Brooklyn 37, N. Y. 
hid Chicago * Detroit * Los Angeles * Indianapolis * Hartford 





TYPES C and H 
Flexible Couplings 
UP TO 4250 h.p. 


Installed Just slide on shaft, bring jaws together and insert 
. cushions. Twist bolts on outside collar and cushions 
and Aligned are firmly retained. 
in Minutes Alignment is equally simple. No gauges required— 
just use a straight edge. 


Eliminate Lovejoy Couplings contain no intricate parts. All are in 

plain sight for rapid inspection. Lubrication is never 
Trouble and required. Water, oil, dirt or weather will not decrease 
Service efficiency. The best care for Lovejoy Couplings is to 
Calls put ‘em on shafts and let ‘em alone. 


Bodies are machined from electric steel or ductile 
iron castings. Load is transmitted by cushion com- 
Outlast pression, eliminating metal-to-metal contact and wear 
a on metal parts and jaws. 
Equipment Even the cushions last longer: (1) they are furnished 
Life in the material best suited to the service, (2) on non- 
reversing loads, their life can be doubled by revers- 
ing or advancing. 


Lovejoy Flexible Couplings can be delivered im- 
mediately from stock. Request full information and 


ask for Catalog C-58. Give details or specifications |“ coruass 


for prompt quotation. <a 
Re) Slo) 18> 41:18 meeltl Jal (cmaes 


4879 W. LAKE STREET CHICAGO 44, ILLINOIS 
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This 
and similar ads 
appearing in 
24 NATIONAL 
PUBLICATIONS 
HELP 
YOU SELL 
LOVEJOY 


COUPLINGS 





MECHANICS KEEP ASKING 


a 
aX 


FOR THIS HANDY 
HUOT 


DRILL 
DISPENSER! 


Helps you sell 
more drills! 


Holds dozens of drills in round-bot- 
tom compartments 


3 models for lettered, numbered or 
fractional drills 

Built-in inventory or pricing system 
eliminates need for record sheets 


Compact 7x7x14 size—heavy duty 
drawers 


Write for catalog pages and circulars 





> HUOT MANUFACTURING CO. 


551 No. Wheeler St. © St. Paul W4, Minn. 











PRECISION BRAND 


, ARBOR 


pak SPACERS 


and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
eccurate spacing of milling cutters, stit- 


ter 


knives, gang saws and many other 


uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
ond %” to 7” hole diameter. 


WITH KEYWAY 


WITHOUT KEYWAY 
Please 
specify 
type 
comes 
ordering 
PRECISLON STEEL 
WAREHOUSE, INC. 
ee ee ee ee | _ 


AAPLE AVE OWNERS GROVE, ILtIN 





Raton, Florida. 

Mar. 29—The Material Handling In 
stitute, Spring Meeting, Pitts- 
burgh-Hilton Hotel, Pittsburgh, 
Pa. 

Mar. 31-Apr. l1—American Society 
of Mechanical Engineers, Textile 
Engineering Conference, North 
Carolina State College, Raleigh, 
N. C. 

\pr. +5—American Society of Me- 
chanical Engineers, Nuclear Con- 

and Exhibit, New York 
Coliseum, New York City. 

\pr. 18-19—ASME, IRE, AIEE, 
Annual Joint Conference on Au 
tomation, Cleveland-Sheraton Ho 
tel, Cleveland, Ohio. 

May 23-25—Triple Industrial Supply 
Convention, Conrad Hilton Ho 
tel, Chicago. 


gress 





OBITUARIES 





C. R. Conklin, 
Republic Rubber Division 


C. R. Conklin, 63, general sales 
manager, Republic Rubber Division, 
Lee Rubber & ‘Tire Corp., died 
November 3. 

Mr. Conklin, with Mrs. Conklin, 
was attending the 27th annual meet- 
ing of the Central States Associa 
tion. 

At one time Mr. Conklin worked 
at U.S. Rubber Co. and Crandall 
Packing Co. He was transferred to 
Youngstown last March as assistant 
sales manager of Republic Rubber. 
He advanced to general sales man- 
ager July 1. 


Cc. R. Conklin 


PACK IN PROFITS 
WITH 


PALMETTO® 
PACKINGS 








Put the all new Palmetto Packing literature to 
work for you . . . Just off the press, this con- 
cise, clear, easy to look at—easy to use refer 
ence material was planned and prepared for 
you—is yours for the asking! Request quantities 
desired now! 


GREENE. TWEED‘: 


NORTH WALES, PA. 





Packaged 
PIPE NIPPLES 


Seamless Steel 
Pressure Tube Nipples 


A.S.1.M. A-83 and A-106 
FROM STOCK: 
Ye” to 1'%2" Standard and Extra 
Strong Weights, Black Grade 
“A” 


V2" to 1 Ya" Double Extra Strong 
Weight, Black, Grade “A.” 

TO ORDER: 
Grade“B” Galvanized, Cold 
Drawn in Larger Sizes. 


® Avoid errors. Nipples ore 
marked “SMLS” with Grade, 
Weight and A.S.T.M. Spec. 


Tttsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH i2, PA 
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Make EXTRA Profits 


Die Filers 


Deluxe 
Model 


Write for long F256/B 


discount plan 


3 MODELS 


from $1909°° up 
ECONOMY MODEL 


F256. Rugged tabl 
s 12° four ways. New 
st acting chuck 

peeds file changing 
peeds, 1%” stroke 

bearings bal 
need yok Complete 
ired ready to go, only 


STANDARD MODEL F256A 


ill Economy Model feature 
ort arm for rigid backup for fle 
vith motor, switch, wired, read 

ONLY $131.50 F.O.B. Factory 


DELUXE MODEL F256B 


spring loaded recipr 

hardened jaws t la 

ides, long files and abrasive i 

Ideal for hardened dies and faste 
sawing, filing, lapping 


ONLY $149.50 F.O.B. Factory 


LOW COST 
DRILL PRESS VISE 


with motor s t 
$109.50. 





s plus 


y t 





cating ve 


d vise, sets to any 
ngle Jaws ope 
Weight 16 bs 
ONLY $11.50 


KELLER DIVISION 


2361 University Ave. St. Paul 14G, Minnesota 











Literature 
on all the 
Industrial 


_— one 
Goa. e262 


METAL HOSE AND COMPONENTS 


® Corrugated—highly flexible 





@ Interlocked—ruggedly built 
Both handling liquids and gases 


@ Tar and Asphalt Hose Assemblies 


@ Ducting, Stainiess—for pressure and 
high temperature 


@ Aircraft, Missile, Rocket Components 


Write for details of specific applications 


U.S. FLEXIBLE TUBING CO. 





During World War I, Mr. Conk- 
lin served in the U.S. Navy. He 
was a member of many civic, profes 
sional and social groups. He is sur 
vived by his wife, Phyllis Conklin; 
a son, C. R. Conklin, Jr.; a daugh 
ter, Mrs. Carol Hughes; five grand 
children and four sisters 


W. H. Schuette. 


Dow Chemical Co. 


Dr. William H. Schuette, 47, a 
vice president of the Dow Chemical 
Co. and general manager of its Mid 
land division, died November 8. 

Dr. Schuette Dow 
career in 1941 in the chemical engi- 
neering laboratory at Midland. He 
served as manager of plastics pro- 
duction from 1952 to 1955, was Mid 


land general manager since 1955, a 


started his 


director of the company since 1957, 
ind was named a vice president last 
vCal 

Dr. Schuette had been Michigan 
chairman for the annual Chemical 
Progress Week, and was a member 
of many 
cial groups. 


He 


daughters and a son 


civic, professional and so 


is survived by his wife, two 


Charles Waldie, 
Squier, Schilling & Skiff 


Charles Waldie, 72, salesman for 
Squier, Schilling & Skiff division of 
Alban Corp., died. 

Prior to joining Squier, Schilling 
& Skiff, Mr. Waldie was with Man 
Maxwell & Moore, 


ning, for 30 


years. 
Mr. Waldie is survived 
wife and two daughters. 


by his 


Harry E. Smith, 
Raybestos-Manhattan 


Harry E. Smith, 70, retired vice 
president of Raybestos-Manhattan, 
Inc., in charge of rubber product 
sales, died November 2. 

Mr. Smith joined the Manhattan 
Mfg. Rubber Co. in 1909 as a clerk. 
By the time of the Raybestos-Man- 
hattan merger in 1929, he was Man- 
hattan’s sales manager. In 1942, he 
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SELL 


GRINDING 
WHEEL 
DRESSERS 


FOR 
PROFIT 


YOU HAVE A READY MARKET 


You 
ing 


used. . 


can sell 75% of all metal work- 
plants. Wherever grinders are 
. this product is NEEDED! 


HAVE A PROVEN PRODUCT 


These grinding wheel dressers are 
successfully used by over 250 major 
plants. 


HERE IS A SHELF ITEM 


. completely engineered by us. 


Three tools serve over 70% of all 


applications . . 


. small inventory. 


EASY TO SELL . . . gives better than 
6 time turnover. 


PROFITABLE TO SELL 


Resale Discounts give BIG PROFIT 
MARGIN! 


= 


PRECISION DIAMOND TOOL CO. 
P. O. BOX 274 
ELGIN, ILLINOIS 
Please send me full details on Grinding 


Wheel Dressers and Samples of free 
literature. 


NAME 
ADDRESS 


CITY. 








ZONE___STATE 


hc. cner ds aif erme wares 





NOW you can 
serve PROFIT ABLY 
customers’ special 
requireinents in 


CORROSION - RESISTANT 
WIRE ROPE & CABLES... 


HACKENSACK 


CABLE CORPORATION 
specializes in helping 
you meet your custom- 
er demands for spec- 
ial grades, sizes and 
constructions .. . 

right from our com- 
plete stock of 


STAINLESS 

BRONZE 

MONEL 

GALVANIZED 

AND NYLON OR 
PLASTIC-COATED 
WIRE ROPE & CABLES 


Now HACKENSACK puts you ina 
highly competitive position on or- 
ders for corrosion-resistant prod- 
ucts that go beyond your present 
stock and sources. You can depend 
on our prompt recommendations 
and prices for special require- 
ments, plus good delivery. 
Demand for  corrosion-resistant 
products is at an all-time high... 
and tomorrows’s potential for this 
market is even greater. You can 
profit from this demand by catalog- 
ing and serving your customers 
with our quality products. WRITE 
FOR SPECIFICATION DATA 
FOR YOUR FILES TODAY. 


HACKENSACK 
CABLE CORPORATION 


109 ORCHARD STREET, HACKENSACK, N. J. 
HUbbard 7-1100 


222 


became general manager of the 
Manhattan Division plant, and vice 
president of Raybestos-Manhattan 
in 1944. In 1946 he became vice 
president in charge of rubber sales 
for the corporation. He served as 
director and member of the execu- 
tive committee of ine company from 
1941 until his retirement in 1954. 

Mr. Smith was formerly president 
of the Chamber of Com 
merce and a member of the Rubber 
Advisory Panel to the State Depart 
ment. 


Passaic 


Mr. Smith is survived by his wife, 
the former Jane Wolfe of Passaic, 
and one son, Harry, Jr. 


L. H. Weber, 


Geo. Worthington Co. 


L. H. Weber, 85, 
president and director of The Geo. 


retired vice 
Worthington Co., Cleveland, died 
November 10. 

Mr. Weber’s entire 55-vear busi 
ness career, prior to his retirement 
in 1947, was spent with Geo. Worth 
Co. He 


cr 5 
representative for 22 


ington served as a sales 


years, then 
held various executive positions in 
W orthington’s Cleveland headquat 
ters. As first vice president in charge 
of purchases, he established a na 
tional reputation in the hardware 
distribution indus 


and industrial 


tries, where he was instrumental in 


the development and marketing of 


many new products. 
Mr. Weber, a the 
Cleveland Rotary Club, is survived 


member of 


by his widow, Emma, and a brother, 


Lee J. Weber. 





L. H. Weber 
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MR. JOHN N. FAILING, 
Vice President and Sales Manager of 
The Charles A. Strelinger Company 
says — 


"During 1958 when sales in 
the Detroit area dropped 
sharply, DEVCON was one of 
the few lines to show a 
marked sales growth. 


In this period of depressed 
business conditions, our 
sales force found the 
versatility of PLASTIC STEEL® 
and the other DEVCON products 
enabled them to offer our 
customers many new methods of 
cost-cutting, a program that 
was paramount in everyone's 
mind." 

As in Detroit, industry throughout the coun 
try has found PLASTIC STEEL® and other 
Devcon products a practical and economical! 
method for tooling and maintenance 

If your customers are making jigs, fixtures, 
metal-forming dies, molds, models or other 
tools, perhaps PLASTIC STEEL® can put them 
in a more competitive position. And just about 
every shop or plant will find literally hundreds 
of ways to use PLASTIC STEEL® for on-the-spot 
repairs and general maintenance of machinery 
and equipment 

If you want to find new ways to help your 
customers save time and money, why not write 
for more information today — ask for applica 
tion Booklet #3 on maintenance, or application 
Bulletin #2 on tooling. 


Pate $i nn 


1G 2nd Nhing nr pound 


DEVCON PRODUCTS 
FOR INDUSTRY 


TEE 


DEVCON CORPORATION 
79 ENDICOTS STREET, DANVERS, MASS. 
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T 


Taylor, S. G., Chain Co... 183 
Templeton, Kenly & Co.. ; 146 
Thomas Truck & Caster Co. 28-29 
Threadwell Tap & Die Co. 19 


ae Pipe Leseeetie Machine 
» ae. : oe .200, 201 


Union Mfg. Co.... 

Union Twist Drill Co..... : 
United States Flexible Tubing Co. 
United States Rubber Co.. 3 


Utica Drop Forge & Tool Div., 
Kelsey-Hayes Co ; 


v 


Vascoloy-Ramet Corp. 


Victor Balata & Textile mains 
Co. 


Victor Saw Works, Inc. 

Viking Pump Co.. 
Vogel-Peterson Co. 

Vogt, Henry, Machine Co., Inc. 


W 


Wells Mfg. Corp. 

Wendt-Sonis Co. 

Wheeling Machine Products Co. 
Wilson, T. C., Inc i 

Wilton Tool Mfg. Co. 152 
Winter Bros. Co. 

Wood’s, T. B., Sons Co. 84 


Wright Hoist Div. 
Chain & Cable Co. 


of American 
44-45 


Xcelite, Inc. 


Y 


Yale & Towne Mfg. Co., 
Yarnall-Waring Co. 


The. 





et a “blue chip line” open doors for you! 


Inform all your customers that you carry Nicholson or Black Diamond brand files. 
It will identify your salesmen and your company as carrying quality items. It will create a 
favorable reputation. It will open doors . . . bring a better reception . . . and get calls off to 
the right start. It will set the stage for an order . . . help your salesmen sell more of every- 
thing you stock. What makes Nicholson and Black Diamond files “‘blue chip lines’’? 
Repeated impartial surveys show they’re preferred. The line includes over 6000 types. 
Nicholson and Black Diamond files are manufactured to rigid standards of quality. They 
produce quality work. Brand preference, brand recognition, quality. These are some of 
the reasons why Nicholson and Black Diamond files are respected as ‘‘blue chip lines.” 
Have salesmen start calls by mentioning them.  #£They’ll make easy sales to satis- 
fied customers . . . repeat customers. ; 


Nicholson File Company, Providence 1, R. I. 











THERE |S A DIFFERENCE IN SOCKET SCREWS 


... Important Holo-Krome features that help you sell 
. .. let you offer guaranteed performance to your customers 


Look at this cut-away of a forged socket cap screw from H-K. Notice the smooth, flowing 
lines of the metal fibers that give greater strength to thesScrew . . . look at the clean sockets 
scientifically proportioned for maximum strength . «. observe the controlled forged fillet 
under the screw head. These are features no other socket cap screw can match. 


You won't see other features just as importantto your customer's production line: special 
analysis alloy steel heat-treated to 39-42 Rockwell ‘‘C’’ hardness... threads formed to 
Unified Class 3A fit...a new and different forging method that produces the toughest 
socket screws made ...an atmospherically controlled hardening process. And behind all 
these features, the now famous SAME-DAY SERVICE on all standard catalog items! 


HOLO-KROME 


SOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED-HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 
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